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When Bank Funds 


Accumulate 


bond investments offer a profitable and 
convenient means of keeping funds em- 
ployed and yet available to meet the next 
turn in the business cycle. 


The experienced organization and 
large operations of Halsey, Stuart & Co. 
enable this house to render comprehen- 
sive service to banks seeking temporary 
or long-term investments which exactly 
fit their requirements. 


As underwriters of bond issues on a 
large scale,we can submit a well-diversified 
list of bonds suitable for the investment 
of bank funds—issyes which we can 
recommend from our thorough knowl- 
edge of them. 


Serving the investment needs of banks, 
insurance companies and trustees is an 
important part of our business, for which 
we have developed special facilities. 


The way to know our service is to test it. 
Write us for suggestions or information 
bearing on current investment problems, 
which we shall be glad to furnish with- 


out obligation. 


Representative issues underwritten 
by HALSEY, STUART & CoO., 
either alone or jointly with associates. 


ARMOUR AND COMPANY 
7% Convertible Gold Notes, 1930 


ASSOCIATED SIMMONS 
HARDWARE COMPANIES 
7% Secured Gold Notes, 1925 


STATE OF LOUISIANA 
Port Commission 5's, 1931-60 


THE LACLEDE 
GAS LIGHT COMPANY 


Fiest Mortgage Collateral and Refunding 
7% Gold Bonds, Series “A,” 1929 


SOUTHERN RAILWAY COMPANY 
6% Secured Gold Notes, 1922 


CITY OF ZURICH,SWITZERLAND 
8% Sinking Fund Gold Bonds, 1945 


STATE OF SAN PAULO (BRAZIL) 
8% Sinking Fund Gold Bonds, 1936 


COMMONWEALTH 
EDISON COMPANY 
First Mortgage 6% Gold ‘Bonds, 1943 


THE GOODYEAR 
TIRE AND RUBBER COMPANY 
8% First Mortgage Sinking Fund 
Gold Bonds, 1941 


’ KANSAS CITY 
POWER AND LIGHT COMPANY 


8% First and Refunding Mortgage 
Gold Bonds, Series**A,” 1940 . 


MORRIS AND COMPANY 


7%% Ten-Year Sinking Fund Gold 
Notes, 1930 


KELLY-SPRINGFIELD 
TIRE COMPANY 
8% Sinking Fund Gold Notes, 1931 


PACIFIC GAS 

AND ELECTRIC COMPANY 

General and Refunding Mortgage 
5% Bonds, 1942 

WEST PENN POWER COMPANY 

7% First Mortgage Gold Bonds, 
Segies ** D,”” 1946 

KANSAS CITY TERMINAL 

RAILWAY COMPANY 
6% Secured Gold Notes, 1923 


CLEVELAND, OHIO 
School District 6's, 1922-41 


CONGOLEUM CO. Inc. 
First Mortgage 7% Notes, 1920-29 


HALSEY, STUART & CO. 


INCORPORATED 
CHICAGO NEW YORK BOSTON 
209 South La Salle Street . 49 Wall Street 10 Post Office Square 


DETROIT MILWAUKEE ST. LOUIS 
Ford Building First Wisconsin Nat’! Bank Bldg. Security Building 


PHILADELPHIA 
Land Title Building 


MINNEAPOLIS 
Metropolitan Bank Building 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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A line of vitally-important inquiry: |= 
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Mortality of Savings Accounts: How many Savings 
Accounts were closed in your bank in 19217. How 


many opened? What per cent of number opened 
was number closed? 


Average Balances: What is the average balance of 
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: . . a 33 
your Savings Accounts? What will increase the 58 
Savings Department’s Arof¢ so much as increasing aS 
average balances? Bs 





Bs 





* * * * * 


A certain well known bank which mainiains an excellent cost 
system places, approximately, a TWENTY-FIVE DOL- 
LAR BALANCE as the dividing line between profitable 
and unprofitable Savings Accounts. This, of course, is subject 
to variation in different banks. But assume it holds in your 
bank. What proportion of your Savings Accounts are un- 


profitable? 
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Clearly, the two things which every bank with a a Savings s De- 
partment should seek to do are to 


(1) Reduce mortality of accounts to minimum. 
(2) Increase ayerage balances. 


In accomplishing these two aims the bank enhances its prof- 
its and does ultimate good to depositors. 

The Harvey Blodgett Company offers to Banks tested and 
proved methods for the intensive cultivation of Savings Ac- 


TT iid bao bbe ebook 







counts. The application of these methods reduces ‘the per- ae : 
centage of closeouts and increases average balances. It also =] 7 
brings a wholesome influx of new accounts. 4 





oe 


The wonderful growth which this company is experiencing 
is a testimonial to sincerity of purpose, to the practicability 
of our plans and fidelity to our slogan “After we sell we serve.” 











Shall we discuss together means for the intensive develop- 
ment of your Savings business? 









Read Mr. Blodgett’s Book ‘‘Double Your 
Savings; It CAN Be Done.’’ One Dollar. 








Harvey Blodgett Company 
BUSINESS BUILDING FOR BANKS 


Executive and Sales Offices: 
UNIVERSITY and WHEELER AVENUES 
St. Paul, Minnesota 
























District Offices: CHICAGO NEW YORK BOSTON LOS ANGELES 
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Every Banker’s Signature 
Quickly Revealed 


MANY bankers perform hand-writing puzzles in order to protect 
their signatures from imitation. The samples shown in the illustration above are typical 
of the hieroglyphics found in the daily bank mail. 


The Rand M¢Nally Bankers Directory -THE BLUE BoOK—deciphers these signatures for 
you promptly and reliably because it lists the name of every executive officer in every bank from 
the Chairman of the Board down to the Assistant Cashiers. 


Every change of officers in every American and Canadian bank is promptly noted and shown 
in the BLUE BOOK. 


The BLUE BOOK is, therefore, an invaluable guide in helping you to determine readily the 
personnel of the banks; at the same time it interprets for you the signatures that reach your desk. 


Published twice a year — in March and September — carefully revised—the BLUE BOOK gives 
you up-to-date information on the condition of all banks, together with their correspondents. It 
simplifies the problem of routing items and it speeds up the collection service. The BLUE BOOK 
is the handbook of every enterprising banker who wishes to keep abreast of the great development 
of American Banking. 


@epes3s =e 


Sessees 
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The BLUE BOOK has been published by us for fifty years. It is sold on subscription only, 
and as the edition is limited to our subscribers we suggest that you order today to make sure of a copy, 


OFFICIAL NUMBERING AGENT AMERICAN BANKERS ASSOCIATION 
Largest Publishers of Banking Publications in the World 
Address Dept. C-18, 536 S. Clark Street, Chicago 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
e 
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the VICTOR 


T last here is an adding and listing machine, standard in 
every respect, which sells for $100. The Victor will per- 
form every task that an adding and listing machine of this 

type is intended for, as well as any machine at any price. The 
Victor weighs only about 27 pounds—may be used without a 
special stand, and be readily carried from desk to desk. Though 
lighter in total weight, its working parts are individually heavier 
and more rugged than others. The saving is effected by elimi- 
nating over 1000 parts. It is the simplest and, therefore, the most 
durable machine made. 


Every banking house has a place for one or more Victors. It 
may replace one of the lower priced machines which is not a 
standard keyboard, listing type. Or it may release a machine 
costing several times one hundred dollars which is now being 


es by work which the Victor could do as well, or perhaps 
ter. 


Free Demonstration in Your Bank 


These are strong statements. They demand proof. And we 
ae prepared to furnish that proof without the slightest obligation. 
ith a Victor before you in your office, we want you to forget 
pice and compare this machine’ point for point with any other 
machine you have always thought of as the best machine made. 
't make any allowances for price. If the Victor does not 
hg up to your ideal in every respect, we don’t want you to 
y it 


lvery Standard Feature—No Extras 


Before the coming of the Victor there may have been some 
tmptation to purchase an “adder” that was not standard for 
ome bank uses. But all the time you knew that a Standard 

Keyboard, Listing Device and Visibility were really 
Metsary to full and satisfactory service. Now things are differ- 


A Standard 8-Bank Adding and 
Listing Machine for 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 








$100_ 


ent. The Victor gives you every recognized standard adding 
machine feature—all at $100. Even red totals and non-add key 
are regular equipment. There are no extra charges. 


Mail the Coupon NOW 


Good business practice demands that you should know what $100 will buy 
in an adding machine. This coupon is merely a request for a demonstration. 
It is not intended to obligate you in the least. You owe it to yourself to inves- 
tigate. Don’t wait for a Victor man to call on yoy. In our selling as well as 
manufacturing methods, all waste motion must be avoided. That is what makes 
the $100 price possible. We will go the limit to convince those who are inter- 
ested, but we must concentrate our efforts on men who see the economic advan- 
tages of a real adding machine at $100, and will show their interest by mailing 
the coupon below. We state our case plainly—offer to place the machine before 
you as proof—and let you use your own judgment. _If a hundred-dollar adding 
machine means anything to you, mail the coupon. Remember—no obligation. 


Victor Adding Machine Co. 


Dept. 5683 3047 Carroll Ave., Chicago 


VICTOR ADDING MACHINE CO. 
Dept. 5683, 3047 Carroll Ave., 
Chicago. 


Without obligating myself to buy, I would like a demonstration of 
the Victor Adding Machine in my off-ce 


Name.. 
Official Position 


Name of Bank 


ere Maca State 
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The National Bank 
of Commerce now 
has 25,000 square 
feel of first floor 
space, extending one 
full block in the 
heart of busy St. 
Louis. 


Looking Ahead 


meet the growing demands of the present and to prepare for the sound 
development that already looms up ahead for the vast territory served by 
St. Louis, we have just added 6,000 square feet of first floor space. 


We are now serving 65,000 patrons, and have enlarged our facilities so that we 
can now offer to an ever-increasing number Commerce Service gained in 64 years 
experience of being personally interested in the business of those we serve. 


Business of banks specialized in, about which we invite conferences and 
correspondence. 


The NATIONAL BANK OF COMMERCE 
In Saint Louis 


Capital, Surplus and Profits $15,000,000 
J. G. LONSDALE, Presideat 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


: 





BANKERS MONTHLY for MARCH, 1922 


The Building and Main Banking Room 
of the Noel State Bank of Chicago 
(Occupied July 30, 1921) 


Aste building of monumental proportions 

that dominates its surroundings. The in- 
terior is unusually spacious and well lighted, 
with a general layout and distribution of space 
to the various departments that insures maxi- 
mum efficiency and economy. 


WEARY AND ALFORD COMPANY 
Bank and Office Buildings 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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Here are Our Credentials 
the Good Words of Clients 


= 

ITTERLY, PRESIDEN 
a w. KNAPP. Vick Pres. 
c w. 


SPRING 


CAPITAL 


SGPRixGVALLE®: 


Craddick service, 
Minneapolis. 
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“We wish to advise you that we have been using Mr. 
Craddick’s advertisements for the past three years 
and have found them to be very satisfactory and 
they meet our requirements in every way at a very 
reasonable cost considering what other lines want 
for the same kind of service. In addition to that 
we have found them very prompt in any addi- 
tional details we might want. in fact they are 
complete in every respect."-—E. N. Imus, Vice- 
President, The Davenport National Bank, Daven- 
port, IV’ash. 


have used the Craddick Service for the past nine 
years in Oregon, Colorado,and California, and 
same has given excellent results. Believe you 
will make no mistake in making Mr. Craddick 
your advertising man.”—L. M. MEEKER, President, 
First National Bank, El Monte, Calif. 


“Our connection with Mr. Craddick dates back for a 
number of years and it is the writer’s frank 
opinion that we have received more dollar for 
dollar service from him than from any other con- 
nection which we have ever had. His newspaper 
eopy is snappy, up-to-the-minute and reaches just 
where we want it to reach. We have always 
found him very courteous and more than willing 
to assist us at all times. We have used the 

* Service for four or five years and 
a number of others and have discontinued all of 
them except that of Mr. Craddick. It is our 
opinion that any bank desiring service of this 
character would do well to consider the claims of 
Mr. Craddick.,—Watrter A. Meter, Vice-Presi- 
dent and Cashier, Monroe State Savings Bank, 
Monroe, Mich. ° 
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“We are pleased to advise you that we have used the 
Craddick Service of Minneapolis for the last six 
or seven years, and it has given entire satisfac- 
tion. We have always found it dignified and 
pleasing to the public. We are indeed glad to 
recommend the service to you.”—L. G. JoHNSON, 
ve The Carthage National Bank, Carthage, 
NN. %. 


“We have been very closely acquainted with the 
Craddick Service for a great many years and at 
the present writing are using it ourselves and it 
gives us considerable pleasure to be able to say 
to you that we regard the service as unexcelled 
and the personal attention which they give to the 
advertising needs of each locality, puts the Service 
in a very distinct class. Frequently we call on 
them for special service and we always get very 
prompt attention, and right now, we are in the 
midst of preparing considerable advertising for 
the opening of a new bank building and we do 
not believe we could buy this special service else- 
where for less than we pay them for the entire 
year’s service.’"—FrANK R. Scott, Cashier, The 
Merchants National Bank, Fargo, N. Dak. 


have given various advertising agencies some 
thought and study and I regard Mr. Craddick’s 
services and plan of operation as the most suc- 
cessful of any which I have investigated. His ma- 
terial has a personal touch which many do not 
have, getting away from the fixed form, ready 
made style. Mr. Craddick is able to do this as he 
is himself a practical banker and is constantly in 
touch with the banking fraternity and its cus- 
tomers, so that he is able to get the viewpoint of 
each. I am sure you will be well pleased with 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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any contract into which you might enter with 
him.”—H. V. Harvan, Vice-President, the Minne- 
haha National Bank, Sioux Falls, S. D. 


“We have employed the Craddick Service in this 


bank for many years. The writer was one of the 
first bank advertising men in this State and has 
seen the deposits of this bank in a country town 
of six thousand population grow from $150,000 
to nearly $3,000,000. Craddick knows the bank ad- 
vertising subject thoroughly and the relations 
which we have had with him for many years have 
proved very _ satisfac- 
tory."—E. L. BickForp, 
President, T-he First Na- 
tional Bank, Napa, Calif. 


“Mr. Craddick has been fur- 


nishing us with advertis- 
ing for the past two or 
three years, and it has 
been highly satisfactory 
in every way. I have 
been personally acquaint- 
ed with him for the past 
seven or eight years, and 
consider him a man of 
exceptional ability in his 
line, and feel that every- 
thing that goes out of his 
office is characteristic of 


ents. It is my personal 
opinion that there is no 


end and have it right on time and good, classy 
stuff.” —J. W. THompson, President, Citizens State 
Bank, Waterville, Kansas. 


“We have used Craddick Service during the past six 


or seven years and we are well pleased with it as 
well as the results obtained therefrom. We have 
also used two or three other Services and they 
operate in the manner mentioned in your letter 
but such is not the case -with Craddick’s Service. 
Mr. Craddick sends a monthly advertising cam- 
paign about the 25th of the preceding month in 
which it is to be used. 
and naturally it has a 
chance of being’ up-to- 
date. We have used 
some service which has 
been much more expen- 
sive but which we be- 
lieve has been shooting 
clear- over the. heads, 
while I believe Crad- 
dick’s is more common 
and reasonably well un- 
derstood. We really 
could not get along with- 
out this service at this 
time.”—Tueo. W. Hawk- 
INSON, Cashier, Exchange 
State Bank, Walker, Ia. 


vice for more than ten 


the. personal attention “Pleased to advise that_we 
which he gives his cli- CRADDICK SERV ICE have used Craddick Ser- 
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one who gets out a high- 
er class of bank adver- 
tising than Mr. Craddick, 
and in view of our own 
experience with him, I do not hesitate to recom- 
mend him to you in highest terms, and am sure, 
if you connect with him, you will find your rela- 
tions with him a real pleasure.’—FRANK B. YET- 
TER, Cashier, Iowa National Bank, Davenport, 
Towa. 


“We heartily recommend Mr. Craddick’s Service. 


We have had it here for possibly six or eight 
years and I can say that we could not very well 
get along without it. Mr. Craddick keeps in 
touch with local conditions, furnishes very attrac- 
tive and up-to-date advertising matter, which is 
interesting without being sensational, and we have 
had very good results from his service. You will 
find Mr. Craddick always ready to help in special 
advertising. Our business here has about trebled 
since we started using this service, of course, we 
are not willing to credit all of this to his service, 
but we think he has earned a share of it.”—F. C. 
Piatt, Cashier, The Citizens State Bank, Eagle 
Grove, Ia. 


“We have employed Craddick Service for two years 


now and can conscientiously say we think it is 
the keenest and best on the market; there are 
many somewhat similar services offered by other 
concerns, some higher in price and others cheaper, 
but we think none anywhere near touch Craddick 
Service. Try it out, we are satisfied it will please 
and satisfy you; it certainly does take a big load 
off to have someone else handle the advertising 


MINNEAPOLIS 


xclusively , 


years. One of his oldest 
customers. Service at 
all times is high class, 
timely and new. We 
have found it satisfac- 
tory and believe has paid us well. Has thorough 
organization and copy comes to us promptly and 
in good shape.”—Tuos. C. McRae, Jr., Cashier, 
Bank of Prescott, Prescott, Ark. 


“We have been using Craddick Service for several 


years and have found it very helpful in adver- 
tising our bank. Since using this service, the 
growth of our business has been steady and con- 
tinuous and while we do not attribute all of this 
growth to the service, we feel that it is certainly 
entitled to its share of the credit.”-W. L. 
Weaver,.Cashier, First National Bank, Perry, Fla. 


“We have been pleased .with the character of the 


work done for us. It has been dignified and yet 
interesting. It has also an educational value 
which makes it more valuable advertising and 
which always lasts better than the pointed ‘Get- 
it-Quick’ style which is used in so marty cases. 
Our business has grown and part of this growth 
we credit to the assistance received through 
Craddick Service.”—H. D. PowEt, General Man- 
ager, The Weyburn Security Bank, Weyburn, 
Sask. 


“We have shopped around more or less in advertis- 


ing and we can sincerely say that Craddick Ser- 
vice has given us copy which is better suited to 
our individual requirements than any other we 
have ever had.”-—L. S. Orson, Vice President, 
First National Bank, Owatonna, Minnesota. 


sk for our 1922 ADVERTISING PROPOSAL 


and a copy 


of “AN ADVERTISING DEPARTMENT 


FOR YOUR BANK” Ae Cost. No Obiigation: - ---- 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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Six Big Reasons for 


Welfare Loan Success 


to Welfare Loan Societies, operated by the 
Hawkins Mortgage Company, have become 
important factors in the small loan business of the 
United States — 


Because—"vv deal only in money. Loan Societies 
are not permitted to borrow money on demand 
or from banks, therefore they have no money 
obligations to meet which makes the business 
safe and sound at all times. 


Welfare Loan Societies and 
Companies in Operation 
‘at the Present Time 
INDIANA 
WELFARE LOAN SOCIETY 
OF ANDERSON 


WELFARE LOAN SOCIETY 
OF ELKHART 


Every institution is under state su- 


pervision, and is subject to state regula- 


WELFARE LOAN SOCIETY tions. 
OF FORT WAYNE 
WELFARE LOAN SOCIETY 
OF INDIANAPOLIS 
WELFARE LOAN SOCIETY 
OF KOKOMO 
WELFARE LOAN SOCIETY 
OF LAFAYETTE 


Each society is operated under the Hawkins 
System, which assures economical manage- 
ment, frequent audits and prompt payment of 


dividends. 


WELFARE LOAN SOCIETY 
OF LOGANSPORT 
WELFARE LOAN SOCIETY 
OF MARION 
WELFARE LOAN SOCIETY 
OF MICHIGAN CITY 


WELFARE LOAN SOCIETY 
OF MUNCIE 


WELFARE LOAN SOCIETY 
OF RICHMOND 
WELFARE LOAN SOCIETY 
OF SOUTH BEND 
WELFARE LOAN SOCIETY 
OF TERRE HAUTE 
WELFARE LOAN SOCIETY 
OF VINCENNES 
OHIO 


THE WELFARE LOAN CO. 


OF CINCINNATI 


THE WELFARE LOAN CO. 


OF COLUMBUS 


THE a LOAN CO. 


F DAYTON 


THE WELFARE LOAN CO. 


OF HAMILTON 


ILLINOIS 
WELF ARE LOAN SOCIETY 
OF CENTRALIA 
FLORIDA 
WELFARE LOAN SOCIETY 
OF MIAMI 
PENNSYLVANIA 


The House of Hawkins which assures 
the safety of every investment, has a 
record of nearly 100 years of successful 
financial operation. 


The Societies loan money on monthly in- 
terest payments and have no dull season, as 
there are more applications for loans than are 
granted. The character and standing of bor- 
rower is thoroughly investigated. 


Every dollar invested is guaranteed by cash 
on hand, well secured mortgages, bonds, notes 
and other valuable collateral. 


WELFARE LOAN SOCIETY 


OF LANCASTER 


(Send for our latest catalog on Welfare Loan Societies) 


HAWKINS MORTGAGE CO. 


PORTLAND INDIANA 


ZF ame SS F = —— SS —TJ 
> S zs SS 
Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


? 









BANKERS MONTHLY for MARCH, 1922 11 








The POWER BEHIND the BANK 


Is the Character of the Men Who Direct It 






OUR OFFICERS 


are men of character and judgment, with many years of broad banking experience 







EXECUTIVE MANAGERS 
N. A. McMillan F. O. Watts Walker Hill 


PRESIDENT 
F. O. Watts 


CASHIER 

















Charles L. Allen - 
VICE PRESIDENTS ASSISTANT CASHIERS 

werd S. Hawes C. E. French E. G. Coffman Jas. McCleave 

hd eae AY Souk Fy . od D’A. P. Cooke R. Palmer McElroy 
| alter mit olderness A. W. Haill ; C. H. Morris 

Frank O. Hicks — BertH.Lang j R “Coo H. Hail Oliver G. Lucas €’ B’ Schmidt 

F. V. Dubrouillet W. F. Caplan F. C. Hunt Wm. C. Stauss 

Joseph S. Calfee C. Hobart Chase Richard L. King L. M. Watts 











AUDITOR 
William C. Tompkins 































OUR DIRECTORS 
are men prominent and successful in the business world, well sonal with 
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PLACING THE FACTS BEFORE 
YOUR DIRECTORS 


An effective plan to keep the executive officers 
and the board properly informed and at the sume 
time control the income and expense accounts 


By C. R. SMELSER 


Auditor, The First-Second National Bank, Akron, Ohio 


HEN the earnings and expenses of 

the bank are presented at regular 
intervals in comparative tabulation, the 
executives and the board of directors 
get a definite line on the tendencies in 
every department. Now more than ever 
before an analysis of this character is 
necessary on account of rising costs and 
growing competition. 

The compilation of figures covering 
earnings and expenses is not a difficult 
matter, as will be shown, nor is it a 
burdensome handicap in the accounting 
routine. The auditor or the cashier of 
every bank will find in the plans to 
be described, many simple suggestions 
of value in simplifying their work and 
at the same time keeping their directors 
fully informed. 

The problem of handling the expenses 
of a bank has not been standardized 
by any means, although many methods 
have been offered in recent years as 
a means of regulating and controlling 
costs. The plans set forth here, es- 
pecially those in relation to the monthly 
report, indicate how this bank has 
made satisfactory progress in keeping 
a close and reliable check on expenses. 

Only a few simple forms are re- 
quired. On the following page these 
forms are reproduced. In Figure 1, 
for example, it will be seen how this 
bank keeps the executive officers and 
directors informed concerning the gen- 
eral expense account each month and 
how also it serves to help the auditing 
department. This report is especially 
valuable in connection with the pre- 
paration of various reports such 
as the Federal income tax return, income 
and expense statements, profit and loss 
statements, the semi-annual report of 
earnings, expenses and dividends, and to 








furnish data used in determining the 
cost of operations. 

There are many banks which do not 
maintain a systematic distribution of 
general expenses and the “miscellaneous 
expense” account in the general ledger 
is often overworked because it is a gen- 
eral dumping ground for almost anything 
in the nature of an expense or a profit or 
loss item. In the absence of any well- 
defined classification of earning and ex- 
pense accounts, such items as represent 
“losses charged off” have been known to 
be charged to “miscellaneous expense.” 

There can be but one solution of the, 
problem of analyzing an account which 
receives charges and credits of every 
nature. That solution is to present the 
facts as clearly and tersely as possible. 

It seems, therefore, to be just as 
essential that an adequate number of 
earning and expense accounts be oper- 
ated through the general ledger as it 
is to classify and segregate the various 
loans and discounts, investments and de- 
posits, because in the final analysis, a 
profit or loss from operations must be 
determined. 

Handling General Expenses 

All invoices are approved for pay- 
ment before they are turned over to 
the auditing department. No expense 
vouchers are issued unless the expense 
is approved by one of the officers. 

Invoices are usually received in the 
auditing department about the eighth 
and 25th of each month in order that 
payment can be made by the 10th and 
discounts, if any, taken. 

Each invoice is checked for accur- 
acy of extensions and total amount and 
under no circumstances are statements 
of account paid. If the invoices cannot 
be located covering the statement, dupli- 
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cates are requested. - 

If the invoices received are, found te 
be in order and are correct charges 
they are then turned over to a stenog- 
rapher who writes the expense Vouchers. 
These are made up so that the informa- 
tion shown on the portion going into 
the mails is also shown on the duplicate 
voucher (Fig. 2) with the exception 
that the remittance statement is made 
up on the reverse of the original voucher. 

When the vouchers have been written, 
they are entered in the “Expense 
Voucher Register” (Fig. 3). The total 
expense involved in vouchers issued dur- 
ing any one day is charged to “General 
Expense” and a like amount credited to 
“Expense Vouchers Outstanding” - both 
of which are general ledger accounts. 

Duplicate vouchers with supporting 
invoices, petty cash vouchers, etc., are 
retained in the auditing department 
where the distribution of expense is 
made, as indicated on Fig. 2. After 
distribution has been made, the dupli- 
cates are then entered in the “Expense 
Distribution Register,” the invoices se- 
curely attached to the réspective dupli- 
eate voucher and filed numerically in 
the auditing department until the close 
of the month. 

On salary payments for which there 
is nothing more supporting the expense 
voucher than an approved memorandum 
of the amount, a listing is made of the 
amount due each employe as drawn from 
the salary lédger cards. Considering 
any additions to or releases from the 
force, the amount of the pay-roll is de- 
termined and a voucher written with 
which the cash is obtained for paying 
the employes. 

No voucher numbers have been printed 
in on the expense distribution register 
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for the reason that each month’s entries 
are made a separate part of the register 
and where a month’s expense consumes 
but a sheet and a half the following 
month’s record begins on a new page. 

The expense distribution register, 
a loose-leaf record, 144% x 19 inches, 
exerts definite control over all items of 
expense. It is ruled to accommodate 
forty-five entries and provides informa- 
tion as. to “date,” “in favor of,” 
“Voucher No.,”’ “Net Amount of In- 
voice.” The record is ruled into columns 
covering the distribution of the follow- 
ing: 


Newspaper Advertising 
Outdoor Advertising 
General Advertising 
Alterations and Repairs 
Attorney fees 
Bonds—depository 
Bonds—fidelity 

Books and Stationery 
Cashier’s checks, Certificates of Deposit and Drafts 
Checks—Customers 
Circulation redemption 
Clearing House 
Currency shipments 
Dinners—Employes 
Express—in and Out 
Examinations—Audits 
Furniture and Fixtures 
General Office 
Insurance—Registered Mail 
Light 

Office Appliances 
Mechanical upkeep 
Office supplies 


< CeOrnMNmwn— 


Miscellaneous 

Salaries—Officers : ; 

Salaries—Directors & Finance Committee 

Salaries—Employes 

Taxes—Capital Stock 

Taxes—Circulation (Duty on) 

Taxes—Federal Income 

Taxes—Personal Property 

Telephone 

Telegraph 

Blank 

Blank 

Blank 

The distribution columns are num- 
bered to agree with the items of distribu- 
tion as shown on the duplicate voucher 
(Fig. 2). Each duplicate voucher is 
entered on a separate line, the date, 
name and net amount of invoice being 
entered first and the amounts as appear 
opposite the various classification num- 
bers on the duplicate are entered in the 
corresponding numbered column in the 
register. The amount entered in all 


eolumns should ecross-foot and agree 


with the amount shown in the “Net. 


Amount of Invoice” column. 

The same is true of each voucher until 
all have been entered for the entire 
month when all columns are footed. The 
total of all columns of distribution 
should agree with the grand total shown 
in “Net Amount of Invoice” column. 


_ ITEMS OF EXPENSE 

1. Advertising—Newspapers 

City daily papers 

Magazines 

Programs 

Publishing of call reports 
2. Advertising—Outdoor 

Bill boards 

Sign boards 

Wall signs 

Electric signs 
3. General advertising 

Special booklets 

Personal income tax books 

Decorations 

Postage for special campaigns 

Ads in Western Union Clocks 

Flowers for lobby 

Any other expense not classified 
4. Alterations and repairs 

Altering interior fixtures 

Painting and redecorating 
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Figure 1 and 2—In Figure 1 we see how the auditor keeps the executives and directors informed 
each month and in Figure 2 we have a specimen of the duplicate voucher. 


Repairs to furniture 
Any other expense not classified 
Attorney fees 
Self explanatory 
Bonds—depository 
Cost of bonds given to secure deposits 
Bonds—Fidelity : 
Bianket bonds covering officers and employes 
Books and Stationery 
Pens 
Pencils 
Erasers 
Ink 
Various printed forms 
Second sheets 
Blank record books 
Monthly statements and envelopes for commer- 
cial accounts 
Credit file folders and fillers 
Letter heads 
Calendar pads 
Punched paper 
Stenographer’s note books 
Labels 
Typewriter paper 
Blotters 
Record cards 
Any other not classified 
Cashier’s checks, Certificates of Deposit and Drafts 
Cost of all blank forms, numbered, and held in 
stationery stock 
Checks—Customers 


emo 


Special checks ordered by customers 
_ Desk or counter checks 
Circulation redemption 

Notes redeemed and assorted by the Treasury 

Department charged semi-annually by the De- 

partment at Washington 
Clearing House 

Dues to local Clearing House Association 
Currency shipments 

Incoming and outgoing shipments of money 
Dinners—Employes 

Cost of meals furnished clerks working overtime 
Express—In and Out 

Freight and express 

Pay-roll deliveries 
Examinations—Audits 

Cost of National Bank examinations 

Cost of audits by Certified Public Accountants 
Furniture and Fixtures 

Chairs 

Costumers 

Files 

Transfer cases 

Desks 

Lighting fixtures 

Counter work 

Adding machines 

Typewriters 

Other mechanical equipment 

Any other not classified , 

(Not used if expense is charged to ‘Furniture 

and Fixtures’ account) 
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Figure 3—When the vouchers have been written, they are entered in the expense voucher 


register, similar to the form shown here. 














1. General Office ; 
Towel supply service 
Window cleaning service 
Janitor service 
Soap 
Acids 
Addressograph plates _ E 
Subscriptions to magazines, papers and journals 
Bank directories 
Tax services 
Dry batteries — 
Investors service 
Baskets (all kinds) 
Letter trays 
Chair pads 7 
Teller’s window signs 
Door mats 
Cuspidors 
Floor brushes 
Dust cloths £ 
Any other not classified 
19, Insurance—Registered Mail 
On shipments of stocks, bonds, etc. 
». Li 





















ight : 
"Electric current used for lighting and operating 
of machines such as adding machines, address- 
ograph and check cancelling machine 
21. Office appliances 
Check writers 
Dictograph system 
Sealing machines 
Coin changers 
Bill holders 
Stamp affixing machines 
Stapling machines 
Postal scales 
2. Mechanical upkeep : d 
Upkeep on all mechanical equipment 
%. Office supplies 
Deposit ticket files 
Carbon paper 
Special report paper 
Typewriter ribbons 
Purchase orders 
Stop payment tickets 
Coin sacks 
Rubber stamps 
Coin wrappers 
Coin envelopes 
Rubber bands 
Clips 
Fasteners 
Eyelets 
Sealing wax 
Daters 
Gumed tape 
Bank pins 
Ink wells 
Paste 
Glue 
Thumb tacks 
Desk pads 
Rulers 
Erasing knives 
Typewriter supplies 
Pocket files 
Loose-leaf record holders 
Muslin eyelets 
Staples 
Lead seals 
4. Postage 
Loose stamps 
Stamped envelopes 
%. Printing 
Imprinting new currency 
Multigraphing letters 
Multigraphing reports 
%.- Rent 
Banking room 
Directors’ room 
_ Outside space 
UN. Miscellaneous 
Dues various organizations 
Subscription Dun & Bradstreet 
Keys safe deposit vault boxes 
Insurance on furniture and fixtures 
Other expense not classified 
Salaries—Officers 
All officers, active 
| Salaries—Directors and Finance Committee 
Self explanatory 
Salaries—Employes 
Explanatory 
. Taxes—Capital Stock 
Self explanatory 
» Tayes—Circulation 
Self explanatory 
Taxes—Federal Income 
Self explanatory 
» Taxes—Personal Property 
Assessed by Ohio Counties on total valuation 
of Capital, Surplus, Undivided Profits and 
Reserves 
Telepone 
Telegraph . 

























































xepes ss 8 










se 







So much for the expense distribu- 
hon register. At the close of each 
month, after the banking house expense 
statement has ben made up, all dupli- 
tate vouchers are sent to the general 
files where they are filed alphabetically 
tetording to the name shown on the 
Invoice, 


Frequently the general expense ac- 
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count will receive credit due to reim- 
bursement by customers of telegraph 
and telephone charges, partial payment 
on account of special checks ordered, 
postage sold, ete., and this is taken care 
of by the general bookkeeper making a 
full explanation of the credit when the 
entry is made. The general expense ac- 
count of course, at all times, shotvs a 
balance representing the net expense to 
date until charged off in the closing of 
the books semi-annually and annually. 
From this account, such credits are en- 
tered, according to the classification, in 
ved ink under the totals of the various 
columns. The total amount of all such 
credits will agree with the total credit 
entered in column headed “Net Amount 
of Invoice.” New totals are then 
struck in all columns and the grand 
total of the distribution should agree 
with the final total in the column 
“Net Amount of Invoice.” The same 
total will be found in the balance of 
the general expense account in the 
general ledger, proving the accuracy of 
the amounts which will be entered in the 
monthly banking house expense state- 
ment. 


As expense vouchers are paid they 
are charged to “Expense Vouchers Out- 
standing” and marked off the expense 
voucher register and filed. The total of all 
open items shown on the expense voucher 
register should agree at all times with 
the balance shown on the “Expense 
Vouchers Outstanding” account. When 
trial balances are taken to prove this 
aecount, and found correct, all vouchers 
are then filed numerically from the date 
of the last bank examination. In this 
way the examiners always have the file 
of vouchers in regular order which ex- 
pedites their work of checking the 
account. 

Reference to Figure 1 shows acecum- 
ulated totals will be entered in the 
columns headed “Period” opposite the 
various items in the elassification col- 
umn. These amounts are made up of 
totals representing the first month’s ex- 
pense when the second month’s totals 
are entered in the “Current” column 
and each succeeding month finds new 
totals in the “Current” column with the 
previous totals accumulated in the 
“Period” column. In closing the gen- 
eral books twice a year the totals may 
remain in the “Period” column at the 
end of the six months or accumulate for 
the entire year as requirements dictate. 

This form provides for an immediate 
comparison with the expense of last 
year and where any unusual items or 
unusual amounts occur, a supplementary 


statement of the facts may be attached 
to the report. 


It is advantageous to maintain an 


‘alphabetical arrangement of all items 


of expense in order that the classification 
will be the same month after month. 
This has been built up from the original 
classification in a loose-leaf cross-indexed 
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form. As an example “Carbon paper” 
will be found under the letter “C” as 
Account No. 25 which is “Office Sup- 
plies. It will also be found under the 
letter “P” as paper—carbon”—Account 
No. 25. In this way there cannot be any 
wide variation in the distribution as 
might occur where nothing in the form 
of a classified list is maintained. 

The handling of small expense pay- 
ments is accomplished by the use of 
petty cash vouchers which are paid 
through one department of the bank 
only. _ Reimbursement is made to this 
department semi-monthly or oftener, if 
necessary, by writing a regular voucher. 
All petty cash vouchers must be author- 
ized and the name of the party receiving 
the money must appear. 

In a-quarterly report to the directors 
the same analysis in schedule form is 
shown for the period under review as 
was given to the executive officers on 
the first of each month in the banking 
house expense statement. Such sched- 
ules which enter into the four report: 
each year show finally an analysis of the 
twelve months expense together with a 
comparison with the preceding year. 

It will be seen that the system is flex- 


ible. It will take eare of banks which own 


their own building and can be operated 
in any bank regardless of its size. 

Banks operating one or more 
branches will find this monthly report 
can be adopted to give the same definite 
and important information relative to 
branch expenses. If the month and 
period expense could not be shown for 
all branches, as might be the case with 
a bank operating ten or fifteen 
branches, and compared with the same 
month and period of last year, a form 
could be provided showing all branches 
only. In making up the regular report 
then. the main office and consolidated 
branch expense could be shown which 
would make an eight column report 
showing the comparison with last year. 
The branch report would then supple- 
ment the regular report with various 
totals in agreement with those ‘shown 
in the consolidated expense column in 
the regular report. 

As far as the handling of expense is 
concerned this or a_ similar method 
should give the executive - officers a 
clearer insight into the actual workings 
of that part of the accounting system 
and the directors a keener appreciation 
of the work of the officers. 

Extraordinary changes have marked 
the progress of banking in the United 
States during the past few years and 
this, together with the conditions inci- 
dent to the abnormal prosperity of two 
years ago and the adjustment conditions 
confronting the majority of banks should 
compel every banker to recognize the 
value and significance of closer control 
and improved records relating to income 
and expense. 


(The next article will 
Expense Statement.) 


deal with The Income and 





N a day late in the spring Director 

Clutehbill came into the Ferndale 
National Bank and sat down in the 
front office without removing his hat or 
parting his coat-tails. A dangerous 
playfulness marked his manners. He 
drummed absently on the table beside 
him. This was always an alarming 
sympton to those who knew him. 

John Atwood, cashier of the one fi- 
nancial institution of Ferndale village, 
sensed a smouldering flank attack. He 
held his head squirrel-wise like a 
thunder-shy hound dreading a situa- 
tion that would soon be 
cinched squarely upon him. 

“John,” said Director 
Clutehbill with tongue-lifting 
suddenness strengthened by 
some inward turmoil, “at last 
an opportunity is offered to 
test your diplomacy as a 
banker and your nerve as a 
male.” 

John twisted sidewise with 
an eyebrow arched and an off- 
eye sighting over his Welling- 
ton beak at Mr. Clutchbill. 

“Tt is safe to believe,” went 
on Director Clutchbill like a 
lyceum lecturer, “that an ac- 
count of phenomenal magni- 
tude sits barking at our fi- 
nancial doors. It will take 
nerve and diplomacy to tease 
it within our portals.” 

John unconsciously looked 
behind him when he heard no 
ringing applause from an audience. 

“Something sudden, ain’t it?” began 
John, playing quickly over his upper 
register. 

“I have known of its approach—or 
perhaps I’d better say, her approach— 
for a month,” said Director Clutchbill 
after the manner of a weather prophet. 
“A motion picture actress is visiting at 
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the Gilbert cottage on the 
hill—she will stay all 
summer.” 

“A motion picture ac- 
tress!” John cut his moor- 
ings and went straight up. 
“A star! A movie star!” breathed Di- 
rector Clutehbill fervently. “My neph- 
ew who is an electrician in the city says 
they get from $700 to $3,000 a week. 
Get her account, if it’s only for the 
summer, and you're a fixture in this 
bank for life, my boy.”  Clutehbill 
drummed an excited tattoo on the table 
and gave his grey muff a tug that made 
his eyes water. “What’s $50,000 more 
or less to a girl like her?” 

“Nothing! Nothing! I’ll go after her 
—I mean it,” prattled John. 

Let us speak of the movie queen as Miss 


| 
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Susan. It isn’t her real name, but it 
sort of fits her. And you are going to 
see her in a second. Also, you are 


going to know movie queens as you’ve 
never known them before. 























Untoward circumstances have always 
held cashier John Atwood aloof from 


females of the unspoken drama. There 
has always been a feeling in his breast 
that motion picture actresses hold the 
combined forces of Barbara Frietchie, 
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| eheeck of $500. 


ccount 
Fred Copeland 


Salome, Calamity Jane and Queen Vic. 
toria. So he felt that giddiness so prev- 
alent among those of low artistic 
estate when Miss Susan walked into the 
bank the next morning, stood before 
him and presented a check of $500 to 
be cashed. 

And before I turn Miss Susan and 
John over to you, I want you to see 
the picture that John saw that morning 
through the framework of the bank 
wicket. Can you faney a quaint little 
sunbonnet, a diminutive pug nose with 
the sauciest of tiny freckles, and a pair 
of eyes as warmly brown as an autumn 
afternoon? A girl so sweet, so com- 
fortable, so friendly it made you feel 
you had stepped far over into the fairy- 
land of some well-remembered sunset 
and found her. 

John had pictured something in the 
million dollar type. And here was a 
thoroughbred. He didn’t know Miss 
Susan was from Kentucky then. But 
that indescribable something that is 
part of a bank man laid a quiet hand 
on his presence of mind. To be coolly 
real he was to strike for the biggest 
account the bank had ever carried. To 
be warmly romantic his head was swin- 
ming. 

But Miss Susan had presented a 
It was a New York 
check bearing the _intro- 


Wh, ductory endorsement of 
A It Mrs. Gilbert at whose 
ital summer home Miss Susan 
Zo NW was a guest. The check 

was made out in Miss 


Susan’s name, however, 
and Miss Susan had for- 
gotten to sign it. John 
was very careful 

not to call her at- 
tention to this 

He cashed it and 
allowed her to 
depart. And when 

, she had gone he 
) pieked up the 
\ check, held tt 
aloft and smiled. 

He could not s#y 
why the gods had allowed him to retail 
his presence of mind. He only knew 
it would make an ideal excuse to call 02 
Miss Susan at the Gilbert cottage 
obtain her endorsement, and _ ineide 
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pictures. It was one of those changing —that’s what they call the part of the bone like a mink, and clung from Miss 
orange creations, and with the fire- village on the other side of the covered Susan’s neck with the dying yelp of the 
; light on it and her brown eyes—well, bridge in Ferndale—and the Gilberts had Angel on the Rock of Ages. I thought 
: John looked till he was ashamed of him- invited John to go with them in a body; the child’ had been harpooned on his 
: self. Following his usual flank that is, they went in the Gilbert closed chassis by a hibernating hornet till it 
" methods of attack, John had caught, car. But {ts only the coming home in dawned on me he was too young to 
- sealped and dragged into the room the car that wants to be set down here. stand competition.” 
to t Tennyson, Riley, Longfellow and a few “Do vou know,” John told Director “Huh,” said Clutehbill as though he’d 
minor bards, and in a manner to com-  Clutchbill anxiously the next day, “that just discovered he had six toes on one 
a. pletely delight, suppress and stupefy the thirteen year old Dwight of the Gilberts’ foot, “it ain’t that—that young one has 
Gilberts. No professor of the foot- is the friskiest squirrel that ever wore been told to do just that.” 
" mer ood have henties This frozen truth had the effect of 
le them better. Despite all making John look like a child under 
th ker experience among pro- Director Clutehbill’s bleached blue eye; 
Air fessionals, Miss Susan was particularly when John remembered what 
sitting very still and wateh- Mrs. Gilbert had told him about Miss 
> ing John when he finished. Susan on the porch. It looked as 
“ He had made a hit. Miss * though Mrs. Gilbert was determined not - 
Susan might be an actress, to allow Miss Susan to 
7 j . . 
set bat she was a girl first, and bask in his company a 
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tally play his first eard for her account 
for the bank. 

At eight o'clock that evening John 
pushed the bell at the Gilbert cottage. 
At 8:15 he had obtained Miss Susan’s 


smoking-jacket air before the Gilbert 
open fire-place. Miss Susan sat next to 
him, in a family circle completed by 
Mr. and Mrs. Gilbert and their thirteen 
year old son Dwight. Miss Susan wore 
a dress that she had used in one of her 


vividly to Director Clutchbill how nicely 
the first card had been played for the big 
account the latter gentleman rubbed his 
hands rapidly together in glee, and 
patted John softly on the back. 


urged Clutchbill. “Maybe we'll get a 
windfall of $20,000. out of this.” 

It was a week later before John could 
report to Director Clutehbill any fur- 
ther action. There had been a house 
party over across the creek in Brooklyn 
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Susan, but her cape slipped off her 
shoulders. I had to hold it in place, 
SAE sain” 

“Hold it in place! You dared to do 
that! Who are you—Imperial Caesar?” 


belated endorsement to the $500 check, “Take your time—do it slow and _ breathed Director Clutchbill wither- 
‘and then assumed a domesticated, sure. Go to her all spraddled out,” ingly. 


John raised one brazen paw. “And, as 
I was saying, Miss Susan wasn’t snug- 
gled up to me more than a second when 
the boy on the other side of us leaped 
to his feet, fell over himself once, and 
then scrambled over my knees and wish- 


John was favorably im- 


minute. And John 
the pressed with his first play 


knew if a big account 





wv I, r, fis, 77 eof 
iy] L/h Jt / 


for the big account. 


















a . was to be enticed from 
“a When John excused himself at the movie queen. a 
nt 9:30, the others stood and smiled young Lochinvar would 
is him a good night, but Mrs. Gilbert _ have to come out of the 
~ went to the door with him and west on a white horse 
lly stepped out on the porch. . with all four elbows 
oe “I hope you won’t become too in- flapping. 
To terested in Miss Susan,” began A miracle 
a Mrs. Gilbert in a low voice. would have to be 
John raised both eyebrows. “Is performed, for 
ii she engaged or perhaps married?” there were the 
ork he asked easily. sisters of the vil- 
a “No ...1t’s not that” said Mrs. lage which John, 
of Gilbert, hunting for her words. like every young 
ea “She has been our friend for some bank man, must 
ah time in New York. I felt I ought look out - for. 
od to tell you that sometimes girls in Ferndale 
fies her profession are quite tempera- village 
ve, mental. Of course, little love <= is really 
for- affairs in her circles are—well, in =: is small in 
‘ohn a way understood, you know. Miss = = more 
eftl Susan is rather susceptible to love : city — ways 
a making only to become irritated and ’ than its 
this even unfriendly once she is successful pants? You know our lights in Fern- lineal 
ia in interesting a shall we say a_ dale don’t shine too bright, and it was measurements and gossip works won- 
> vietim ?” almost dark in the back seat of that car ders for the unabashed. You may have 
road “This is very kind and thoughtful where Miss Susan, myself and the boy the place picked to go afterwards and 
» he of you, Mrs. Gilbert,” said John with satin the order named. I must have been _ be possessed of the hind legs of a jack- 
the abow. “I am sorry to say I am a bit alittle snow blind from the party or some-_ rabbit, and it will avail you noth- 
it that way, myself, so Miss Susan will thing and thought it was real dark. ing. The sisters of the village can 
‘led. be in safe but firm hands in my com- Anyhow, the boy sat there never open-_ reveal a citizen’s future like a four 
a pany.” ing his face. I supposed he was dollar bible. They are usually wrong, 
stain ‘T knew you would understand,” asleep. Miss Susan and I were making but that, unfortunately, is not discov- 
as smiled Mrs. Gilbert, bidding John a_ bright little cracks about the doings at ered till afterwards. What the sisters 
1] on good night. the party. After we started I was might do to John or a movie actress 
e t0 The next morning John explained so going to begin talking business to Miss (Continued on page 91) 
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ADDING A HUMAN TOUCH TO 


THE BANK STATEMENT 


How a bank that looked askance at advertis- 
ing was finally influenced to use printers’ ink 


i’ one of the smaller banks down state 
in a county seat town of probably 
fifteen thousand inhabitants I recently 
found a condition which is prevalent in 


a great many other places. -It was a 
condition of ethies almost as binding as 
in the medical profession. I had re- 
ceived an inquiry from the cashier sug- 
gesting, in a way, the condition of affairs 
that existed. In coming through their 
little city on a trip home from the east, 
I stopped off to call on the official. 

Mr. Brown, the cashier, was a man 
past middle-age, but his ideas were not 
quite so old. Competition was getting 
business that belonged to them and he 
did not know why. Their bank, while 
not the strongest in town, was sound 
enough to satisfy anyone; the location 
was good; employes were reasonably 
courteous, their reputation satisfactory. 
But the business was going to other con- 
cerns. They were barely holding their 
own ground. 

Naturally I asked what advertising 
they did. It is my business and there- 
fore my hobby, but I try to use a little 
discretion. There is no use recommend- 
ing dancing pumps for a dying man or 
advising a person in the Sahara to drink 
mint juleps. 

“We .don’t do any,” 
answer to my question. 

I was not surprised. I had suspicioned 
that if they had been doing any that it 
was done in an indifferent manner. 

“What advertising do your compet- 
itors do?” I demanded. 

“Well,” he replied evasively, or per- 
haps ignorantly, for I think he was not 
as observant in some respects as he 
might have been, “they do some, but I 
can’t tell you just what. I haven’t paid 
much attention to it.” 

“Then,” I returned, “it’s up to you 
to do some and to pay pretty close at- 
tention to it.” 

“Our board of directors won’t sanction 
it,” he said. “Expenses have been run- 
ning high for the past few years and 
our business has not been what it should. 
Sometimes there was no dividend at all 
to divide. And it has been our policy 
to keep our expense down to the lowest 
possible point in order to give the stock- 
holders a little return on their money.” 

“*Penny wise, pound foolish,’ ” said 
I. “You’ve heard the story, ‘For want 
of a nail the rider was lost,’ or the par- 
able of the man who buried his talents.” 

- He nodded. 

“It isn’t my policy to go around the 


he replied in | 


in an attractive series of statement folders 


By KEITH BERGER 


country and call on boards of directors 
in order to get them to engage my serv- 
ices,” I continued, “and I couldn’t do it 
in this ease without making a special 
trip, but if you want me to and will 
guarantee my expenses, I will be pleased 
to meet your board at its next meeting.” 

He said he would see what he could 
do and I returned to my home in the 





city on the next train. In about two 
weeks I had a letter from him telling 
me that he had tried in every way to 
interest the officials in a small advertis- 
ing program but had been unsuccessful. 
Further, if I came down, he should have 
to pay my expenses from his salary and 
he considered that it would be a waste 
of my time and his money. It surely 
that here was one institution 
that would never spend a dollar for 
printers’ ink. I have elaborated upon 
the negative condition that obtained 
there in order to show their utter disre- 
gard for the methods of publicity. But 
it is Not my nature to give up a problem 
without making every effort to obtain 
the solution. Nor did I give up this one 


seemed 





and the answer has been obtained jn 
satisfactory results. 

“This bank won't advertise,” I reas- 
oned, “but they must have printing done. 
They use letter heads, envelopes, calen- 
dars, bank statements—ah, there it is— 
bank statements!” 

It is a legal requirement in most states 
for a statement of condition to be pub- 
lished once during each quarter. It 
is also a matter of custom to have the 
same “copy” printed on ecards, in number 
from fifty up to a thousand, depending 
upon the size of the bank and local con- 
ditions. Here was the opportunity to 
enlist the attention if not the actual ¢o- 
operation of the officials. So I wrote 
the cashier of my plan, explaining my 
purpose, and asked for his aid and a 
little information about the president. 
Then I wrote the “copy.” 

Heretofore this bank had been having 
printed some two hundred ecards, aboutthe 
size of a post card, most of which were 
seattered about the ditferent desks in the 
building both inside and outside of the 
cages. My recommendation was for a 
four-page folder on cover paper, each 
page 514 by 8 inches. On the last page 
was a veiled bid for patronage, not suffi- 
ciently strong to be called an advertise- 
ment and on the third page was the 
statement of condition. The title page 
can best be understood by a glance at 
the illustration on the following page. 

Page two was the fulerum that removed 
the obstacle. It was not merely the 
story, ecribbed from an_ inspirational 
magazitie, of a Sunday School boy who 
trudged faithfully along his way and 
was finally rewarded in another world, 
but was an actua] fact of ambition, de- 
termination and achievement; it was 4 
chapter from the life of James Mills, 
president of the bank. You may 
imagine that I took pains to see that the 
story was well done for a possible com- 
mission depended upon that one job, 
as well as my future reputation in that 
county. 

The biggest test of interest was to be 
among the directors, but of course the 
appeal must be as strong for the “tired 
business man” and the smallest savings 
depositor. The easiest way, the one 
that has been handed down to us from 

Colonial days, would have been the 
sing-song, “Once upon a time there was 
a small barefoot boy trudging behind 
a canal boat in old York State.” If 
the reader’s attention had __ lasted 
through three or four paragraphs of 
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slid 8 point he might have found who 
the canal boat boy was. Instead, I 


switched on the lights as soon as I got. 


the door “James Mills,” it 
began, “is president of the First Na- 
tional Bank 
today because 


open. 


he was 
sessed of am- 
bition and de- 
termination 
and persever- 
anee.” Vl] 
wager a big, 
black Havana 
the directors 
didn’t have to 
tell John Mills 
to go on read- 
ing. And the 
theory holds 
just as true to 
the young, 
man who is\| 
opening his 
first aecount. 
The desire for 
information — 
it eould hardly 
be called cu- 
riostty—is 
aroused, and 
these terms are 
nerely synonynis for interested attention. 

To quote again from the story: “He 
did not always have his present posi- 
tion. One summer he followed the 
mules along the tow-path of the Erie 
canal. But even then there were 
dreams in which the First National 


pos- 


# * ae * * * 


ily through the 
ing, past 



















Bank of today took form.” 


Then Mr. Mills was earried summar- 
school- 
his marriage and into the 


years of his 


vortex of business, all in a matter of six 


hun- 
dred words. 
There was no 
space for detail 
and only the 
high spots 
could be touch- 
ed. -The success 


or seven 


of this was best 
evidenced by 
the fact that 
within. two 
for“writing up” 
the vice-pres- 
ident for the 
next state- 
ment, to ~be 
printed more 
than two 
months off. 
It has been 
but a_ short 
time since I 
mailed the 
“copy” for a 





| All | third _ state- 
(! ‘ment. With 
the order was a note from the 


cashier stating that new life was being 
expressed in the affairs of the bank and 
he thought that before crops begun 
moving in the fall he would be in a 
position, to figure with me on a small 
advertising campaign. 


* * * * * * 


ROAD MAPS FOR 
THE BOND BUYER 


weeks [had data . 


How a large bank fostered friendly feeling 
among the customers of its bond department, 
following the merger of its constituent banks 


By j. FRANKLIN LEWIS 


N January, 1921, The Union Trust 
Company of Cleveland came into 

being through the merger of six of 

Cleveland’s largest and oldest banks. 

A bond department, functioning 
more broadly than any of the bond de- 
partments of the constituent banks, was 
likewise created, with territory extend- 
ing throughout the Fourth Federal Re- 
serve District. 

Immediately the problem of the bond 
department became one of establishing 
Personal contacts and friendships with 
the bankers within their wide field of 
operation. 

_An elaborate campaign of advertis- 


ing was planned. The campaign was to 


extend over a period of several weeks 
with the ultimate intent of doing noth- 
ing more than introdueing the salesman 
and the bond department and aequaint- 
ing the bankers in the territory with 
the bank’s 
ideals. 


size, its services, and its 

Right here Mr, Lineoln, sales man- 
ager of the bond department, ran across 
a handy little auto road map and, being 
an auto enthusiast himself and_ filled 


with the enthusiam of the gasoline fan, 
he decided to send auto trails maps to 
a list of 
district. 
In all about eighteen hundred road 
maps were sent out with the following 


his friends throughout the 
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letter signed by a vice-president ot the 
bank. 
Dear Mr. JONEs: 

By this morning’s mail I am send- 
ing a little route book, showing the 
auto trails of Ohio. 

T, personally, have found this a 
very convenient little companion 
and it oceurred to me that it might 
prove equally handy to you, tucked 
away under the front seat. 

Won’t you accept it with our good 
Wishes as an evidence of our desire’ 
to be of help to you in every way 
possible. 

Please feel free at any time to eall 
us for any sort of investment informa- 
tion either on new issues or on your 
present holdings. We take just a 
little pride in our faeilities for 
eatherifig and rendering real invest- 
ment service and we hope you will 
consider these facilities yours at all 
times and without limit. 

Almost immediately after distribu- 
tion of the maps, letters of acknowledg- 
ment began to flow in until the number 
ran well over six hundred. It was the 
touring season and the road map seem- 
ed to fit in exactly right. 

_ The salesmen of the bond depart- 
ment, as they swung through their 
territories, were everywhere received 
most cordially. The road map was in- 
variably mentioned, and so well did it 
clear away the snows of unfamiliarity 


and strangeness that the advertising 
campaign was deemed unnecessary, 


which proves that in the bond (as in 
every other business) friendship, ac- 
quaintance and similar intangibles not 
only dictate the reception the salesman 
receives, but likewise dictate the entire 
mental attitude of the interview. The 
best bond in the world, we sometimes 
think, unless there is a true meeting of 
friendly minds on a common ground of 
fellowship, cannot be sold. Friendship , 
is the great lubricant, 

And in sending out this road map as 
a very small token of friendship and 
enthusiasm for the national pastime of 
motoring, The Union Trust Company 
struck a responsive chord in a manner 
fully within the bounds of business de- 
corum. Through the road map the bank 
stepped diplomatically into the private 
life and pleasure of their prospects, 
offering each a “little lift’? along the 
road. To a degree they lifted the buy- 
ing and selling of investments off the 
hard business basis and injeeted just a 
slight touch of personality, sympathy 
and human understanding into the trans- 
action, with the net result that strange 
salesmen were given the cordial wel- 
come which they might not otherwise 
have received for one or two ealls. In- 
stant and sympathetie contaet was 
established. The barriers were down 
and a strange salesman was able to 
present his bank’s offerings under the 
favorable atmosphere of friendship, 
created by road maps. 
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FIXING A DEFINITE PROGRAM 


FOR NEW BUSINESS 


Accurate records of expenditures for publi- 
city over a period of years is one of the 


ANKERS, in common with many 
other business men, are frequently 
heard to say that they cannot operate 
their establishments on a budget basis. 
Of all the departments of a bank the 
publicity department probably suffers 
from the lack of a budget. 

At the outset let us make it plain that 
in speaking of a budget we mean: “A 
reasonably accurate estimate of expend- 
itures for specific purposes for an 
ensuing fiseal period.” As applied in 
a bank, the estimates are genera'ly pre- 
pared by each of the departments and 
subeommittee to the finance’ committee 
of the board of directors, or to a 
subcommittee of the executive commit- 
tee or managing committee, as the case 
may be. These estimates should be 
compiled and submitted early enough 
to permit of study and deliberation by 
the committee before the beginning of 
the fiseal year. 

After the finance committee or ap- 
propriating authority has considered, 
revised, and adopted the budget, it 
should be adhered to by the departments, 
and by the publicity department along 
with the rest, as closely as possible. 

The reasons usually given for inabil- 
ity to set up a budget are: 

a. That it is impossible to foresee the 
expenditures required with sufficient 
accuracy. 

b. That the budget ties the hands of 
the department and prevents it from 
properly meeting unforeseen situations 
that arise during the year. 


These arguments do not hold, and 


generally arise through misconception 
of the true nature and purpose of a 
budget. By far the greater proportion 
of expenditures,—and especially those 
occasioned by routine matters,—can be 
foreseen with a reasonable degree of 
accuracy. After a budget has been in 
force for a few years a sufficient record 
of experience is obtained to afford the 
basis for estimating future require- 
ments, and the first objection mentioned 
above is thus overcome. 

The budget should not be applied so 
rigidly in controlling the year’s ex- 
penditures astohamperthe work ofthe 
department. It should be understood 
that balances remaining unspent under 
one item may be spent, where a legitimate 
need arises, under another. In addition, 
there should be a reasonable fund for 





most illuminating and valuable of records 


By FRED G. HEUCHLING 


Vice-president, Northwestern Trust & Savings Bank, Chicago 


contingencies, to be used to meet emer- 
gencies that arise so suddenly that the 
matter cannot be referred to the ap- 
propriating authority. When an im- 
portant situation arises during the year, 
calling for an inerease or readjustment 
in the budget, there should be no 
hesistaney about referring the question 
to the finance committee or appro- 
priating authority for action. Thus the 
second of the above mentioned ob- 








FRED G. HEUCHLING 


jections to the budget is overcome. 

A budget for any project, and 
especially for bank publicity, is desir- 
able for the following reasons: 

a. It requires the establishment of a 
program in advance, and calls for plan- 
ning the coming year’s work. Planning 
is one of the twelve cardinal prin- 
ciples of efficiency. The publicity work, 
to be successful, must be thoroughly 
planned in advance. 

b. It calls for the maintenance of 
accurate records, a second cardinal 
principal of efficiency. Accurate rec- 
ords of expenditures for publicity over 
a period of years is one of the most 
illuminating and valuable of records. 
Comparisons from year to year of the 
individual items bring out facts which 
would not otherwise be divulged. 

c. It brings about the establishment 
of fixed business policies. In the field 


of publicity this is particularly true. 
The advertising is the mouthpiece of the 
bank,—the principal avenue of com- 







munication between it and its present 
and prospective depositors,—and hence 
every marked change in advertising 
methods is linked up with some develop- 
ment in business policy. ‘Too often 
important policies remain undecided or 
only vaguely defined until some im- 
mediate publicity project demands that 
they be definitely laid down for the 
guidance not only of the publicity de- 
partment, but of the other banking 
departments as well. 

As examples in point we may men- 
tion such important policies as the sale 
of bonds on the installment plan, the 
soliciting of savings depositors by the 
bond department, the development of 
a banking-by-mail clientele. Each of 
these, in its own way, effects the publi- 
city budget, sometimes calling for the 
preparation of special mailing lists, 
at other times for the use of additional 
or different mediums, or for extraor- 
dinary direct-by-mail campaigns. The 
early discussion and final _ settle- 
ment of each of these mooted questions 
for any particular bank, is_ highly 
desirable. The adoption of a budget 
will aid in getting them settled promptly 
and definitely. 

There is considerable divergence in 
the practice of different bankers as to 
the items which are set up in the 
publicity budget. In some cases sala- 
ries are included, in others not. Again, 
indirect advertising items, which prop- 
erly belong in publicity, are not in- 
eluded but are instead covered under 
other headings. 

I prefer to use the word publicity 
rather than advertising. The first ad- 
vantage of this is that publicity begins 
with a “P” and will not be the first 
item in the list of expenses of the bank, 
but will instead be well down toward 
the middle, and hence will not always 
be first for consideration when retrench- 
ment becomes necessary. But there 1s 
another, and more important reason 
and that is that publicity is a broader 
term than advertising, and is more ap 
plicable than is the term advertising 
to all the various ways in which a bank 
puts its name before the public. 

At the North-Western Trust & Sav- 
ings Bank of Chicago we have adopted 
a schedule of items for the publicity 
budget. It forms a part of the schedule 
of expense accounts for the entire 1 
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stitution and is divided under two heads, 


one called indirect advertising, which 
is such material as is not delivered by 
mail or otherwise to the persons for 
whom it is intended, and the other 
ealled direct advertising, which is dis- 
tributed or mailed direct to persons or 
prospective customers. A copy of this 
schedule is shown on this page. 

Much benefit would arise if a stand- 
ard form of budget were established 
which would be followed by a majority 
of the banks. If one bank states that 
it had spent 2% of its total resources 
for publicity it is negessary to know 
what items are included under this 
heading in order to judge intelligently 
of the extent to which the institution 
advertises. 


The schedule of the North-Western 
Trust & Savings Bank would answer 
for any bank, although an institution 
which did not advertise heavily in for- 
eign language papers would not re- 
quire the detailed itemization of these 
mediums which appears in the accom- 
panying schedule. On the other hand 
another bank might require more 
detailed items on “English publications 
other than newspapers,” and might re- 
quire additional items for outdoor ad- 
vertising and for mediums of national 
circulation. If, however, a form similar 
to this could be adopted and stand- 
ardized by the Financial Advertisers 
Association or some similar organiza- 
tion, and if the majority of banks could 
be persuaded to adopt such standard, 
great benefit would accrue to every one 
concerned. 


The preparation of the budget, at 
least for the first year, becomes a 
troublesome matter. It is necessary to 
base the estimates upon the expendi- 
tures of previous years, adjusted so as 
to meet changed requirements for the 
coming year. In preparing this in- 
formation we immediately secure one 
of the advantages of the budget system 
in that we are forced to plan in consid- 
erable detail the amount and character 
of publicity for the period. 

The budget plan presented for final 
adoption should consist first of a gen- 
eral summary such as that shown on 
this page, which will show the principal 
items of expenditure for the year and 
the grand total. This should be sup- 
ported by schedules for each item, with 
comparison of expenditures for pre- 
vious years. Wherever possible the 
expenditures, at. least for the ensuing 
year should be set out month by month. 
This makes the entire schedule more 
intelligible, brings out more clearly the 
intensity of campaigns and their rela- 
tion to the seasons of the year, and in 
addition divulges any lack of proper 
synchronization between the various 
publicity features. 


After a budget has been established 
its value is seriously impaired, and 
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Church and School Publications 


M iscellaneous 
















Bank Statements 


Booklets 





Calendars, Business 
Circulars and Folders. . : 

Cuts, Halftones, and Antiows’ Drawings 
Miscellaneous Special Campaigns 
Novelties 
Pay Envelopes 
Processed Letters............ 
Savings Banks 


M iscellaneous 








the like. 


much of its benefit lost if the proper 
machinery is not set up for controlling 


current expenditures and _ divulging 
whether or not they conform to the bud- 
get provisions. 

In order to accomplish these things 
it is necessary that the purchasing 
methods as applied to material used 
for publicity and the procedure for 
recording current expenses be adaptable 
to budget control. Banks often keep 
‘their books for current expenses in 
such a way that materials purchased 
or services received in one month are 
not actually charged on the books until 
the following month. Where a con- 
troversy arises regarding the correct- 
ness of a bill, payment may be delayed 
for several months and the expense item 
is not charged until payment is actually 
made. Of course, this throws the budget 
control entirely out of gear. Where it 
oceurs at the end of the fiscal year or 
budget period it is fatal because it car- 
ries a budget item over into a year for 
which no provision has been made. 


It is further necessary that an account 


' be kept for each item in the budget so 


that it may be ascertained at any time 
how much has been used out of each 
item, and how much still remains un- 
spent. Without this control there will 
surely be difficulties arising through ex- 


Schedule of Accounts for Publicity Budget 


INDIRECT ADVERTISING 


Blotters, Peuteelidiecs. ‘ead Pencils Ga hibvuntining) 


It should be noted that this schedule does not include salaries. 
however, include bank statements, envelopes, calendars, and miscellaneous 
special campaigns such as Christmas Savings Clubs, home savings banks, and 
The numbers assigned to each item are those used for the accounting 
control, as explained i in the accompanying text. 






















Riri Pale Se ee neice WLU d\cevrevela rei ose Rieatai ab 551 
Curtain Advertising (Theaters and Church Halls)...................... 552 
Se A EEE et ae er eee 553 
English Newspapers (other than daily)........... 0.0000 e cece eee ee 554 
English Publications (other than newspapers)... fii ene a a eaae 555 
eRe UII orc a nig cad ia abs be ahah griria Sin 3 ota lade 556 
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It does, 


cessive expenditures for some items 
during the early months of the year 
with consequent difficulties to meet re- 
quirements in the later months. 

Even though the accounting methods 
used for the bank as a whole will not 
meet the requirements here set forth ‘it 
is possible for the publicity department, 
without great inconvenience, to set up 
machinery of its own that will give the 
desired information. At the, North- 
Western Trusts & Savings Bank the 
standard purchase requisition and pur- 
chase order forms of the bank and a 
numerical expense accounting system 
for maintaining this check are used. 
First of all, the purchase requisitions 
for all forms of publicity, whether in 
the nature of materials or of services, 
emanate from the publicity department 
and a carbon copy of each is filed in 
that department. These requisition 
forms are only used within the organiza- 
tion and are a notice to the purchasing 
department of the need of the material 
or service described on them. The 
purchasing department is _ closely 
related to the publicity department, 
uses a standard purchase order form 
for all materials and services that are 
required from outside parties, and a 
carbon of each of these orders for 


(Continued on page 44) 
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WHY THE TELLER IS ABLE TO MAKE 
OR BREAK FRIENDSHIPS 


Courteous and helpful service. supplemented by con- 
sistent advertising. will enable any bank to achieve 
success out of all proportion to the effort expended 


7 bank’s a thing you ean’t define. 
as I will try to show. I’ve studied 
banks to get a line on what they do and 
know, and now I’m glad to illustrate 
exactly what I mean, you’re sure to get 
me when I state just what I’ve heard 
and seen. 

I walked into a marble hall with 
granite walls and floor, a sort of vault 
that would appall the ancient war-god 
Thor. I met a man with marble face, 
who asked, “Your business, please?” 
1 felt the chills begin to chase; I felt 
my marrow freeze. 

“T have a bit of money here that I 
would like to leave,” I stammered with 
a feeling queer. He pulled me by the 
sleeve, and pointing to a frosty face 
behind a metal grill, he coldly whis- 
pered, “That’s the place!” I got another 
chill. 

| looked around—the hall wasstrangely 
drear; no pleasant smile, no friend- 
ly sound, no human touch, no cheer. 
And when T swung the metal door that 
closed with heavy elang, I vowed I'd 
never venture more within that frigid 
bank. 

And so I sought another bank to 
make my -nest-egg grow—and there I 
found a friendly face and folks that 
want to know if they can do something 
to serve my wants in any way. It sort 
of bolsters up my nerves and and 
brightens up my day. 

The walls and floor are made of stone, 
and yet somehow they’re warm. The 
guards respond in cheerful tone, while 
happy people swarm. The human 
touch is everywhere .despite the rapid 
pace; that’s why the patrons all de- 
clare, “My bank’s a homey place!” 

So banks are things you can’t define 
—observe them as you roam—for one’s 
a vault with frigid fault, and one’s a 
banking home. 

And now let us consider the product 
that the bank has to sell. 


Any institution desiring to build its 
business should first consider its pro- 
duet. 

The product that the bank has to sell 
to the public is service. That service 
should be made as efficient as possible 
before attempting to increase its sale. 

When the product (in this case the 
service) is right, then the field of pros- 
pects should be considered, and the best 
possible methods to obtain profitable 


By WILLIAM GANSON ROSE 


business in that field should be planned 
and executed. 

Bank service is a product differing, 
in many respects, from the product of 
almost any other type of commercial 
concern. Compare it with paint or 
hardware, or shoes or breakfast food. 
These latter products are made largely 


product we have under consideration, 

If a large paint concern manufactured 
paint with as uneven results as the av- 
erage bank gives its service, then the 
paint concern would soon fall by the 
wayside while its more consistent and 
efficient rivals would travel successfully 
on their way. Paint depends upon a 





WILLIAM GANSON ROSE 


Mr. Rose is widely known for his constructive contributions to bank and financial advertis- 


ing. Durin 


the war he enrolled 2,500,000 members for the American Red Cross in Ohio, Indiana 


and Kentucky, as director of the Lake division; drew several million visitors to the War Expositions 
of which he was Director for the United States Government; helped build up the largest majority 
ever known in a bond issue in Cleveland when he was chairman of Cleveland’s Committee of One 
Hundred Organizations, which mace possible the building of the largest auditorium in the world. 


by machinery according to well-defined 
rules and regulations, the component 
parts being of certain qualities and 
patterns, everything being reduced to 
standards. ; 


The result is that when a paint com- 
pany determines a brand of paint, it 
manufactures thousands of gallons an- 
nually, and a customer buying one ean 
one year and another can several years 
hence would be unable to distinguish 
between the two samples of product. 


It is much the same with hardware, 
shoes and breakfast food, and with 
practically all other products familiar 
to the buying public. 

But not so with bank service, the 


recipe and a force of help employed io 
manufacture it. If the man in charge 
of one department is angered or an 
employee in another department is dis- 
courteous, or the worker who puts the 
label on the ean is irritable, the man 
who buys the paint does not know it, 
and the product he buys is _ entirely 
satisfactory. 

But when the customer of a bank 
transacts business with an angry officer 
or a discourteous teller or an irritable 
department head, the product he is 
buying—service—is not what it should 
be, and the standing and reputation of 
the institution suffer. 


There is nothing new in all of this. 
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Every intelligent banker in this country 
knows the importance cf bank service, 
yet of all products mavufactured in the 
United States there is probably not one 
that varies in quality as greatly as 
bank service. E 

A bank may be built of costly granite, 
may have a record of honesty and 
stability, may be directed and managed 
by the leading citizens of its city, may 
have provided every facility with which 
te serve its patrons, and yet all of 
these things combined have not the in- 
fluence of a teller when a prospective 
customer stands before a receiving win- 
dow. 

That teller is able to make or break 
friendships and valuable relationships. 
The department heads who are called 
upon to talk to customers, and even the 
bank guards, are often the determining 
factors in upbuilding or destroying 
business. 

And yet, while this is known to all 
banks, the number that show their ap- 
preciation of the fact by training for 
their important duties those employees 
that meet the public, is small indeed. 

If one bank in each city lives up to 
the ideals it has as regards its product; 
if it makes its services so courteous, so 
friendly, so helpful, so efficient, so pro- 
gressive that the people of that city 
recognize it as distinctive, be the bank 
large or small, it will draw away from 
its competitors, and by maintaining the 
policy, it will achieve success out of all 
proportion to the effort expended. 

And now let us discuss “What Gets 
Em,” meaning the customer needed to 
build bank business. In some cases one 
medium may be the most logical and 
productive medium, whereas this same 
medium in the ease of another bank 
would not be rated among the-first half 
dozen important business builders. 

First let me say that despite the be- 
lief of many old fashioned bankers, 
customers do not, excepting in rare 
eases, get themselves. There is some 
reason in the conscious or sub-concious 
mind of practically every prospect that 
makes him a customer. In this con- 
nection I remember that Mrs. Inez 
Mulholland Soissevaine, one of the most 
prominent suffrage leaders of the na- 
tion, once told me that she thought 
that most advertising was wasted and 
that she never bought an article because 
of any influence advertising made upon 
her, 

“May I ask,” I said to her, “If you 
went into a store wanting to buy a 
fountain pen, what would you ask 
for?” - 


“Oh, I suppose an Eastman,” she re- 


plied, whereupon I had to tell her that | 


if she went after a camera she would 
undoubtedly ask for a Waterman. She 
laughed and finally admitted she 
guessed she was guided largely by ad- 
Vertising. 


not stop with that customer. 


He often relates his experience to sorneone who is proud to remem- 
ber that he or she had a disagreeable experience with the same 
He tells several people who pass the story along to 
others; and so, when the name of the bank that lost the depositor 
is mentioned in his presence or in the presence of his friends, there is 
sure to be an observation that begins this way. ‘‘The Blank National? 
Oh, yes, I want to tell you a little story about the way they handle 


institution, 


their customers.” 


Now the board of directors of that bank is undoubtedly made up 
of the highest type of men, the president and officers probably make 
a business of trying to please their customers, and yet one employe 
in three minutes can knock in the head the established reputation of 
the institution, the policies of the directors, the efforts of the officers, 
the claims of the advertising, by one little act of discourtesy. 


The best advertisement that any bank can have is the 


reputation for good service. 


One of the most important and most 
inefficiently used opportunities for gett- 
ing ’em is through the medium of stock- 
holders and directors. 

How many banks have educated their 
stockholders to become business build- 


ers? Few indeed. And yet most stock- 
holders of banks are people of means, 
people of influence, people whose bus- 
iness and social relationships are val- 
uable. 

The average bank is afraid of its 
stockholders and the average stockholder 
believes that his only relationship to his 
bank should be expressed by his div- 
idend checks. 

The dividends of a bank depend upon 
profitable business. The stockholders 
are in a position to help build profitable 
business and they should do so if only 
for the selfish reason of increasing their 
dividends. 

A number of years ago the Franklin 
Trust Co. of New York, when it had 
total deposits of $12,000,000 decided 
to hold a campaign of stockholders and 
directors for the purpose of increasing 
its deposits $6,000,000 or fifty per cent. 
The time alloted was six months. An 
organization was formed, teams were 
recruited, and in a half year the depos- 
its were inereased by $7,000,000. 

Every stockholder should be made to 
feel not only a selfish money interest in 
the bank’s success, but a keen personal 
pride concerning its progress. 

Many banks are also diffident about 
securing the practical co-operation of 
their directors as business builders. 

Directors, like stockholders, are gen- 


THE KEYNOTE OF NEW BUSINESS 


"THE amount of business lost in the United States every week by 

banks failing to give good service is enormous. 
is angered by a discourteous employe to such a degree that 
he withdraws his account and takes it to another bank, 
the harm done to the bank with the inefficient service does 
He rather enjoys telling his friends 
of the circumstances that led him to change his account. 
erally elaborates the story to make his own position stronger. 





















When a customer 


He gen-- 


erally active in the world of affairs, 
and they frequently hear, in their bus- 
iness conversations of prospects for the 
bank. Unless they are thoroughly 
imbued with the fact that their duty is 
to sell the bank’s service, they will often 
forget these opportunities, and the bank 
is the loser. 

A third group, the customers of a 
bank, can be, in many eases are, the 
biggest building foree that. a bank 
knows. 

It takes all kinds of folks, you know, 
to make this world of ours; the rich, 
the poor, the quick, the slow, the sweet- 
ies and the sours; and if you wish to 
see them all; the optimist, the crank, 
the young, the old, the large, the small 
—just linger in a bank. 

Some customers grow red whene’er 
they stand in line; they promptly call 
the service bad and either snarl or 
whine, and when they reach the teller’s 
cage, they hurl abuse and blame, but 
still that teller doesn’t rage, who knows 
the tactful game. 

Instead he answers with a _ smile, 
“I’m sorry we’re so rushed; we’ve not 
seen you for quite a while,” the cus- 
tomer is hushed. “That boy of yours 
looks like his dad.” “He is? That’s fine. 
Good day.” The customer forgets he’s 
mad, and hurries on his way. 

Now, here’s a thought for ev’ry bank 
—important as it’s true— the customer 
—e’en though a crank—is always adman, 
too. By word of mouth he’ll advertise 
the good points and the bad, and so, you 
see, the bank that’s wise will keep its 
patrons glad. 

(Continued on page 45) 
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FRIENDLY LETTERS AND HOW TO 
MAKE THEM PROFITABLE 


Written appeals for new business must be backed 
up with some tangible evidence of good will 


RECENTLY received a letter from 

the vice-president of one of the largest 
and oldest banks in a certain city of 
the Middle West. It is such a good 
letter in many ways that I am giving 
it in full exactly as it was written, ex- 
cept that fictitious names are substi- 
tuted for the names in the letter. The 
letter written on the bank’s stationery 
is not a mimeographed affair with a 
poorly-matched heading, but is a bona 
fide letter signed with pen and ink and 
not with a stamp. The letter reads as 
follows :- 


Dear Mr. Smith:- 

Permit us to thank you for the com- 
mercial account which you opened here 
last Saturday. 

We are anxious to serve you in such a 
manner as will make you want to come in 
here as much as we want you to. 

If you are considering making an invest- 
ment our Bond Department will take 
pleasure in advising with you about it. 

Our Foreign Department will be glad 
to help you arrange any trip which you 
may be planning. 

Your valuable papers are, of course, 
always safer in a Safety Deposit Vault. 
We offer ours for your protection. 

Have you thought of a Savings Ac- 
count? For Christmas? Or funds for edu- 
cation? Or a vacation? Or a new home? 
Or for a “rainy day’ that is always a 
possibility ? 

Whenever you feel like “talking things 
over” with our officers, they will be pleased 
to welcome you. 

We hope that you will learn to feel 
“my bank’? as meaning The Eighth Na- 
tional. 

With kindest regards, we are 

Cordially Yours, 
A. E, SUTHERLAND, 
Vice President. 


The above letter is, as I have said, 
a very good letter in many ways. I was 
glad to receive it because it indicates 
that the bank really appreciates my 


business enough to write to me per-. 


sonally; because its general tone is 
cordial and friendly, and because it 
calls my attention to the several dif- 
ferent branches of banking service 
which the institution gives. I partic- 
ularly like the phrasing of several parts 
of the letter—“We are anxious to serve 
you in such a manner as will make you 
want to come in here as much as we 
want you to,” and, “Whenever you feel 
like ‘talking things over’ with our 
officers they will be pleased to welcome 
you,” and also, “We hope that you 
will learn to feel ‘my bank’ as meaning 
The Eighth National.” I like the man- 
ner in which the writer closes his letter, 
“With kindest regards, we are,” ete. 
But there is one big reason why this 
letter does not impress me as it should 
—one big reason why depositors who 
receive similar letters are likely to be 





when the prospect or customer visits the bank 


By CHARLES H. SMITH 


disappointed when they transact bus- 
iness with this bank. And that reason 
is due to the failure of the bank’s 
officers to see that the cordial words of 
their letters are backed up by cordial 
service, 

Undoubtedly the officers of the Eighth 
National Bank sincerely desire the ac- 
counts of small depositors. My own 
account there has not been large, yet 
they consider it worth while to write 
me, thanking me for re-opening it. 
Again, they frequently advertise, “One 
Dollar Opens a Savings Account.” So 
without doubt the officers of the bank 
prefer a great many small accounts to 
a few large ones. But unfortunately 
for them due, it appears, to a lack of 
cordial service, the impression seems 
quite general that the Eighth National 
eaters only to the wealthy class; that 
the bank does not care to handle small 
accounts. A number of depositors have 
mentioned this to me on different occa- 
sions and the only conclusion that can 
be drawn is that the bank is at fault 
in some way. 

“We are anxious to serve you in such 
a manner as will make you want to 
come in here as much as we want you 
to,” reads the letter from the vice-pres- 
ident. This statement may, of course, 
be given two meanings but the natural 
inference is that the bank’s officers are 
really anxious to serve the depositors 
as well as they can possibly do so. 
What are the facts of the case? Does 
the bank always serve its patrons in 
such a manner as will make them 
pleased to visit it? Three incidents 
will suffice to answer this question. 

A lady who had a number of checks 
to cash wished to deposit a portion of 
the money on her account. Accordingly, 
she made out a deposit slip making a 
single entry of the amount which she 
wished to leave at the bank. A line of 
depositors was standing at the teller’s 
wicket and she took her place at the 
end of the line. When her turn came 
she handed the teller the checks, prop- 
erly endorsed, together with her bank 
book and the deposit slip. The teller 
glanced at the deposit slip and handed 
the checks, bank book and the slip back 
to her. Rather crisply he instructed 
her to list the checks across the face of 
the deposit slip, add them up and 
subtract the amount she wished to de- 
posit from the total and thus make 





out the slip in the customary way. The 
lady returned to a desk and attempted 
to make out the slip as she had been 
instructed. This done she returned to 
the end of the line again and slowly 
moved forward as it melted away from 
the teller’s wicket. She finally reached 
the wicket again and presented her 
bank book, checks and the new deposit 
slip. Possibly she had failed to do as 
she had instructed, or perhaps she 
had made some error in her figures but 
in either case the teller was not satis- 
fied with the new deposit slip and with 
illy-conecealed impatience crumpled it 
up and made out another slip in a man- 
ner which satisfied him. So ungracious 
was he that the lady has no desire to 
visit the Eighth Nationa! Bank again. 
A certain prominent farmer residing 
near the city limits has owned and oc- 
cupied the farm upon which he lives 
for nearly fifty years. At the time of 
this incident he was a director in one 
of the smaller banks located in the 
suburban district of the city. Being 
down-town one day and not wishing to 
visit his own bank which was a consider- 
able distance away he stepped into the 
Eighth National to cash a check. Not- 
withstanding the fact that the check 
was drawn on the Eighth National by a 
reliable ‘business concern of the city, 
and in spite of the action of the farmer 
in furnishing data of such nature as to 
reasonably identify himself, the young 
man behind the wicket refused to cash 
the check. Because the farmer could 
not at the moment bring an acceptable 
witness to make the identification ab- 
solute, the check was refused. Taking 
the check the farmer walked across the 
street to a private bank where the teller 
cashed it without question. Needless to 
say when this man severed his relations 
with the suburban bank he did not 
transfer his account to The Eighth Na- 
tional. Indeed, he vows he will never 
trouble this bank again. Futhermore, 
he makes no secret of his experience with 
The Eighth National and thus prejudices 
many of his friends and acquaintances 
against it. While every precaution 


should be taken to guard against cash- 
ing fraudulent checks there is such 8 
thing as bending backwards in the mat- 
ter. 
The complaint about the reluctance 
which the Eighth National cashes checks 
(Continued on page 74) 
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HOW A CASHIER IMPROVED 
THE FARMERS HERDS 


Pennsylvania bank’s contribution to enlightened 
movement results in dn association holding 3,000 
head of dairy cattle valued at a million dollars 


BOUT eight years ago the Govern- 

ment built an experimental cream- 
ery at Grove City, Pa., an industrious, 
progressive little college town of about 
4000 inhabitants. The town is noted 
widely for its fine educational institu- 
tions, its large attended schools and 
churches. The surrounding community, 
however, was just an average one, most 
of the farmers only keeping small herds 
of cattle and doing business on a com- 
paratively limited scale. 

Although the Government creamery, 
with its excellent inducements for farm- 
ers to produce more milk to meet the 
first-class demand, has some influence in 
inereasing production, it was left to E. 
B. Harshaw, cashier of the Grove City 
National Bank, a far-seeing, keen- 
minded man, to make the initial step to- 
ward leading the community to pros- 
perity. He realized that what the com- 
munity needed was aggressive leader- 
ship, the co-operation of the town and 
financial assistance of its banks. He 
well knew that the increased prosperity 
of the surrounding farmers would re- 
flect to the benefit of the town and its 
banks. 

Mr. Harshaw succeeded in securing 
the hearty co-operation of the board of 
directors of the Grove City National 
Bank and thereby obtained the neces- 
sary finances to undertake his project. 
One of the first steps taken was the 
importation of several carloads of well 
bred Guernsey cattle, of which pre- 
viously there were none in the com- 
munity. These were readily disposed 
of to farmers at cost. 

It proved to be a wise beginning. 
Many farmers soon found the Guernseys 
to be far more profitable than the mixed 
grades they had been having, and most 
of them consequently greatly enlarged 
their herds. 

Shortly, Mr. Harshaw, with the moral 
and financial aid of his bank and a 
number of other aggressive Grove City 
citizens, took further steps for com- 
munity betterment by taking the initia- 
tive in forming cattle associations, 
Which also proved to-be a wise venture. 
It helped greatly to stir up enthusiasm 
and erystallize sentiment in behalf of 

community movement. 

On August 10, 1918, the Grove City 
Accredited Cattle Show and Sales 

lation was organized. Its incep- 
ted membership consisted of the cattle 





By ROY ARTHUR BRENNER 


breeders of the Jersey, Holstein and 
Guernsey Cattle associations existent 
since 1915. To-day the Accredited Cat- 
tle Association boasts a membership of 


167 spread over six counties in Western 


Pennsylvania from Erie on the north, 
including Allegheny County on the 
south. So far as any record proof can 
be obtained it is the largest associa- 
tion of its kind in the world. Its ag- 
gregate holdings include 3,000 head of 
dairy cattle, Jersey, Holsteins and 





E. B. HARSHA 


Guernsey. ‘Their total value is placed 
at $1,000,000. 

The organization of this club is due 
largely to the intelligently directed ef- 
forts of Life Secretary E. B. Harshaw 
and Life President R. R. Welch. Mr. 
Welch at the time of the organization 
was field agent of the Grove City 
Creamery. His efforts and knowledge 
of dairy cattle has been invaluable in 
co-operation with Mr. Harshaw in the 
building up of this organization. The 
association grew rapidly from its in- 
ception. So fast did it gain in mem- 
bership that an office was opened in 
Grove City in the spring of 1921 with 
President Welch in charge. Initiation 
fee in the association is $10, with $5 
dues payable each year. 

By agreement of all the herd owners 
five per cent of all sales are turned 
into the organization fund. During the 
past two months $18,000 worth of pure 





bred cattle have been sold in this com- 
munity. The requisites of membership 
require absolute honesty in represent- 
ing all cattle that is for sale and the 
tuberculin testing of all herds. The 
policy of honesty, now a well known 
feature among cattle men, has resulted 
in many inquiries for the purchase of 
pure bred stock. A complete list of 
every member’s cattle is kept on file in 
the office. 

For the last several years the associa- 
tion has held an annual cattle show at 
Grove City. A large variety of high grade 
cattle is exhibited at these shows and 
an interesting instructive program of 
speeches is carried out. Experts from 
Pennsylvania State College judge the 
stock and prizes are awarded to those 
whose cattle receive the highest scores. 
The contests have stirred up a consider- 
able amount of friendly rivalry. As a 
result there is more interest being taken 
in these cattle shows and the raising of 
pure bred stock each year. 

During this winter the Accredited 
Cattle Association held a four days’ 
meeting at Grove City. The instructive 
program of well-versed speakers of na- 
tional reputation at the first session was 
devoted to Holstein breeders, the second 
to Jersey breeders, the third to Guern- 
sey breeders, and on the fourth day, 
there was a general program of interest 
to all. There were about a hundred 
members who attended each session, and 
many progressive steps were taken. 

At the Pennsylvania Dairy: and 
Breeders’ Associ&tion held in Harris- 
burg this winter there were 18 head of 
pure-bred cattle of the Grove City As- 
*sociation on exhibition. The journey 
was made without any mishaps to the 
stock. This was fine advertisement for 
the cattle breeders of this section, some 
of whom ranked high in the awards 
given. Besides this, there was an ad- 
ditional distinction for this community, 
inasmuch as Mr. Welch was appointed 
a member of the executive committee of 
the State Exhibition. 

Thus we get a glimpse of the growth 
of Mr. Harshaw’s original idea. His 
movement is proving to be a success in 
every respect. Not only is the com- 
munity steadily increasing in prosper- 
ity beyond all expectations, but Grove 
City is also being benefited to a marked 
degree—its merchants, and in fact, all 

(Continued on page 60) 
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Figure I.—These simple forms are used by the Union Trust Company of Cleveland, to determine 


the ‘‘float’’ on all commercial accounts. 
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ALL ACCOUNTS 


How the Union Trust Company of 
Cleveland analyzes its commercial 
accounts to determine their real value 


By M. B. KOELLIKER 


Asst. Vice-president, Union Trust Co., Cleveland, O. 






































HE “floats,” that treacherous item 
that weakens so many commercial 
and country bank balances, is brought un- 
der definite control by the Union Trust 
Company of Cleveland, O., through a 
simple system that suggests a profitable 
idea for all banks that want to get the 
most out of their commercial accounts. 
The methods employed in the Union 
Trust constitute an advanced step in 
the analysis of accounts—a practice 
that has grown remarkably during the 
last few years. The value of analyzing 
all commercial accounts has been dem- 
onstrated in many ways, yet in the 





large majority of banks the analysis 
has been confined chiefly to the country 
bank balances. The importance of de- 
termining the real worth of a commercial 
account along the lines used in the 
Union Trust is really apparent as a 
description of the method will indicate. 

All of the work of analyzing com- 
mercial balances is done by a depart- 
ment called the Commercial Interest 
and Analysis Department. After the 
deposits are received by the tellers 
they are sent to what is known as the 
distributing department and here the de- 
posits are dissected and notations are 





made opposite the amounts as showy 
in Figure II. The number of days re. 
quired to realize on the funds is showy 
on these slips. By marking opposite the 
various amounts the number of days re. 
quired to collect the items, the book. 
keepers find it easier to watch for check. 
ing against uncollected funds. The funds 
are then proven and the deposit slips 
are sent to the bookkeeping department 
to be credited to the various accounts, 

On the following day these eredits are 
sent to the Interest and Analysis De. 
partment, where the amount of “float” 
on each account is determined for one 
day. This amount is then entered onthe 


reverse side of a form (Figure J), 
This is done daily until the entire 


month’s “float” has been collected on 
each account and then it is footed on 
caleulators. In this manner the bank 
gets the entire “float” monthly on each 
account. 

At the end of each month, the book- 
keeping department cut from their 
monthly statements to customers, the 
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Figure I1.—After the deposits are received by 
the tellers, the deposits are dissected, as shown 
here, and the number of days required to realize 
on the funds is indicated. 
outer margin or stub, showing the daily 
balances. The cutting is done by 4 
large cutting machine which cuts from 
two to three hundred sheets at one stroke. 
The stubs are then sent to the Interest 
and Analysis Department, where the 
balances are footed up twice, the opera 
tors exchanging their work to insure 
correctness, and the total ledger bal- 
anees are then transferred to Figure Ill. 

The stubs are headed on an address 
ing machine at the same time the state- 
ments are headed. This particular 
form (Figure I) is also headed on the 
addressing machine. Overdrafts, 
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any, are then deducted from the total 
ledger balances. Additions or deduc- 
tions, if any, are made and all ready to 


compute the interest. The operators 


The average daily borrowings, maxi- 
mum and mimimum loans, discounts 
and acceptances are entered and the 
average daily realized 


percentages of 





Figure I11.—Here we have'the forms used to show the total ledger balance, the total ‘‘float’’ as 
well as much other information of importance to the loaning office. 


type the credit memorandums in du- 
plieate, in sheets of six. The original 
is mailed to the customer in window 
envelopes and the duplicate is used as the 
hookkeeper’s credit. 

Now that the interest is taken care 
of, the department turns to Figure III. 

On Figure ITT. the total ledger balance 
in shown and on the reverse side the 
total “float,” which amount is deducted 
from the total ledger balances, giving 
the total realized balances. The oper- 
ators then determine the average ledger 
and realized balances and enter these 
averages on Figure 1. Having these 
two averages, the average daily “float” 
or the average daily amount of uncol- 
lected funds is easily determined. The 
difference between these two averages 
is the daily average “float”. 


* * ok 


balances to average daily borrowing 
is computed. Most banks ask their 


commercial borrowing customers to 
maintain balances equal to a certain 
percentage of their average daily bor- 
rowing. 

On the reserve side of FigurelII pro- 
vision is made for the average secured 
and unsecured commercial loans, also 
real estate loans and the rate paid. 
This separation is made to guide a loan- 
ing officer. 

Thesbank now has a complete history 
of the account and the work is com- 
pleted by the 10th of each month, 
giving ample time to gather the “float” 
from the deposit slips from the first of 
the eurrent month and repeat the entire 
operation by the tenth of the following 
month. 


* * * * 


WHO IS THIS NEW 
BUSINESS MAN? 


Remarkable evolution in banking practice and 
application of selling methods has developed a 
new and powerful department in many banks 


By J. D. WINSTON 


Manager, New Business Department, Louisville National Bank 


WELVE years ago—yes, even five 
years ago, if you had gone to the 
prominent banker of your town and 
asked him to ereate the position of 
Manager of Publicity and New Bus- 
iness, you would have received this an- 
swer—“Young man, this bank does not 
heed to advertise; we are too well 
known in this town.” 
Then one night, some banker who had 
foresight enough to look beyond his 





note file and capital and surplus, asked 
himself this question—‘How do I know 
that Smith & Company have the best 


department store in town?” Like a flash - 


the answer came back to him—“Because 
. they are always telling me what they 
have and how they ean serve me.” 
Then followed the thought that he 
knew his bank was the best in town 
but how many other people thought so. 
He did not know and how could he 


make them believe that his bank really 
wanted to serve them. This worried 
him for a while, when all of a sudden he 
remembered “Smith & Company.” 
Finally he decided to break all prece- 
dents and to publicly tell his people 
about his bank and its desire to serve 
them. 

But he was wise enough to realize 
that this adventure might prove a fail- 
ure and that it was an entirely new 
field, so as a “safety first” proposition 
—for you must remember he was not 
entirely sure of his ground—he em- 
ployed someone to handle it for him. 

This was the birth of the position of 
Manager of Publicity and New Bus- 
ness. 

Almost over night this new baby 
grew into a real, red-blooded, alert man, 
and today almost every bank has such 
a man and the banks have not given up 
any of their dignity, but are growing 
and performing a real service to the 
community that they are located in. 

Let us consider this new post in the 
bank. 

Who is the new face in the bank’s 
official family? He is the manager of 
‘Publicity and New Business. 

. Why should he be an official? A 
book could be written on this question 
alone, but let’s consider only a few of 
the real reasons. 

As manager of publicity, he will very 
likely have to spend more actual money 
than any other officer and for that 
reason should be one of the official 
family so that he ean attend officers’ 
meetings to discus his plans because 
all means of securing new business 
should be finally 0. K’d by the exeeu- 
tives. 

He must be in a position where he 
always knows the condition and policy 
of his bank. 

The title of vicespresident, and I 
mention that office because after several 
tryouts, the banks have come to the 
conclusion that it is best for him and 
will very often get him an interview 
with the head ef a business that the 
title of “Manager” would have taken 
weeks and maybe months to get, and in 
the meantime the account has _ been 
placed elsewhere. Right here, let me 
say, no rea) manager wants the title for 
himself, but for the benefit it gives him 
in his position. 

Because it gives him a prestige and 
does not interfere with the other officers 
as his powers are of course limited. 

The manager of Publicity and New 
Business is to the bank what food is to 
the man and what coal is to the engine. 
In the first ease, food makes the new 
blood—in the second case coal makes 
the steam—and his position is to put 
new life in the bank. 

Personally, I believe he should be a 
bank man and not an advertising man, 
because say what you will, bank ad- 

(Continued on page 49) 
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What We Really Are! 


HARACTER is the biggest asset which any man 
can possess. A great thinker once said, ““ There 
are no pockets in a shroud.” Character is made 
up of the warp and woof of the soul itself. We 

take it with us when we go into Eternity—our money, 
our lands, our business, our social position we leave 
behind. And yet how many give life and opportunity 
for that which cannot remain. Character is the back- 
bone of happiness, of life satisfaction, of business success, 
and of ultimate reward. 


The man with character plus a reasonable amount of 
initiative will never have any trouble getting financial 
backing adequate for his needs and abilities. Character, 
be it remembered, is what we really are; while reputation 
is what people think we are. Only the individual who is 
genuine through and through possesses character. Only 
a man whose word is as good as his bond, whose integ- 
rity is unpurchasable, and whose honor is beyond 
reproach, can qualify for a passing mark in the 100 per 
cent character class. 


Character includes what we are at home and at busi- 
ness; what we are to our inferiors and to our superiors; 
what we do in the face of temptation and adversity and 
success. Success often tries a man’s character more 
than adversity. Character tells people how much they 
can trust us and how far. 


Therefore, consider that time and effort spent in the 
building up of character, in the cutting out of weakening 
habits, in the establishment of a worthy routine of life, 
is worth all it costs. Character will give the public con- 
fidence in you. It will give you confidence in yourself. 
It will give you courage to do, and to hope, and to smile, 
and to achieve. The strong character is never a grouch 
because life for that individual holds so much of joy and 
victory. Cultivate character and you will have riches 
beyond the price of rubies. 
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tory and the office worker 
customers for the future. 
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NEW ACCOUNTS AT 
MINIMUM COST 
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| the pennies, nickels and dimes of the school children, the fac- 
| s and thus creating substantial bank 


Banks all over the country have 
found the Automatic Receiving 
Teller a powerful instrument in 
stimulating regular savings, because 
it provides an easy method of putting 
money in the bank. No trouble 
calling at the bank; no delay in 
having deposits entered in the pass 
books; simply a deposit in the Auto- 
matic Receiving Teller and savings 
for the future are assured. 

The upbuilding of savings ac- 
counts and the sustained interest of 
old savers in regular deposits consti- 
tutes a real problem in every bank 
and this problem is greatly simplified 
where the Automatic Teller is used. 


The Automatic Teller is invalu- 
able in reaching: out for the small 
change of the children. Placed 
conspicuously in the school, it offers 
a constant and novel incentive to save. 


Hundreds of bankers endorse the 
Automatic Receiving Teller as the 
most constructive force yet devised 
to stimulate regular savings. 


Simply drop us a postal and we 
shall be glad to tell you how the 
‘Automatic Receiving Teller is help- 
ing other bankers to win and hold 
new accounts. 


American Banking Machine Corporation 


General Sales Offices 
Executive OFrFICcEes 404 Wrigley Building New York Orrice 
CHICAGO Equ1TaB.e BurLpiINne 
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A TEN-YEAR HOLIDAY 
ON THE WAR DEBT 


Our debtors are hardy people who have 


weathered more 


than 


one and 


storm 


ten years should witness great change 


By ALVIN W. KRECH 
President, Equitable Trust Co., New York 


T is not an task to beat the 
economists at their own game, but I 
should like to be allowed to give the 
point of view of a mere banker who 
cannot help feeling that if the learned 
economists are having a bully good time 
diagnosing the ills and troubles of the 
country, it is because the bankers and 
business men are having a very tough 
time trying to readjust, as the well- 
worn phrase goes, their own affairs to 
prevailing conditions. 

First, I would like to say 
words about the business cycle. There 
is no doubt that there are ups and 
downs in the affairs of men and nations 
and that fat years have never been re- 
markable for their staying powers. It 
seems also to me that a reasonable ex- 
planation of the musty bromide: “the 
higher the crest, the deeper the trough,” 
is to be found in psychopathy. If we 
were perfectly sane, perfectly balanced, 
perfectly poised, perfectly rational, the 
ups and downs of business would prob- 
ably be less accentuated; but you know 
that it is quite normal for us to be 
abnormal, and it is to be feared that for 
many years to come a very unreliable 
nervous system will remain in control 
of our poor human flesh. 

[ should hesitate to claim that bus- 
iness ¢yeles are scientifically established 
phenomena, which may eventually be 
brought under the control of all-know- 
ing and all-understanding man.  Pe- 
riods of plenty and periods of depres- 
sion are conditioned by innumerable 
causes, which can hardly be foreseen. 
or even catalogued. One instance may 
help to make my point clear. Switzer- 
land is at present blessed with the not 
enviable honor of having her frane 
quoted above par in New York, and as 
a result her hotels are empty, because 
the tourists have gone to the Black For- 
est or the Italian Lakes, or the Riviera, 
where their pounds and their dollars 
have a much greater buying power. I 
wonder whether vou can ascribe Swit- 
zerland’s present position to the bus- 
iness cycle. 


easy 


a few 


No, the economic destinies 
of a nation or of a group of nations 
or even of the world are shaped by so 
many ever-changing factors that it is 
hardly possible to explain by a so-called 
business cycle the appearances of pe- 
riods of bad business or good business. 

One thing is more or less sure, and 


that is that our economie destinies are 
to a very great extent moulded by ever- 
recurring factors. 
recurring 


Thus there are ever- 
wars, ever-recurring plagues, 
ever-recurring droughts, ever-recurring 
periods of saturation, ever-reecurring 
periods of speculation or what I shall 
call business exhilaration. In Egypt of 
old, the Nile drew the curves which the 
economic investigators of the Pharaohs 
recorded on their charts; in India the 
monsoon is the great economic arbiter; 
in Turkey it is the cholera; in a wine- 
erowing region it is the phylloxera. 
Now these ever recurring factors may, 
to a certain degree, be controlled. One 


ALVIN W. KRECH 
President, Equitable Trust Company, New York 


can dam a river, or irrigate the country- 
side, or dispatch doctors and nurses to a 
threatened region, or call a peace con- 
ferenee to avert a war, or since econ- 
omists should be put to some useful 
purpose, create a bureau whose duty it 
would be to warn—lets us say—pros- 
pective automobile manufacturers that 
the point of saturation has been reached 
in the automobile industry. To that 
extent, business vagaries may more or 
less be corrected, but I am afraid that 
I am not ready as yet to accept the all- 
explaining business cyele theory as a 
possible remedy to our economic ills 
without a very liberal helping of salt. 
* * * # 

ROFESSOR. Seligman, the distin- 

guished economist, has pronounced 
an eloquent plea for the cancellation 


of the allied debt. Lis noble idealisy jg 


traditional in the great university of 


which he is one of the most honored 
masters, but I cannot help feeling that 
he defends his point of view with q 
passion kindled much more by his heart 
than by his reason. First of all, J 
think that it is not right to brand the 
debt as an unjust debt. The debt is q 
most honorable debt both for the debtor 
and the creditor. It was an honor for 
us to rush to our embattled allies our 
material help, and it is an honor for 
the allies to owe a debt which wrought 
victory. After all, we should not forget 
that our share in the war is not only 
represented by the ten billion dollars 
advaneed by our Treasury. To say 
that our debt is unjust is almost tanta- 
mount to saying: The allies gave their 
blood; America can well afford to for- 
vet her dollars. When we pegged the 
frane and the pound sterling, we were 
not precisely mindful of our dollars. 
Tremendous sums of money were spent 
in France and in England by the A. 
kh. F. If we had not pegged the frane 
and the pound, we would probably have 
gotten much more for our dollars. The 
sums we advanced, it is true, enabled 
our allies to feed and clothe their sol- 
diers; but, on the other side, did we 
not pay for everything our army 
bought overseas? I hope you will 
understand that I am not oblivious of 
the admiration and gratitude we owe to 
our allies, but I feel that it is my duty 
te explain to you why I cannot regard 
our debt as unjust. 

But now arises the question: Shall 
we or shall we not caneel the debt? I 
believe that the moment is ill-chosen to 
bring the question in so unecompromis- 
ing a manner before our people. Eco- 
nomically speaking, we are at present 
a very much harassed people; the 
burden of the taxes, the difficulties and 
hardships brought upon us by deflation 
make it very hard for the people at 
large to examine so important a ques- 
tion in the right spirit. Therefore, | 
propose that we should take a leat out 
of Secretary Hughes’ book, and de 
clare a holiday of ten years, during 
which the debt would be considered as 
non-existent. After the ten years have 
elapsed, the question of the cancellation 
should be taken up again. I believe 
that these ten years of an absolute 
suspension of the effects of the debt, 
would creat an atmosphere of judicious 
aloofness. We should then be in a much 
better position and also in a_ much 
better mood to approach so vast a pro- 
position. Besides, let it not be for- 
gotten that the nations have not as yel 
found their bearings; they are still un- 
certain as to which roads, political or 
economic, they should follow; there 38 
still much to be done and much to be 
undone. The actual burden of the debt 


(Continued on page 3°) 
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LOUDEST COMPLAINTS FROM 
WORST CREDIT RISKS 


The best a bank can do today is to lend 
fresh funds only to strong concerns and 
to be patient with the weak concerns 








UR Federal Reserve system has 
been the object of most ridiculous 
attacks, but when many country banks, 
that have been charging farmers high 
rates (I do not say exorbitant rates, 
because it may be that the risks justi- 
fied the rates), are “passing the buck” 
to their city correspondents and to the 
Federal Reserve Banks, they are doing 
an unfair thing, not justified by the 
facts. I claim without hesitation that 
the average reserve city bank did not 
charge exorbitant rates except where 
necessary to curb overtrading. A bank- 
er in Kansas City told me that some of 
the country banks were helping farmers 
speculate in grain and produce, and to 
do so were overtrading to the extent 
that in some eases they were borrowing 
from their city correspondents practi- 
cally to the entire amounts of their 
deposits. That is dangerous and 
wrong. Speculation by farmers is just 
as bad as speculation on Wall Street, 


and should not be encouraged. Over- 
trading by banks is worse. No bank, 


except in the case of a run or some un- 
usual emergency, should borrow up to 
an amount equal to even half of its 
deposits. 

Whatever rates the Federal ‘Reserve 
Banks may have established were alike 
to all in the same district. No one was 
favored. I challenge anyone to cite one 
specific instance where a Federal Re- 
serve Bank has charged rates not justi- 
fied by the market and the risks. I go 
further and claim that the “money 
kings,” as glibly as they are called, the 
large banks in the reserve centers, did 
not charge exorbitant rates. I do claim, 
and verification very easily can be had, 
that many country banks in the south, 
the central west and the northwest (I 
omit the far west because I have not 
had time to verify such reports con- 
cerning it), charged their borrowers 
considerably higher rates than they in 
turn paid to their city correspondents 
or to the Federal Reserve Banks; in 
other words that country bankers who 
continually are denouncing the east as 
a congregation of bank pirates, were 
the chief offenders against the farmers 
whom they profess to love. I claim that 
at all times, at all the Federal Reserve 
Banks, there has been plenty of credit, 
at fair rates, at the service of country 
banks which were not dangerously over- 





By ELLIOTT C. McDOUGAL 


President, Marine Trust Company, Buffalo, N. Y. 

















trading, available either direct, or in- 
directly through their reserve city cor- 
respondents, which in turn they should 
have furnished to farmers at their rates, 
not for speculation in farm lands or in 
farm products, but to grow and harvest 
their crops and to move them to market 
as soon as harvested, for sale at market 
prices. 

I have been a banker for over forty 
years. During all that time there never 
has been a time when well conducted 
banks have not been complained of on 
the ground that they were unfair. to 
borrowers. Any bank that is fit to be 
trusted with other people’s money, that 
is eareful in its credits, that will not 
risk that money by lending it to weak 
borrowers, will constantly be complain- 
ed of. The loudest complaints come 
from the worst credit risks. Our Fed- 
eral Reserve System must be kept 
liquid. It is the core of our national 
banking system. Unless the core be 
sound the system cannot be sound. 
This does not mean only that the Fed- 
eral Reserve System must be fairly 
sound; it must not have the slightest 
taint. There can be not the slightest 


. doubt that as compared with the other 


great reserve banks of the world, not 
even excepting the Bank of England, 
our Federal Reserve Banks are in the 
soundest and most liquid condition of 
any. 

One lamentable thing about this en- 
tire situation is that misrepresentation 
and misapprehension do not abate al- 
though the actual facts, which show that 
agricultural interests have no ground 
for complaint, have been laid before 
congress, and can be found in the 
printed records of the agricultural in- 
quiry, of the Sixty-seventh Congress, 
First Session under Senate Concurrent 
Resolution 4, August 2, 3, 4, 5, 8, 9 
and 11, 1921, in Part 13. Special at- 
tention is called to the testimony of 
Governor Strong, of the Federal Re- 
serve Bank of New York, beginning 
about page 635 and running to about 
page 663. 

Concerning the proposed bonus for 
ex-service men there is great difference 
of opinion, and many questions. Let 
us assume that proper discussion of 
these questions involves long delay. To 
form a final opinion now would be 
premature. We do not doubt the sin- 





cerity of the ex-service men. 


It is very 
natural that they should feel that the 


government owes them 
would be very natural should their 
feelings lead them beyond prope 
bounds. It has been suggested that 
there is a possibility of another “hold. 
up” of congress. To our shame be it 
said, it is entirely conceivable that con- 
gress might submit, as it submitted to 
the labor unions when it passed the 
Adamson bill. In time of peace, when 
no national emergency threatens, will 
the citizens of this country tamely 
submit to a “hold up” even by those 
whom they love? Atready we see the 
first signs of that public spirit which 
in Boston in 1773 first resisted the 
British power, which realizes that un- 
less our citizens resist the first ap- 
pearance of coercion from any source 
whatever, the personal liberties for 
which their forefathers fought are in 
jeopardy. 

Can it be possible that all ex-serviee 
men are agreed upon this matter, or 
are those who disagree restrained from 
free speech by a mistaken sense of 
loyalty to comradeship or from fear of 
criticism by their comrades? The great 
majority of our men were not disabled. 
Do they really desire to capitalize their 
patriotism in dollars? Many of them 
suffered from a pecuniary standpoint, 
but in that respect a very much larger 
number of our citizens, who stayed at 
home, suffered much more. 

The popular conception that during 
the last few years the stay-at-homes 
grew enormously rich out of profits 
they had no right to keep, and should 
share those profits with others, is it 
correct. If they made much, the exces 
profits tax took the larger part. If 
not, they were taxed in other ways 
With comparatively few exceptions, 
the average business man was not 4 
profiteer, even though he hoped to be. He 
often was a loser. Many lost, not only 
most or all of what they thought they 
had made, but most or all of what they 
had. The average business man, and 
that means the country as a whole, 
worse off today than he was before the 
war. 

If all those who have suffered loss of 
position, or money loss, are to be inelud- 
ed, why not include clerks, mechamiés 


(Continued on page 68) 
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“Protection for your funds” 


Give Visible Evidence 
of Positive Protection 


Your bank can do this with no 
added expense. . 































Every check-using depositor of every bank 
using Super-Safety Insured Bank Checks 
receives a $1,000.00 bond insuring him 
against loss through fraudulent alteration— 
visible evidence of POSITIVE PROTEC- 
TION. 


Give your depositors this 
added protection without 
charge and get added pub- 
licity for your bank. 


We will explain the plan 
by letter or send a salésman. 
Which do you prefer? 
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A TEN-YEAR HOLIDAY ON 
THE WAR DEBT 


(Continued from page 30) 


should be removed during these difficult 
years, and we should say to our debt- 
ors: “You must have but one thought 
in mind; that is to put your own house 
in order, and you shall not during the 
next ten years be hampered in your 
efforts by the demands of your credit- 
tors.” 

After all, it will be granted that in 
1931 things make look pretty different 
from what they are now. Our debtors 
are hardy people who have weathered 
more than one storm, and ten years 
should witness great changes for the 
better in their affairs. But the point 
is not so much to wait ten years in the 
hope that then our allies may be in a 
position to pay easily their debt; my 
proposition is not a veiled moratorium. 
I eonceived it in the hope that, rten 
years hence, conditions both in this 
country and abroad will have prepared 


a better terrain for the discussion of 


the problem. 
* * & ® 


HEN all has‘been said and done, 

the reorganization..of Europe, in 
spite of many admirahle and even suc- 
cessful efforts, is still im its first stages. 
The reparations which have so often 
been revised, have not as yet taken on a 
definite form. The allied world, and 
more especially London and Rome, 
begin to realize that German repara- 
tions may under certain conditions 
become a curse in disguise. Walter 
Rathenau, speaking in Munich on Sep- 
tember 28th, at a meeting of the Asso- 
cation of German industries, boldly 
declared: “Complete fulfilment of all 
the demands made upon us by the Ver- 
sailes Treaty, and the ultimatum, would 
injure the world’s economic system to a 
far greater extent than it would us.” 
It is not for Germany to say we cannot 
pay, the world’s economic system “will 
one day utter a non possumus, and we 
in Germany shall live to see that day.” 
And it must be conceded that these 
words in the mouth of the able mem- 
ber of the cabinet of fulfilment, whose 
earnest desire to come to some kind of 
an agreement at Wiesbaden was acknow- 
ledged by M. Loucheur, carry a good 
deal of significance. Rathenau advocat- 
ed at Wiesbaden that Germany pay in 
kind, but in his Munich speech he says: 
“The fact that Germany has to pro- 
duee goods on this unprecedented scale, 
and throw them on the world’s markets, 
causes unemployment not to diminish, 
but to increase.” 

And there is a terrible hint for the 
rest of the world in Rathenau’s state- 
ment that there is no unemployment 
im Germany. No wonder that there 
8 plenty of work’ in Germany if, as 
We read the other day, the Spanish 


Government has a good deal of its 
printing done in Berlin. In Belgium 
there is an outery against German 
imports. 

But then, if Germany is to pay, 
she must pay with goods. Rathenau 
may be right when he says that Ger- 
many won hers great economic posi- 
tion not by wealth, not by her geo- 
graphical situation, but by organiza- 
tion, discipline, advanced _ scientific 
knowledge and work. Germany, in- 
stead of paying in gold, which is im- 
possible, may well be in a position to 
make payment in kind; but the ques- 
tion remains: Can the world afford 
to accept such payments in kind? I 
am afraid that the Vergilian 





line’ 


Timeo Danaos et dona ferentes could 
be written across many a reparation 
clause: “I fear the Germans bearing 
reparations.” 








Walter L. Payne, president of the 
Union Trust Company, Topeka, Kan- 
sas, has been elected president of the 
Farmers National Bank in that city. 








Louis Boisot, vice-president of the 
First Trust and Savings Bank in Chi- 
eago, has resigned to enter the law 
business. 


Chekiang, China, Industrial Bank 
has opened a branch office at Hankow, 
China. ; 








An Ideal 


To serve the Banker—not simply to sell him 


‘ advertising. 


To build his advertising on sound analysis, 
and to make it of such character that results 


will follow inevitably. 


* This is the high ideal on which the Wm. Elliott 
Graves’ Organization was founded, and which 
it seeks constantly to maintain. 


We shall be glad to tell you how well our 
clients think we are succeeding in our ambi- 


tion to serve. 


The service that sells the bank to the community 


WM. ELLIOTT GRAVES 


Financial Publicity 
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Wm. Elliott Graves 
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BRINGING THE COTTON FARMER 
CLOSER TO HEAVEN 


In Oklahoma, where co-operative marketing 
association has been organized, 35,000 farmers 


N view of what preachers have told 
us about money being the root of all 
evil, it might tax the imagination a 
trifle to believe that monev is bringing 
the Oklahoma 
God; 


cotton farmer closer to 
but if you will read how these 
farmers, with the aid of 200 bankers 
in the state, are winning their fiftv- 
fight to rid themselves of dire 
poverty, want and debt, a legacy of 
the Civil War, I’m sure you will believe 
that this statement does not apply in 


year 


every instance. 

Right now the cotton farmer is in an 
economie rut; he has been for fifty 
years. What he grows this year goes 


to pay the bills of the year previous, 
and all that he has left for his vear’s 
work is receipts. He must then begin 
all over again, and in most eases his 
crop is spent before it is grown. 

By organizing a co-operative market- 
ing association it looks as though these 
farmers will through; and that 
1921 is the turning point of their fight. 
Other cotton states are doing the same 
thing, already four states being or- 
ganized and selling the staple. Tn 
Oklahoma, the first state, 35,000 farm- 
ers are members, signing a seven-year, 
legally tight contract; and the results 
so far indicate that these members will 


come 


receive from 3 to 5 cents a pound more 
for their cotton than non-members who 
sold through the usual channels. 

In all it means the Oklahoma cotton 
will $1,500,000 this 
year their crop. At first glance 
this large, but” it 
nieans from $50 to $60 more per man, 
you figure the standard of 
living of these people, this sum is no 
trifle. 

Not only will this money help the 
farmer to get out of the hole this year, 


farmers 
for 
sum 


get more 


does not look 


and, when 


but he won’t. be half as far in debt 
next vear. It means more money for 
Oklahoma banks, more business for 


merehants, better food and clothes for 
the farmer, better schools and churches, 
better roads; in facet, it 
make life better for him in re- 
spect, and, if you will, bring him closer 
to God. 

Within three years, through this 
system of marketing, the cotton farmer 
all over the south will be on the road 
to permanent prosperity, just as his 
brother in the north is today. By this 
I mean that he will not have. spent his 


is going to 


every 








will receive substantial increase for their crops 


By TOM DELOHERY 


crop money before the cotton is picked, 
or, in many instances, even matured. 

Four other cotton states have already 
organized, and the remainder are in 
the process of organization, or taking 
steps to start. By 1923 the whole 
cotton south will be in this association, 
« national organization, being an over- 
head affair, already a reality. 

Close to $3,000,000 has been loaned 
the Oklahoma 
state banks. 


cotton growers by the 
This loan will bring the 
farmer just 50 per cent in the way of 
dividend or investment. It means the 
advance will be of mutual benefit to 
both the bank and farmer, and. ul- 
timately it will mean much not only to 
the banker, but to the whole South as 
well. 

The affairs of the Oklahoma associa- 
tion are conducted in a_ business-like 
manner. They have a_ salesmanager 
who formerly worked for one of the 
large brokerage houses, and is regarded 
The 


cotton 


as one of the best in the business. 
men the 
high in 
thev -have 


who- class 
ranked 
in facet, 


association 
are their profession ; 
hired experts. for 
every job, paving decent salaries, and 
still they are paying a dividend of' 50 
per cent on the money which the banks 
loaned. 
Listen to what G. S. Weitzenhoffer, 
cashier of the Security National Bank 
of Oklahoma City, custodian of ‘the 
collateral covering loans made to the 
association by the state banks says: 
“This is the first time in his life the 
cotton has been able to get a 
line of credit that would permit him to 
market his crop in an orderly manner. 
Co-operative marketing has put the cot- 
ton farmer of the the 
basis as any other business organiza- 


farmer 


state on same 
tion, and entitles him to the same con- 
sideration from banks. 

“Those banks who have received di- 
rect information and evidence furnished 
by the custodian appear well satisfied 
with the manner in which the associa- 
tion’s business is being handled. All 
agree they have never handled a cotton 
account where they have had the margin 
of security they have in these tran- 
sactions. There is certainly no ques- 
tion of the liquidity of these advances. 

“Other co-operative marketing or- 
ganizations of growers formed on the 
same plan should experience even less 
difficulty than the cotton growers in 








obtaining adequate finances, since the 
cotton farmers will have already proved 
the workability of their plan, and haye 
paved the way for other groups: who 
may later adopt it.” 

The Oklahoma plan, adopted by the 
other cotton states, is simply this: All 
cotton of equal length and staple is 
pooled internally. The price paid each 
man whether he market late or early 
is the same, less handling charges which 
have been set at 4 per cent, but which 
will hardly reach that figure. 

Perhaps one big reason why the Okla- 
homa association is a success, and has 
the confidence of the banks, is the fact 
that its initial suecess has not created 
any wild dreams. On its board of 
directors, made up of actual farmers, 
is one representative of the general 
public. This is Carl Williams of Okla- 
homa City, probably the originator of 
the idea of selling cotton co-operatives, 


and also president of the American 
Cotton Growers’ Exchange. Mr. Wil 
liams has a very definite idea of how 


the organization should grow and 
develop, and here it is: 

CA 
right to live or expand unless it ca 
perform the same service already done 
by other agencies either more efficiently 
or at a lower cost.” 

Such a stand, coupled with real bus 
iness methods, have won them the con- 
fidence of the state bankers. Even 
tually they will branch out 
direct to the consumers of cotton, but 
as Mr. Williams said, until they ean d 
this better or cheaper than existing 
agencies, they will be content to us 
these agencies. 
investigated 


co-operative association has no 


and sell 


Cotton exchanges have 
this and in- 
stead of issuing long statements to the 
effect that it is trying to hold up the 
public by price fixing, or any sue 


association, 


thing, they have come back with 4 
report that the association is domg 


good work, and will provide excellent 
competition for those middlemen wh 
intend to stay in the business. 

Ben Crawford of Olustee, Oklahome, 
in talking to his loeal banker, asked 
about the cotton account of the assocla 
tion, and how it was stacking up 4% 4 
business deal. The banker's reply Wa 
simply to relate what the bank exallh 
iner had told him after he had govt 
over the institution’s books. 

“The bank examiner told the banker 
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: and resultful NEW account- 
getter and OLD account- 
Do not remove the dimes. Deposit the 


Daily Dime Saver itself when filled. Patented developer ever devised. 
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that the Association’s account with the 
banks of the state which he had exam- 
ined was the only cotton account that 
tully meets with the wishes of his 
office,’ said Mr. Crawford. 

The pooling plan of the Oklahoma 
people is now being used successfully 
by 50 other associations all over the 
country. Rice, sugar, cotton, bean, 
fruit, dairy, poultry, grain, wool, honey, 
tobacco, and vegetable growers in 21 
states are selling their products under the 
same plan, which has as its very founda- 
tion the pooling of commodities. It is 
meeting with success in those states 
because the idea of sincerity has been 
impressed upon the leaders. They have 
hired experts and have represented 
their goods honestly. Most of all, they 
are able, when the market breaks be- 
cause of some unjust reason, to with- 
hold their product until it comes back. 
By virtue of this, the pooling idea is a 
success, and it satisfies all who are mem- 
bers. 

In Oklahoma there are only three 
ways you can beat the contract, which, 
by the way, has a penalty clause calling 
for five cents a pound for all cotton 
sold outside of the organization, unless 
permission is given. Leaving the state, 
quit growing cotton, or to die, are the 
only ways to free yourself of the as- 
sociation’s cotton contract, which runs 
for seven years. 

The old order of things was for the 
cotton buyer to base his prices on the 
lowest grade of cotton grown in a 
locality. This meant the man who grew 
a high grade staple got only the same 
price as the man who grew a poorer 
grade, or who took little care of his 
crop: Now, through the association, 
each bale is classed, and sold on that 
basis. Moreover, in other years, the 
buyers took samples of five pounds for 
which they never paid. The associa- 
tion takes samples of one pound, and 
when the buyer takes these samples 
with him to show the kind of cotton he 
bought, he pays for them just at the 
same rate he pays for the baled godds 
he buys. In all, this one item will yield 
the association something like $10,000 
this year—enough to pay a big share 
of operating costs. 

In addition to the state banks’ aid, 
the association has obtained a line of 
credit amounting to $6,000,000 from the 
War Finance Corporation, but so far 
has not needed very much of the money. 

Its plan, in borrowing from the 
banks, is to list as seeurity the number 
of the bales of cotton in storage; and 
it is strictly conscientious in sending 
to the banks the money. as each bale 
pledged is sold. 

Under the plan of organization 60 
per cent of the estimated value of the 
cotton is advanced to the grower as 
soon as the bale is sent to the associa- 
tion. This pledge is ecashable at any 


bank in the state, and in turn the bank 


draws a sight draft on the association. 
As the grade of cotton into which a 
bale is assigned is sold out, the associa- 
tion advances a little more money, so 
that at the end of the year perhaps 
the grower still has something coming, 
unless it has already been advanced. 
As the market goes wp, and there is 
every sign that the invrease was war- 
ranted, perhaps another 10 per cent of 
the estimated final value is given the 
farmer, so that he has a cash income 
right along. 

Just what the farmers think of the 
movement I can best illustrate by a bit 
of conversation between a grower and 
speculator which I overheard recently 
while down in Oklahoma. 

“T ean’t sell my cotton to you; I 
belong to the association,’ said the 
farmer to the buyer. 

“Well, couldn’t I steal it from the 
back of your wagon?” countered the 
buyer with a smile. 

“No, you can’t. You fellows stole 
enough out of the front end of my 
wagon before we had this association, 
and now that I can help it you are not 
going to open the back gate.” 

This man got part of the $1,500,000 
which the bankers of Oklahoma made 
it possible for him to get, and he ap- 
preciated what the association meant 
to him. He is one step nearer God, 
because, as I pointed out before, he is 
well on the way to get even with the 
boards, and not one year behind. This 
man is going to have better clothes 
for himself and family, better schools 
for his children, better churches, better 
roads—better everything that money 
can buy; and, most of all, the content- 
ment and happiness which follows 
thrift and prosperity. The banker who 
helped him will have greater deposits, 
the city merchant will have a bigger 
business. Everyone will benefit by this 
help the banker has given the farmer. 
As I said, mutual benefit always results 
from the right sort of co-operation. 


THAT PROPOSED TAX ON 
BANK CHECKS 


HE proposal emanating from Wash- 

ington to put a tax of ten cents on 
bank checks has stirred up a lot of 
interest among bankers the country over. 

This recalls the tax imposed on checks 
during the Spanish-American War, 
when, to avoid paying the tax, depos- 
itors desiring cash would go to the bank 
and sign a receipt for the amount de- 
sired, thus avoiding the tax. 

When the depositor desired to pay 
a number of small local monthly bills, he 
would prepare for such payment by 
estimating the number and amount of 
the bills that would be presented, then 
go to his bank and give a “receipt” for 
the necessary amount of cash and then 
simply pay over the cash and avoid the 
tax. 


Also, instead of issuing a check for 
each invoice from out of town sourees, 
many merchants and_ business men 
would accumulate—wherever possible 
several Invoices from one concern and 
give a single check to cover them. This 
practice resulted in two things: - Pay. 
ments in small amounts were withheld 
by innumerable people all over the 
United States, while awaiting the ae. 
cumulation of several items due to the 
same concern, thus creating a mass of 
temporarily “frozen credits.” In the 
individual cases this was not an impor. 
tant item, but when considered as 3 
universal practice, nation-wide in ex. 
tent, the total volume of money tied up 
and kept out of circulation was a very 
large item, indeed. The earning power 
of this money was utterly lost to the 
country at large. This loss to the whole 
people was believed by many econ 
omists to be greatly in excess of the 
revenue gained by the government of 
the whole people. 

At this time, when dull business con- 
ditions have come upon us and created 
an already large volume of “frozen 
credits”, it would seem hazardous for 
the free flowing of liquid capital to be 
handicapped still further if it is pos 
sible to evade such a handicap. 

At best, the returns from a tax on 
bank checks can only amount to some- 
thing less than 50 cents per head of the 
population. An average withdrawal 
from circulation of $10 in cash per 
head of the population would actually 
result in a greater loss of money ear- 
ing power to the entire country than the 
tax could produce. Without any doubt 
the tax would result in larger sums of 
cash being earried by individuals, and 
would cause many people to refrain 
from continuing a checking account or 
opening new checking accounts whieh 
necessitated the payment of this tat 
The sum total of money thus withheld 
from circulation and productive inter- 
est-earning fields of business and agri- 
culture, would be very large. 

The American public has rapidly be 
come accustomed to checking accounts, 
because progressive bankers have vig 
orously encouraged the use of cheek 
ing conveniences. The small checking 
account of today, in many instances, 
becomes a checking account of cor 
siderable size in a few years. 

The progressive banking system of 
the United States is freely used and 
it would seem well for the Government 
to encourage closer relations betwee 
the banker and the public, rather than 
to try and collect a few million 
dollars in a manner which will doubt- 
less cause much public irritation and 
evasion. 

The potentially great LOSS of 
tional interest-earning power represell 
ed by the vast sums of cash that will be 
carried in pockets is to be consid 
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“90 Day” Gold Coupon Bonds 


THE DEMAND FOR A GOOD 
SHORT TIME SECURITY 


ANKS, trust companjes, financial institutions, estates and 

individuals are often exercised to keep their idle funds pro- 

ductive and yet have them practically always imme- 
diately available. [Funds must be kept busy and working not 
only to make profit, but also to prevent loss. This is not al- 
ways an easy task to accomplish and at the same time keep these 
funds liquid. For this reason a good substantial short time secu- 
ritv is a most desirable investment and finds a ready market at 
all times. 


The six per cent (6%) collateral trust sinking fund 
gold coupon bonds of the Frederick Investment 
Company are designed to meet the above conditions 
and to supply the demand for a strictly high-class 
short time security, based upon a plan that is abso- 
lutely safe, sound and practical. 


How the “90 Day” Gold Coupon Bonds 
of Frederick Investment Company Supply 
A Practical Remedy for a Practical Need 


Frederick Investment Company from time to time acquires from various 
merchants deferred payment receivables, consisting of contracts, leases, 
mortgages and other similar lien instruments which it buys-on a reason- 
able discount basis. 








These contracts, leases, mortgages, etc., are then deposited with the 
Pittsburg Trust Company, as trustee, under the terms of a rigid trust 
agreement, as collateral security for various issues.of six per cent (6%) 
collateral trust sinking fund gold coupon bonds, maturing in go days 
from date of issue and in multiples thereof up to 30 months. These bords 
constitute a direct liability or obligation of Frederick Investment Com- 
pany with its entire responsibility back of them. The collections from 
this collateral are deposited weekly with the trustee as a sinking fund 
and automatically retire the bonds every ninety days. Interest is paid 
quarterly. 


Through the sale of these bonds, Frederick Investment Company is able to 
keep its capital in “liquid” form, and to thus continue its own operations. 
In this way also a plan is established whereby the merchant is able to 
conduct his business on a cash basis through the sale of his receivables, and 
the investor is supplied with a high class short time security that measures 

~ up to the highest requirements from every viewpoint. 


FREDERICK INVESTMENT CO. 


635-37 Smithfield Street PITTSBURGH, PA. 
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UP WORK 


AT TELLER’S WICKET 


By DON KNOWLTON 


NEW system of distribution of com- 
mercial tellers has been put into 
operation at The Union Trust Company, 
Cleveland. The Union Trust has al- 
ways used the unit system of paying 
and receiving at the same window. Up 
until a few weeks ago, however, it dis- 
tributed its tellers in units of two men 
and two windows to one cage. The 
cages were arranged alphabetically. 
There were certain disadvantages to 
this system. The first was that while 
the total number of tellers employed 
were necessary to handle rush business 
on Saturday mornings and other peak- 
load times, during a great part of the 
day some of the tellers had not much to 
do. This is a condition obtaining very 
naturally in many banks. A number of 
the tellers may twirl their thumbs for 
an hour at a time, not because they 
want to or because the bank wants 
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them to, but because literally they can- 
not do anything else. They cannot be 
taken from the cage, because just as 
soon as they are, in comes a rush of 
business that the remaining tellers alone 
cannot handle. 

The second difficulty arose on account 
of the lunch hour. Unfortunately, it 
happens that bank tellers are human, 
and eat their noon meal at about the 
same time that other people do. The 
result is that while a large number of 
people used their noon hour to come into 
the bank, only one teller was left in 
each cage to handle this increased bus- 
iness. 

A third problem arose from the split 
letter. The first window, for instance, 
was the A-Be cage. The second window 
the Be-By cage. Mr. Brown was ¢0l- 
stantly going to the A-Be cage and Mr. 
Bayer would frequently go to the Be-By 
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eage. This was a natural confusion 
and was a continual source of delay to 
the customer. 

Inability to handle uneven distribu- 
tion of customers was another source of 
trouble. It often happened that there 
would be a long line at the A-Be cage 
at the very moment that the Be-By 
tellers had not a single customer. Lack- 
ing signature cards and other essential 
information regarding the customers of 
the other cage, the Be-By tellers were 
unable to be of assistance to the A-Be 
tellers. The customers naturally did 
not understand why, and to them it 
appeared an arbitrary withholding of 
service. 

After studying the situation, E. L. 
Twerell, chief teller of the Union Trust 
Company, suggested a plan which 
would do away with the above difficul- 
ties, and this plan is now in use. 

The partitions between every second 
eage were removed. That made units of 
four windows each, but instead of keep- 
ing four tellers in each of these four 
window cages, only three tellers were re- 
tained. The fourth man in each cage 
was released for work in other depart- 
ments of the bank. 

However, on Saturday morning, and 
whenever the rush of business requires 
it, the fourth man in each unit is called 
back into the cage to aid in handling 
this rush, 

This system entirely eliminated the 
split-letter situation so that now cus- 
tomers have no difficulty from that 
source. The old A-Be and Be-By cages, 
for instance, are now combined into a 
single A-B cage. 

At lunch hour only one man at a time, 
in each cage, goes‘to lunch, so that there 
are always two men in each cage, and 
a third man can be ealled in from some 
other. department, if necessary. 

The difficulty anticipated in the 
operation of this system was that of 
each teller familiarizing himself with 
the total number of signature ecards in 
his enlarged cage. This problem has 
worked out very satisfactorily, however. 
Rach teller must now be responsible for 
3,000 signature cards, and while the 
number may seem large The Union 
Trust tellers have had no trouble what- 
ever in handling the situation. 


The Citizens State and Trust Bank, 
Edwardsville, Illinois, has increased its 
eapital stock from $60,000 to $100,000. 


Friend Cox has xetired from the vice- 
presidency of the Mercantile Banking 
and Trust Company, Moundsville, West 
Virginia, being succeeded by Thomas 
Scott. 


The Atlas Exchange National Bank, 

Chicago, has appointed Max Hirsch 
vice-president to 
Quilty, 


succeed T. Frank 


BANKERS MONTHLY for MARCH, 1922 


cers elected were: 





The Good Old Days 


(eee says the “good old days” were 


better than the present, and that men and women 
then were stronger physically and on a higher 


intellectual plane. 


Don't be alarmed. 


It's only human nature kidding us 


again. The only men who were ever justified in longing 
for the “good old days” were Adam and Noah. 


Just as surely as one brick laid 
on another advances the construc- 
tion of a skyscraper, Progress fur- 
thers the betterment of hunianity 
year after year. Because we 
Americans are not playing scalp 
tag with wild Indians, feasting on 
corn-bread and bear meat, sport- 
ing homespun clothing and danc- 
ing the minuet is no reason why 
even Grandfather should carry 
his face in a sling and pine for 
the “good old days.” 


Do you suppose the clerks who 
went from New York offices to 
clear the Argonne Forest were less 
substantial than Ethan Allen's 
Green Mountain Boys? 


Is the western’ farmer degener- 
ating because he travels in a high- 


power automobile instead of on 
a cantankerous bronc? 


Progress moves on wheels— 
not hoofs, today; tomorrow it will 
take to wings. 7 


Next year will find the world 
miles ahead of this year. It will 
find men getting more enjoyment 
out of life, building more for the 
future, imbued with higher ideals. 
Where there is Progress, this is 
inevitable. 


Experience is the only asset to 
the financial publicist gleaned 
from the “good old days.” Only 
for reference to hundreds of past 
achievements do we, the oldest 
and most experienced group of 
specialists in service to bankers, 
turn back the calendar. 


The Collins Service 


The Recognized Standard of Financial Adcertising 


Philadelphia, Pa. 





First National bank, of Chico, Cal., 
has plans under way for the erection of 
a $1,000,000 home. 


The Montavilla Savings bank of Port- 
land, Ore., has acquired. a lot 100 feet 
square as a site for its new bank build- 
ing. Plans contemplate a_ two-story 
brick structure with office space on the 
upper floor. 


At the annual election of the First 
National Bank, Mendota, IIl., the offi- 
J. §S. Richardson, 
president; Wm. Ultch, vice-president; 
Chas. Bradshaw, cashier; Jesse Fox, 
asst. cashier; and Max Bradshaw, 
bookkeeper. 
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Following were the officers elected at 
the first annual meeting of the Boule- 
vard State Savings bank of Chicago. 
Chairman, Robert H. Witte:  pres- 
ident, Frank J. Wilson; vice-presidents, 
L. Windmiller and A. F. Soska; eash- 
ier, Anton Wardzinski, and assistant 
cashier, Nicholas L. Sehank. 


State Bank Examiner Jackson of 
Pennsylvania has posted a notice on 
the door of the Bank of Conneautville, 
Pennsylvania, that the institution has 
made a general deed of assignment 
to him and that he has taken charge. 
The bank has a capital of $50,000 and 
its deposits are estimated at more than 
$700,000. 



























































































































































































































































































































































A Cheerful Spot In The Bank 








The above photograph shows a well-equipped club room in a Michigan bank for the benefit 
of its employes, where meetings are held once a week and lunches are prepared. 


MAKING A HAPPY 
BANK FAMILY 


SIX ago, In an endeavor to 

create a more happy family of em- 
ployes and secure better co-operation, 
the Capital National Bank of Lansing, 
Michigan, decided to form a_ club 
and as the bank had recently adopted 
slogan “The Bank of Friendly 
Service,” it was natural that the new 
organization should be known as the 
“Friendly Service Club.” 

Officers were elected and all commit- 
tees appointed from the list of em- 
ployes. Dues of 50 cents per month 


years 


as a 


were assessed and the elub 
Many of the officers joined 
employes came in 100 percent. A room 
in the Capital National Bank Build- 
ing was set aside for the clubs activities, 
furniture was purchased including piano, 
and a_ kitchenette arranged. “Pep” 
meetings for emploves were held at 
7:30 each Thursday morning and a 
general social meeting one evening each 
month. 

The club has grown in membership 
and activity over the passing years and 


started. 
and the 
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in September, of 1921, moved into hand. 
some quarters, specially arranged py 
the bank for this organization. Ep. 
trance to the club-room is off the mez. 
zanine floor, direct entrance being 
through the directors’ room. The space 
is 22x40 feet and the floor is of hard 
maple and polished. One end of the 
room is separated from the daneing 
portion by a low rail and this spaee 
contains articles of wicker 
furniture—floor lamp, davenport, read 
ing table, ete. The girls made curtains 
and drapes for all the windows. Plenty 
of musie is available the elub owning 
a piano and graphophone. 


various 


At the other end of the room in one 
kitchenette built, 
where gas, water and _ electricity are 
available. This kitchenette 
very handy as the girls particularly 
like to bring their lunches and are able 
to have a warm meal and gather around 
the table for jolly “nooning.” 

The elub will take up this winter a 
course in banking and a great deal of 
interest is being shown by the major- 
itv of the employes. 

The monthly evening meetings are 
shared in by families and guests of the 


corner, a has been 


comes in 


employes and much latent talent is 
brought out. ‘The Christmas meeting 


was a representation of the Friday 
afternoon before Christmas in a dis- 
trict school, the emploves all dressing as 
kids and going through a program of 
recitations and after 
which Santa Claus appeared in due 
form and distributed the gifts. The 
meetings each month are of such a 
nature as to invite the co-operation and 


songs, dances, 


interest of every employe. 


Edward P. Coffin has tendered his 
resignation as president of the Peoples 
Bank of Sewickley, Pennsylvania, on 
account of ill health. 


The Cleveland County Bank, Kings- 
land, Arkansas, has chosen A. R. Banks 
president to succeed E. R. Buster. 


GREGERSON BROTHERS 


CERTIFIED PUBLIC ACCOUNTANTS 
INCOME TAX CONSULTANTS 


We specialize on Income Tax work for Banks and Trust Companies 


OMAHA NATIONAL BANK BLDG., OMAHA, NEBRASKA 
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ROME C. STEPHENSON 


PRESIDENT, ST. JOSEPH LOAN AND TRUST COMPANY, SOUTH BEND, IND. 
FORMER PRESIDENT, SAVINGS BANK SECTION OF THE AMERICAN BANKERS’ ASSOCIATION 


The progressive and prudent business and banking thought of America 
has endorsed the idea of a complete audit of the commercial borrower’s 
books at regular intervals by a reliable and disinterested certified public 
accountant. 

The Reserve City Bankers’ Association, recognizing the importance of the 
complete audit, has gone on record in commending it as an essential practice 
in the regulation of sound business. 

The complete audit offers a two-fold advantage. It provides the business 
man with definite facts and figures concerning his affairs and it removes the 
temptation to appraise conditions with undue optimism. At the same time 
the complete audit strengthens the banker’s judgment in determining the 
actual condition of the borrower’s business, and thus contributes in a sub- 
stantial way to the development of exact information upon which all pros- 
perous business is founded. 


ee AE 
Published in the interest of better Business 


BY ERNST & ERNST 
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WHAT TO LOOK FOR 
IN BANK AUDIT 


How a systematic check of the 
records at regular periods seems 
to strengthen the internal control 


By WILLIAM F. ARNOLD 


~OME time ago I conceived the idea 
that smaller banks ought to be 
checked up monthly through the 
medium of “spot” audits. In other 
words, take a bank having $2,000,000 
in deposits as an example. I figured 
on arranging a two day a month audit- 
ing service. During such visit to a 
bank, the auditor would count the eash 
of one or two tellers, depending upon 
the time available. During the day 
the auditors would possibly also balance 
the notes, verify collateral held, cheek 
securities owned and held in safekeep- 
ing, reconcile correspondent bank 
accounts, ete. and see that everything 
from an operating and auditing stand- 
point was up-to-date. By following 
this method a bank of that size under- 
went a complete piece meal audit approx- 
imately every three months. A monthly 
report stating what was done was ren- 
dered for use, if desirable, at the monthly 
directors meeting. I know of one bank 
which passed a resolution to make these 
monthly reports a part of the records. 
This method of auditing piece meal, 
as it may be termed, seemed to have 
quite a deterrent effect upon the em- 
When it is known that a 
check up of an employee’s record and 
work may be made at 
effect is often very 
salutary. 


ployees. 


time, the 
noticeable 


any 
and 


INNA 


Following the monthly service, one 
complete audit was made sometime 
during the year. Such report contained 
complete comments with respect to all 
balance sheet items as well as income 
and expense accounts. Some of the 
more vital and important elements of 
the audit are: 

In making an audit of a bank a great 
deal of judgment must be exercised as 
te what is the more essential. For ex- 
ample, in certain banks all of the di- 
rectors, or at least some, watch the 
loans continuously. It is optional with 
the auditor to list or not list all loans 
in his report. It takes time in a 
larger bank to list these loans and 
unless such a schedule is put to some 
use the extra time necessary to pre- 
pare it is wasted and could be devoted 
to better advantage to some other pur- 
pose. Past due paper or notes, of 
course, should be listed at all times. 

Collateral on loans should be care- 
fully checked. We do not pay so much 
attention to the security held for we 
are often not in a position to judge 
its value. If there was too much secur- 
ity of one kind held as collateral, a 
note should be made of it. In the 
case of real estate collateral the papers 
are examined and in case of improved 
property it is essential to watch for 
assignment of insurance policies and 
expiration dates. 


A Helpful Record on 


Income Tax Returns 


and business man needs to simplify 


a a THE }BOOK every banker 
Shows 


the income tax problem. 


INCOME T Bp Tem ame) 49) 


you precisely what items constitute 
gross income and the items that are 


deductible. 


Reveals ina simple and 


definite way the complexities of the law 
and provides a compact and perma- 


nent record of tax returns. 


Many banks are buying these booklets in quantity 
lots for presentation to selected lists of customers. 
Your advertising on the cover affords valuable pub- 


licity in the community. 


Write Us For Details 


HUTCHISON--HELD--SHOCKEY 


608-112 West Adams Street, CHICAGO 
EMH NUNN LULL LTT 


reconcilement of 
accounts is 


The correspondent 
bank important. — State. 
ments from the correspondent banks 
should be sent direct to the auditor's 
office and after a few days have elapsed 
the auditor should return to the bank 
and reconcile these statements with the 
books. 

Safekeeping 
introduction of 


verifications since the 
the Liberty Bond has 
been a very important part of an 
auditor’s duty. If records are not in 
good shape this work often takes eon- 
siderable time, but should be carefully 
handled. It would surprise you if | 
would take the time to explain many 
of the erude records which I have ob- 
served in banks for the control of safe- 
keeping securities. I have only recently 
seen several out-of-town banks using 
nothing more as a record than the en- 
velope in which the securities were filed 
away. Such practice is grossly negli- 
gent and should not be permitted by 
National or State Examiners. 

A complete verification of checking 
and savings accounts is almost an im- 
possibility for any auditor. About the 
most reasonable safeguard in this con- 
nection is to take possession of these 
books upon entry to a bank or put 
some one in charge while the posting is 
being completed for the day, so as to 
avoid substitution of sheets. Checking 
account statements should not be left 
in charge of the bookkeeper for delivery 
at the end of the month, but should pass 
through the hands of a second party 
to provide for an internal check. Sav- 
ings accounts are often dormant for 
many months, but occasionally an ef- 
fort should be made at __ interest 
periods to have as many depositors as 
possible come in for their recording in 
their pass books of their accumulated 
interest. 

This interest recording should be in 
charge of responsible — senior 
clerk or junior officer who should at 
the same time verify the balance as 
shown on the ledger. Bookkeepers 
should not be allowed to keep the same 
books more than six consecutive months. 
This cannot always be avoided, but 
every effort to alternate work should 
be made. 

Cashier’s checks, drafts and _ certif- 
icates of deposit must be carefully 
checked by auditors. Daily totals in 
these accounts should always be checked 
back to the general ledger to avoid 
the danger of changing figures after 
the original entries have gone through. 
Daily totals should also be footed. 

Many precautions must be taken by 
the auditor dependent upon the con- 
ditions encountered. No hard and 
fast rules can be laid down which will 
apply in all cases. The fundamental 
principles are standard, but the ap- 
plication is different in practically all 
cases, 


some 
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THE KEYSTONE OF 
GOOD BUSINESS 


— and mercantile activity reaches its fullest 
development only as the credit structure is able to 


support it. 


~ 


Sound credits are based on®a definite knowledge of the facts 
concerning the commercial borrower’s business and these facts are 
obtainable only through a periodical and complete audit of the 


borrower's records. 


When the banker knows exactly the borrower's affairs as 
revealed in the certified balance sheet, he is better able to advise 
the borrower in a financial way, and at the same time safeguard 


his loans. 


A CONSTRUCTIVE AID 
TO EVERY BORROWER 


Big and little bankers find the com- 
plete certified audit a dependable 
means of enlightening the borrowers 
and at the same time safeguarding the 
bankers against loss. How many of 
your borrowers would derive benefit 
from a disinterested and reliable exam- 
ination of their records and how would 
your judgment be strengthened as a 
result in dealing with them? This 


question deserves the serious con- 
sideration of every banker, particularly 
at this time when the real facts con- 
cerning business are so essential to 
prosperity. 


Our wide experience in all lines of 
business enable us to offer the business 
man many helpful suggestions on how 
to strengthen his administrative forces. 


MAKING YOUR TAX 
RETURNS CORRECTLY 


Our tax department is ready to 
answer any of the questions growing 
out of the complexities of the income 
tax law. QOur knowledge of all the 
recent changes in the tax law will 


. 
simplify the problems confronting you 
and at the same time help you to 
make a prompt and correct return to 
the government. 


WOLFE AND CoMPANY 


Accountants 


(FORMERLY BAKER, VAWTER & WOLF) 


NEW YORK PHILADELPHIA INDIANAPOLIS MILWAUKEE TULSA CHICAGO 
KANSAS CITY DES MOINES OKLAHOMA CITY MUSKOGEE FORT WORTH 
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Edward Schafer, 
house of Sehafer Brothers, New York, 
has been elected a vice-president of the 
Continental Bank in that city. 


of the investment 





The Bank of Commerce, Lexington, 
Kentucky, has chosen Fred G. Stilz 
president to succeed I. W. Mantle who 
dide recently. 

Judge James G. Johnson of the Ohio 
Supreme court was recently elected 
vice-president of the Farmers’ National 
Bank, Springfield, Ohio. 





The Beatrice, Nebraska, State Bank 
has elected Loran J. Hobbs assistant 
cashier, 
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The Tyranny of 
Little Things 


Lloyd-Thomas, as an organization, is engaged 
in doing big things successfully by doing little 


The banker who bases a loan on a Lloyd-Thomas 
report has implicit faith in its accuracy, and 
yet, does he realize the myriad of little things on 
which this accuracy depends? 


The price of 1000 feet of lumber laid down at 
Louisville, the value today .of a turbine built 
twenty years ago, the cost today of installing a 
all these facts and a million 
more must be known, scientifically, accurately, 
dependably. Statistics — prices — records — 
data of every sort must be instantly available. 


Such fluent knowledge can be the result only 
of a closely knit, efficient organization working 


The banker who bases his loans on personal in- 
vestigation, or on the statements of a borrower, 
is working in the dark as compared to the 
banker who uses Lloyd-Thomas appraisals— 
authentically accurate because they are made 
up of a multitude of accurate facts. 


The |loyd-Ihomas Co. 


RECOGNIZED AUTHORITIES ON PHYSICAL VALUES 
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G. W. Wattles has disposed of a 
large part of his stock in the United 
States National Bank; Omaha, Nebras- 
ka. 

B. B. Munsey and associates have 
purchased the First State Bank of 
Richland, Texas, from J. A. Thompson. 


A, Knox has resigned the assistant 
cashiership of the Cantril, Iowa, Sav- 
ings Bank. He is succeeded by W. L. 


Hetzler. 
The First National Bank, Decatur, 
Indiana, has appointed Theodore F. 


Grailker cashier. 
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FIXING A DEFINITE PRO. 
GRAM FOR NEW BUSINESS 
(Continued from page 21) 
publicity material is 
publicity department. 


returned to the 
From this copy 
it is always possible to make postings 
to detailed each bearing a 
number which is the same as that given 
in the original budget schedule. Foy 
example, a purchase order for space 
in one of the local English 
newspapers would show, besides the 
serial number, which is never 
repeated, the account number to which 
the order should be charged, namely 
PB-553. The letters “PB” indicate Pub- 
licity Department and the number 553 
indicates the account to which the item 
should be charged. 


accounts, 


daily 


order 


In case it becomes desirable to keep 
some form of record as to which of the 
banking departments are chargeable 
for publicity expenditures, this infor- 
mation can be secured by prefacing the 
initials of each department in place of 
the initials “PB” on the 
order and in the accounts. 

Some thought should be given, of 
course, to the problems of the small 
bank with respect to its publicity bud- 
get. Even though a bank «pends only 
a few thousand dollars a vear for 
publicity it will secure great benefit 
from the adoption of a budget to cover 
these expenditures. 3ecause of the 
smallness of the sum the detail work is 
much lighter, but for the same reason 
it is all the more important that its 
use should be carefully laid out in 
advance so that all waste may be 
avoided. While it is unnecessary for a 
bank of this sort to keep detail records 
and elaborate accounts, still, current ex- 
penditures should be recorded and con- 
pared from time to time with the ap- 
propriations. Without a budget any 
bank, large or small, is always in doubt 
as to whether its publicity expendi- 
tures are being wisely made. With a 
budget, a bank knows what sins it may 
be committing in this field and is on a 
far way toward reform. 


purehase 


A new bank to be known as the Fort 
Worth Loan and Investment Company, 
Forth Worth, Texas, is being organized 
by H. B. Sands and Jack De Hart of 
St. Louis. It will have a capital stock 
of $200,000. 


Certificates for $159,000 additional 
capital stock were recently issued by 
the MeDowell National Bank of Sharon, 
Pa. The capital stock of the MeDow- 
ell Bank now is $300,000. The surplus 
also has to $300,000. 


been inereased 


Wrecking is under 
tion of a $100,000 building for the 
Jefferson Bank, St. Louis, Missout!. 
Work on foundation will start soon. 


way for the eree- 

















WHY THE TELLER IS ABLE 
TO MAKE OR BREAK 
FRIENDSHIPS 


(Continued from page 23 


A eustomer will bring his friends if 
he is pleased with you, and so the pro- 
cess never ends—for they bring their 
friends, too. But if a customer pulls 
out, through lack of tact made mad, 
some business he will put to rout, for 
he’s a harmful ad. 

Whenever a customer complains, a 
smile and word of cheer, backed up by 
active, tactful brains, will makes gloom 
disappear. Most any teller in a bank 
ean handle money well, but he who 
smooths the grumpy crank can sell as 
well as tell. 

Through friends, it pays to advertise, 
so turn a steady light upon that slogan, 
keen and wise—“‘The customer is 
right!” 

Any bank that renders efficient serv- 
ice in a friendly, personal, courteous, 
helpful way, can repeat the statement 
of Mellon—I do not refer to the Seere- 
tary of the Treasury, but to the baby- 
food manufacturer—“we are advertised 
by our loving friends.” 

And now let us discuss getting ‘em 
through solicitation. 

The new business department of a 
bank should be the business-getting 
machine in charge of this department. 
The central file should play its part as 
taking up one list after another for 
letter solicitation. Too many banks re- 
gard a central file as a thing to be filed 
instead of a machine to be used. 

It should carry the names of the 
customers in each department who should 
be customers of additional departments 
and the names of prospects that the 
bank aims to secure. And then, by 
volley after volley of letters and printed 
matter, it should bring in profitable bus- 
iness. 

The officers of a bank should be 
solicitors for business calling upon 
more important prospects themselves 
and co-operating through their sugges- 
tions and advice with the new business 


department. 
The employees should be trained 
salesmen. Campaigns for new savings 


accounts should be held at least once a 
year and every relative, friend and bus- 
iness associate of each of the employees 
should be a customer of the bank. 

There are many special methods of 
getting customers, for example the 
Christmas, Thrift and Vacation Clubs, 
all worthwhile mediums, if properly 
used and not conducted at too great an 
expense. 

Some banks have premium cam- 
paigns, but excepting in rare cases, these 
prove eventually to be unwise and un- 
profitable investments. 

The next medium I will discuss, I 
might call, “Improving Relationships.” 
Here is one of the biggest of all oppor- 
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When A. Man Is Sick! 


He wants advice on his own condition FIRST. 


When a concern is sick, it does the same thing, if 


it 1s a wise concern. 


As a bank, knowledge of your own or your cus- 
tomer’s condition should come FIRST. 


Until you know that, you are unable to safely 
outline your future action—no matter what the 
_ circumstances surrounding you. 


Actual conditions are revealed by our intensive 


audit and tax work. 


Our audit will show just “how you stand,” will 
render a basis on which you may safely proceed. 


Our tax work will show whether additional tax 
assessments should be expected. At the same 
time it will advise of your opportunities under 


the tax law. 


Have your audit work done and your tax returns 
compiled by a firm recognized for its knowledge 


in these lines. 


Milwaukee Detroit 


ACCOUNTANTS 








tunities for banks and one that is ad- 
equately developed by not more than one 
bank in a hundred. Let me explain what 
I mean. ‘ 

The officers of every bank should have 
their schedules arranged so that part of 
their time can be devoted to calling 
upon commercial customers. Every im- 
portant commercial customer should re- 
ceive at least two calls each year. These 
calls should be prompted by the spirit 
of friendship, not business, by showing 
an interest in the customer and not by 
asking him to show a greater interest in 
the bank. 

The officer should pay his respects to 
the company, should ask the privilege 
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’ ARCHIBALD HARRIS AND COMPANY 
Certified Public Accountants 


515 Marquette Building 
Chicago, IIl. 


" Decatur Kokomo 


* TAXPERTS 


VALUATION AND DEPRECIATION ENGINEERS 





of seeing the new addition to the plant, 
or the new machine, or the new product, 
and should ask to meet the new officer. 

Not once during his call should he 
mention the bank unless the customer 
starts the conversation in that direction. 


You may ask what is the good of such 
an interview. I will tell you how it 
works out in actual practice. The cus- 
tomer is pleased, he mentions the eall to 
his associates and, after receiving sev- 
eral calls, he takes occasion to make the 
remark frequently. 

“The Tenth National is certainly a 
friendly institution. They are always 
showing an interest in what we are do- 
ing at the plant.” When one of these 
























































16 


that a 
concern is Coming to town or hears some 


pleased customers learns new 


other good tip for the bank, he 


gets 
busv on the Furthermore 
to transfer his 
business to another institution or split 
it up among 


telephone. 
the flattering invitation 
two or three, generally 
gets the answer, “I’m quite well satis- 
fied, thank with the Tenth Na- 
tional.” 


vou, 


The small town bank should carry out 
these principles just as well as the big 
city bank. I heard recently of a coun- 
try banker who has a novel plan for 
developing friendship. He frequently 
jumps into his car and ealls upon the 
farmers of his community. He takes 
with him a camera. Then he snaps the 
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farm house or the prize live stock, or 
something else about the farm, in whieh 
the farmer takes particular pride. As 
he leaves, he says to the farmer, “Drop 
into the bank next time vou're down town 
and see the proofs of these pictures. 
I'll have any that you like finished up.” 
And these pictures led to the develop- 
ment of a beautiful friendship. 

And 


tomers 


letters to 
indirect 
A message of congratulation 
when the 
known to receive a big order; 


then occasional 
can be 
builders. 


should be 


cus- 
made business 
customer is 
all the 
parts manufactures of the 
town should be notified when the bank 
hears that a new automobile manu- 
facturing concern is to be moved to 


sent 


automobile 


RIDING SAFE THROUGH STORM 


The smith who forges the sturdy anchor chains in 
his smoky little shop is as much a hero as the life- 
saver. risking his life in shipwreck on the raging 


ocean. 


The earnest toil of America’s great army of workers 
with head and hand makes our industry ride safe 


through every storm. 


No man and no business can achieve leadership ex- 


cept through service. 


The First Wisconsin and its 


predecessors have labored in this district for nearly 


seventy years. 


Our aim now as in the past is to 


bring prosperity to city and state. 


FIRST WISCONSIN 
NATIONAL BANK 
Milwaukee 


FORWARD 1922 






Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
. 


town; a congratulatory messave should 
be sent to the general manager upon his 
election to the presideney. The con. 


tractors and building material people 
and everybody else who might be jn. 
terested 


should be notified 


when the 
hears of an opportunity — that 
would interest them. 
Such such letters I 
improving relationships. It 
Now let us diseuss building business 


bank 


ealls and term 


gets ‘en, 


through a progressive spirit. 
mind 


I have in 
mental attitude of 
lovalty and enthusiasm on the part of 


ereating a 


all the employees, maintaining a con 
tinuous pride on the part of directors 
and stockholders, manifesting interest 
in the town, the citizenship and the 
nation, and thus developing a character 
that commands respect and admiration, 
That gets ‘em. 

These points can be worked out in va- 
rious ways through talks to school 
children and invitations to classes to 
visit the bank, through talks on home 
economics to clubs, through 
talks on business and banking to or- 
ganizations of men, through leadership 
of members of the bank’s staff in worthy 
civic and philanthropic enterprises. 

In this connection I might. tell 
about the Farmers Trust Company 
of Lebanon, Pennsylvania, where they 
have not only a room for public meet- 
ings, but also a room for publie auctions, 
another for women customers, and still 
another for 
young corporations that have not as yet 
offices in which to begin business. This 


women’s 


homeless corporations— 


hank gives these homeless corporations 
desks, telephones and necessary equip- 


ment. It’s the biggest bank in a big 
district because its progressiveness gets 
“em. 

Let me say, however, that the most 


efficient bank service alone, or, in the 
ease of the manufacturer, the most de- 
sirable product always 
sufficient to build profitable business. 
Nearly always they require good ad- 
vertising to keep on building business. 

A few bank 
was in a ¢lass.all by itself, the lowest 
class in the publicity school. The early 
bank advertisement admitted that the 
bank was safe and was willing to accept 
In those 
days banks were money changers but 
not copy changers. They'd run the same 


alone, is not 


vears advertising 


ago 


business at a certain address. 


advertisement for a month, sometime 
for a year. But finally it was found 
that advertising could build buses 


for the hank, if it was properly writtel 
and properly displayed. 

So advertising has come to be a part 
of the banking business, just as It 
a part of the manufacturing and mer- 
chandising business. 

This is an advertising era in whieh 
two kinds of advice concerning money 
are given to the public. The great 
dominating ever-present advice in news 
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papers and magazines, on billboards, 
in street cars—almost everywhere 
throughout the length and breadth of 
the land is the invitation to spend 
money. Conservatively at first, then 
constantly with more vigor and more 
success, the banks are urging the people 
to save money. , 

That is pays to advertise was never 
better proved than during the period 
immediately following the armistice, 
when the invitations to spend met with 
a response to the form of a continuous 
national spending spree. 

But conditions haye changed. The 
easy-come, easier-go stage has passed. 
The fickle public is more ready to listen 
to the advice to save and wishes it had 
more money to spend in the banks. 

The banks of the nation have not ful- 
filled their advertising mission as_ well 
as have the stores. 

In the first place they haven’t suffi- 
ciently explained themselves to the 
public; they haven’t made themselves 
known as financial service stations; 
they haven’t won the friendship of hun- 
dreds of thousands of good prospects 
waiting to be convinced; they haven’t 
cultivated in the people the real thrift 
habit; they haven’t impressed upon the 
public mind many helpful services. ‘Too 
much of their copy still sounds as if it 
were written for the banker instead of 
for the public. 

But the banks are on their publicity 
way. Their advertising is continuously 
more informative. In Ohio the banks 
have much unusually foreeful and 
construétive bank publicity. 

And vet if the convenience and pro- 
tection afforded by the safety deposit de- 
partments were really understood there 
wouldn’t be a vacant box in any bank 
in the country. 

If the investment departments were 
thoroughy known, the wild-cat schemes 
and the get-rich-quick plans would not 
have a chanee. 

If the trust departments were fully 
appreciated, hundreds. of millions of 
dollars would be added to the bank’s 
business with the result that the country 
would have a happier and _ better 
prepared citizenship. 

What’s the answer? Advertise! 

John Dallgren has been elected pres- 
ident of the American Bank and Trust 
Company, Missoula, Montana, — sue- 
ceeding A. D. Stephens of Crookston, 
North Dakota. 





J. Edward Sauer was recerily re- 
tleeted president of the Ameriean Na- 
tonal Bank, Dayton, Ohio. 

C. E. MeNeill has been named vice-' 
president of the Farmers State Bank, 
Boone, Iowa, succeeding the late S. I.. 
Moore. J. H. Roberts is president, A. 
M. Burnside, cashier and Carl Roberts, 
assistant cashier. 
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When you enter 
Buffalo, the big 
building you see 
is this big bank 
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Bankers and business men are cordially 
invited to make our offices their head- 
quarters whenever they may be in Buffalo. 


Che Marine Crust Company 
of Buffalo 


Capital and Surplus, Seventeen Millions. ; 
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Announcement has been made of the 
appointment of C. C. Hunt, auditor of 


the Bank of California, Tacoma, 
Washington, as assistant manager. 


Revised plans are being prepared for 
a banking home for the First National 
Bank, Garfield, New Jersey. Bids were 
recently taken and rejected. 








An additional vice-presideney of the 
Industrial Trust Company, Bristol, R. 
I., was ereated at the recent annual 
meeting of the board of directors and 
the new office was filled by the election 
of William G. Roelker. 


A new trust department has been 
opened by the City National Bank, 
Lansing, Michigan. 


From the New York 
Herald of Sept, 21,1837. 
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Frank L. Dunn is the new vice-pres- 
ident of the Union National Bank, 
Wichita, Kansas. J. W. Craig, for- 
merly vice-president, becomes  chair- 
man of the board.’ 


Work has started on the new home 
to be oceupied by the State Savings 
Bank, Hartford, Connecticut. Work 
will be rushed for early occupancy. 


Congressman H. M. Jacoway has 
resigned his office to become active first 
vice-president of the Peoples Savings 
Bank of Little Rock, Arkansas. 


George W. Parker has been promoted 
cashier of the Army National Bank, 
Fort Leavenworth, Kansas. He was 
formerly assistant cashier. 
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Heavy Demand for Credit 


Money rates are relatively low, but 
the country is still full of hungry bor. 
rowers. This gives interest to the ques- 
tion whether prevailing interest rates 
are lower than they should be, judged 
by the growing demand for accommoda- 
tion. The threat of a national bonys 
law is developing a sufficiently impres. 
sive opposition ‘to cause misgivings as 
to the ability of those favoring such q 
law to secure its immediate enactment, 
It may be very difficult to withstand 
the movement, however, as it must be 
remembered that by far the largest por- 
tion of the beneficiaries are married 
men and, with the women now voting, 
there would be almost double the nun- 
ber of votes for the politicians to 
appeal to as could be reached if only 
the soldiers themselves were concerned. 
It would be a grievous burden, for the 
country to shoulder at a time when the 
people are making the fight of their 
lives to provide for high living ex- 
penses and the - serious strain of 
unemployment. The bonus Dill pre 
sents more than a political question, for 
the country’s purchasing power has 
been so greatly reduced as to make it 
a grave economic error to force upon 
the nation at this time a burden whieh, 
in the ordinary course of events, will 
not be removed for several generations 
to come. 
e** * * 


Statisties show that one-third of last 
year’s record-breaking failures resulted 
from incompetence. This is very in- 
teresting in view of the fact that Jan- 
uary failures also broke all records as 
to the number of mishaps involved. It 
is apparent that the present situation 
calls for extremely capable management 
in the effort to solve satisfactorily the 
pressing problems connected with the 
up-building of trade and finance. The 
general situation is much sounder than 
it was a year ago, because of the finan- 
cial sanitation work that has been ac- 
complished. The whole country is now 
doing business on a safer price level 
and, while the readjustment has been 
unevenly balanced in many particulars, 


the glaring inequalities of the war 
period have been corrected. It. 1s 


evident, however, that the present sit- 
uation calls for the mosf_ intelligent 
leadership and the exercise of great 
conservatism in all business affairs. 
The situation has its strong points and 
a saving feature is the desire of most 
business men to avoid speculative risks 
and to operate so as to safeguard ther 
business against possible contingencies. 
—The First National Bank, Philadel- 
phia. 


Additional quarters will be added to 
the building oceupied by the First Na 
tional bank, South River, New Jersey; 
Architect has taken bids on the work. 
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WHO IS THIS NEW 
BUSINESS MAN? 


(Continued from page 27) 
vertising is different from commercial 
advertising to some extent. You must 
yemember that the merchant advertises 
q certain article at a certain price and 
all a bank has to sell is “service” with 
a price range from the $100 aecount to 
the $100,000 account. You must re- 
member that the $100 man must receive 
the same service as the $100,000 one, so 
Isay a bank man can write his message 
better than an advertising specialist. 
Don’t misunderstand me, I am a 
believer in the ad-specialist. The 
ideal combination is the bank man and 
the ad man. 

He must know intimately the inside 
workings of each department—where 
duties start and where they stop and 
the staff of each department. For in- 
stance, suppose a stranger came to his 
desk and asked how he could transfer 
some money from a distant city to this 
bank. How much better it sounds and 
how much more of an impression it will 
make with the stranger for him to say, 
“Come over to the collection depart- 
ment and our Mr. Jones will be glad to 
help you,” than to sey, “Go to Window 
Number 14.” 

He must be polite and courteous to all, 
remembering always that “All that glit- 
ters is not gold,” and “That diamonds 
in the rough are very valuable,” because 
the poorly dressed working man or 
woman that has been drawn to your 
bank by your ads, may be making their 
first visit to a bank to deposit the sav- 
ings of a life time. There are many 
stories the new business man could 
write about just such eases, and the way 
they are greeted and met will either get 
or not get the signature on the dotted 
line. 

He must be active and willing to 
verve his town or city, because by so 
doing, he will bring his bank into closer 
touch with the public. He must always 
bear in mind that it is his bank and not 
himself that he is advertising. 

He must always be on the lookout 
for new business. A small insignificant 
line in the paper may be the cause of 
him being the first man to interview a 
new business and land the account. 

He must be careful about the prom- 
ies he makes, confining them to gen- 
ral efficiency. Let the credit depart- 
ment take care of the credit end. He 
‘an best fill his position by being on the 
floor of the bank during the business 
hours, greeting and helping strangers, 
ad using the afternoons for his calls. 

Last but not least, he must be a man 
vith a willingness and desire to serve 
after he has sold his bank to the people. 
The board of Seishin of the First 
National Bank, Farrell, Pennsylvania, 
have appointed P. C. Haasler, cashier. 
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CONVERTING 
COLLECTIONS INTO 
CASH 


Why waste time and money by 
-allowing your cash or collection 
items to lose a day in bank or post 


Sending your business to this bank 
for collection is equivalent to send- 


Our twenty-four-hour Transit De- 
partment which receives and dis- 
patches mail day and night, insures 
you against avoidable delay. 


All items handled at par lee cor- 


No charge for tele- 
graphic transfers. 


PHILADELPHIA 
TIONAL - 
BANK 


PHILADELPHIA, PA. 





Robert B. Vickery, president of the 
State Bank of ‘Suamico, Wisconsin, was 
elected president of the newly organ- 
ized - Brown County, 
Bankers’ Development Association sev- 
eral weeks ago. 





P. T. Cleghorn has been elected pres- 
ident of the First National Bank, at 
Stockton, California. 








The Bank of Sherrill, Arkansas, will 
erect a new home. It will be completed 
in the early summer. 
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Wisconsin, - 


Aleott Christensen, cashier of the 
Bank of Wanderoos, Wisconsin, has re- 
signed to enter a grain cOmpany. _ 

‘The Citizens Trust and Savings 
Bank, Los Angeles, California, has pro- 
moted C. Summer James, trust officer, 
to a vice-presidency. Roy D. Davis, 
cashier, has been appointed vice-pres- 
ident and cashier. 





anaes Ruedebusch, eee of the 
State Bank of Mayville, W 
resigned. 


isconsin, has 
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AMERICA’S OLD COINS 


A department devoted to a phase of Americana, 

revealing interesting bits of history of American 

coinage from the earliest days of the Republic 
By THEODORE J. VENN 


Member of the American Numismatic Association 


ISABELLA SILVER QUARTER 

HE Isabella quarter, known as the 

“only United States Coin bearing 
the head of a foreign monarch,” was 
issued by the government to enable the 
Board of Lady Manager of the World’s 
Columbian Exposition to raise sufficient 
funds to pay, or assist in paying, the 
various expenses ineurred by the 
hoard. It was coined m 1893 and the 
aim was to sell the entire issue at $1 
each. It was impossible to dispose of 
all of them at this price, however, and 
some years ago the ;remainder were 
sold at wholesale at considerably below 
the $1 figure. 

For a number of years this coin has 
been fluctuating in value between 65 
and 75 cents, but within the past year 
or two it has been getting pretty close 
to the mark at which it was originally 
issued. It occupies a far more favor- 
able position than do either of the 
Columbian half dollars, only 40,023 of 
them having been coined, and in the 
event of further increase in demand ad- 
ditional advances are likely to come. 


$4 GOLD PIECES OR ‘‘STELLAS’’ 


The $4 gold piece, or “Stella,” as it 
is frequently called on account of the 
large star which appears on the reverse 
of the coin, is another of the rarities of 
our American coinage and is much 
sought by advanced collectors. Strictly 
speaking, this is merely a pattern piece, 
not a coin, no authorization of the issue 


Why Not 


ever having been received from Con- 


vress. There are two of these pattern 
extant, one bearing the date 
1879, the other 1880, the latter being 


much the rarer eoin. 


pieces 


Proof specimens of both these pieces 


First Coins Siruck at 
United States Mint 


HAT are known as the Martha 

Washington dimes and half 
dimes were the first coins struck by 
the United States mint. They were 
coined in 1792 and are said to have 
been struck from silver plate fur- 
nished by Martha Washington. 
They were experimental pieces and 
are rather crudely executed. In 
addition, our early French die sink- 
ers made a mistake in spelling the 
word dime, it appearing as ‘‘disme™ 
on both the denominations. 

These dimes and half dimes are 
both very rare pieces, especially the 
dime. ealers offer from $20 to 
$30 for the dime and $5 to $8 for 
the half dime, but both denomina- 
tions bring figures far in excess of 
this at public sales. 


were offered at the Wilharn sale less 
than a year ago, the 1879 selling at $112 
and the 1880 at $275. In a later sale 
at New York an 1879 “Stella” brought 
$155, which is the highest record for 
this coin. 

The comparatively few “Stellas” 
which are in existence are mainly the 


Write Life Insurance 


at odd times? 


It would be a change of work, which is real recreation. It would not interfere with your 
work in or for the bank. Other bankers have found that it brought new accounts. It would 
add measurably to your income. Some of the most successful life insurance agents are part 
time men. Some of the largest producers started as part time men. The head of the Con- 
servation Department of the Farmers National Life was a part time agent. The Assistant 
Secretary and Acting Treasurer of the Farmers National Life was a successful banker until 
he took up life insurance and found that he liked it better. The Farmers National Life has 
grown in business in force and assets three times as fast as the average of companies of its age. 
There's a reason. The Farmers National Life is in an exceptionally strong financial condition 
—has $1.40 of assets for each dollar of total liability. It has a larger surplus to policy holders 
than companies much older and having four or five times as much business to protect. A 
very few companies, if any other company, has as complete a !ine of policies. They permit a 


risk to be written on those aged from one day to sixty years and even older. 


Nearly every 


form carries the accidental death benefit and the monthly income total disability provision 


‘ Write for full information to the 


FARMERS NATIONAL LIFE INSURANCE CO. 


WRITE NOW 


F. N. L. Building, 3401 Michigan Avenue 
CHICAGO, ILLINOIS 


exemplars which were given members 
of Congress when the question of 
authorization of their coinage came be. 
fore that body. As the enabling age 
never was passed, naturally none of the 
pieces ever got into active cireulation 
except as a matter of accident. There 
always has been a, large premium oy 


| 
these coins. 


THOSE RARE FLYING EAGLE 
SILVER DOLLARS 


Between the time of the discontinya. 
tion of coinage of silver dollars jy 
1805 and the resumption of the issue in 
1840 a very interesting series of what 
may practically be called pattern pieces 
made their appearance. These ar 
what are known as the flying eagle dol- 
lars, so named from the large flying 
eagle which appears on the reverse of 
the coins. These pieces were struck in 
1836, 1838 and 1839, end they are all 
more or less rare. According to the 
records there were 1,000 of the 1836 
issue coined and 309 of the. 1839, 
There are no coinage statistics on the 
1838, which is the greatest rarity of the 
series and second rarest of the entire 
dollar issue, only the dollar of 1804 
surpassing it in value. There was no 
congressional authorization for coinage 
of these dollars, consequently they never 


. got into active circulation although the 


regular issue of Liberty seated dollars 
which began in 1840 is similar on the 
obverse, the reverse is entirely different. 

There are several minor varieties in 
each of the years of issue of these flying 
eagle dollars and these small differentis- 
tions of dies have a large effect on 
the value of the coins. In the Manning 
sale of last May the flying eagle dollars 
went at the following figures: Dollar 
of 1836 with name Gobrecht (the de 
signer) on base, $26; dollar of 1836 with 
Gobrecht below base, $155; dollar of 
1838, $250; dollar of 1839, $67.50. 
These were all proof coins as indeed, 
are the great majority of all the flying 
eagle dollars. Those that are not so are 
usually dollars in which the original 
high polish has been worn off through 
rough usage. 


GOLD DOLLAR OF 1875 SETS 
NEW RECORD 


In the sale of the coins belonging 
the estate of Lewis C. Gehring, a bank 
er of Brooklyn, N. Y., there was § 
proof specimen of the 1875 gold dollar 
the total coinage of this piece for 
the year having been 420. + 
auction was held in New York City 
last August and in deseribing this co” 
the catalogue said: “Some have hunted 
forty years and haven't got 
He must have told the truth for afte 
lively competition the piece went under 
the hammer at $125, a new record for 
the coin. 
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1U. S. $2.50 GOLD PIECES 


Next to the $1-and .$3 gold pieces, 
quarter eagles have been most favored 
by collectors of United States gold. 
The $2.50 gold piece war first coined in 
1796 and has been struck continuously 
since then except in the years 1799-1801, 
1803, 1809-1820, 1822, 1823, 1828, and 
during and since the late war. 





Due to the suspension of coinage of 
quarter eagles and the large increase in 
price of $1 and $3 gold pieces under the 
erowing numismatie demand there has 
been a considerable call during the past 
year for all $2.50 gold pieces of the 
Liberty head type—the issue prior to 
1907—even those of the most common 
dates. This demand is «ttributed large- 
ly to manufacturing jewelers, who use 
the coins in fashioning various articles 
of personal adornment, and to the eusto- 
mary demand for the smaller gold 
pieces for presentation purposes. All 
dates of the $2.50 issue struck prior to 
1834 are in the scarce and rare classifi- 
eation. The 1834 coin bearing the “E 
Pluribus Unum” motto is also rare, 
while the other type of the 1834 is 
quite common. 













































: ‘*‘FREAK’’ COINS 
10 There are collectors who indulge in 
ze all sorts of strange fancies. Among 
er them are those who delight in gathering 
he all the “freak” coins they-can lay hold 
Ts of. Under this classification come all 
he those pieces which have met with some 
it. accident during the process of coinage, 
in such as misstruck coins. Coins that are 
ng way off center, or those in which the 
is dies were broken to such an extent as 
on to cause all sorts of distortions to 
ng features or other prominent parts of 
ars the coins, especially if they produce a 
lar Indierous effect. Such “freaks” also 
de. include bank notes which have been the 
ith victims .of accidental or intentional 
a misprinting, as, for instance, the back- 
0. ing of a face side with another face or 
ed a reverse with another reverse. Such 
Ing misprints occasionally zet out and there 
ae are a few collectors who eagerly seek 
inal them. It would be impossible to esti- 
ugh mate the value of such objects, however. 
UNITED STATES HALF CENTS 
; Half cents always have had a strong 
hold on the American Collector, largely 
due to the fact that they are coins of the 
g to smallest denomination ever struck by 
ank- the United States government, and also, 
as 8 no doubt, because the issue has been 
ollar, obsolete for over sixty years, coinage 
for of the pieces having ceased in 1857. 
The {There are quite a number of minor 
City die varieties in the various years of 
colt sue and the popularity of these coins 
unted among collectors will be more readily - 
It oa when the fact is stated that 
after re have been a number:of fair sized 
oa monographs, treatises and * brochures 


Written which deal solely with the half- 
(Continued on page 73) 
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SAPET Y 


12,458 new savings depositors 
came to us recently within a period 
of ninety days.’ 


Expressions of confidence such as 
this from the general public make 
us feel more than repaid for the 
conservative policies and the care- 
ful banking practice that have 
effectively safeguarded every 
dollar deposited here since the 
bank first opened its doors in 1869. 


To safeguard deposits is a bank’s first 
responsibility. Safety is assured by: 


{a} Ample reserves of cash and of choice 
securities on which cash can quickly 
be realized. 
{b} Strong capital and surplus. . 
{c} The character of commercial accounts 


which the bank’s policy attracts. 


{d} The constant vigilance, seasoned ex- 
perience and balanced judgment of 
the management. 


Back of every service this bank offers 
stand its $2,000,000 in capital; its 
$2,700,000 in surplus; its fifty millions 
of resources; its 53 years of conserv- 
ative banking experience; and a director- 
ate thoroughly representative of the best 
business interests of the Middle West. 


The ‘company which places Safety first in select- 
ing its bank thereby associates itself with the 
best and most conservative business concerns. 








UNION TRUST 
COMPANY 


Madison and Dearborn Streets - - 


DIRECTORS 


Charles K. Foster Benjamin H. Marshall Craig 
Caldwell ~-+> Hale Holden 


William R. Abbott 
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Do You Invest in Advertising 
or Merely Buy It? 


"[ HERE are two distinct types of advertising copy—and 


two distinct types of advertising mediums. 


One type 


sells the advertising copy or medium. The other type sells 


something for the advertiser. 


You can invest in advertising on the 
same basis that you invest in securities 
or property. You can set definite stand- 
ards of performance for your advertising 
and can judge its efficiency on its delivery 
of results along the lines of those 
standards. 


There are at least four factors in Out- 
door Advertising that are of especial 
interest to the banker and are of especial. 
value in judging the value of an invest- 
ment in that medium. 


The first is the fact that Outdoor Ad- 
vertising is based on tangible property 
rights; that is, the locations of outdoor 
displays are on property either leased or 
owned by the outdoor advertising plant. 
The revenue to the property owners is 
based upon the advertising. value of 
the location. 


The second is the character of the 
structures that bear the display: sub- 
stantial, attractive structures that give 
solidity and the impression of permanence 
and reliability to the message displayed. 


_ Long life of the copy, frequency of 
impression, vigilant presentation of the 


message: these make up the third factor; 
and the fourth is 


Economy. Analyzed from the invest- 
ment standpoint, Outdoor Advertising 
delivers, on an average, from three to 
fifteen times as much publicity-power 
as the same money can buy in any other 
medium. This is a fact that can be 
demonstrated -in connection with any 
well-planned Outdoor Advertising 
campaign. 


These factors, and the many other 
features of Outdoor Advertising that give 
it high impression-value and efficiency of 


_Operation, account largely for the turn 


to this medium by bankers throughout 
the nation. In Chicago alone over fifty 
banks are using Outdoor Advertising at 
the present time. _ 


Would it not be good business for you, 
in your own advertising plans or in the 
plans for your customers which come 
before you, to consider from an invest- 
ment standpoint, the use of 


OUTDOOR ADVERTISING 


CHICAGO 
Harrison, Loomis 
& Congress Sts. 


NEW YORK 
Broadway & 5th Ave. 
at 25th St. 


Branches in 45 ‘principal cities operating in or representing over 8500 cities and towns 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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INDICTED IN PANAMA, 
ILLINOIS, HOLDUP 


N December 12, 1921, the State 

Bank of Panama, Illinois, was held 
up by a daring band of St. Louis, Mis- 
souri, bandits, who obtained $13,121.54 
in currency. 


Investigation of the case revealed the 
fact that local parties were associated 
with the criminals and had, in fact, as- 
sisted them in their plans before and 
after the robbery. Detectives obtained 
valuable information which was turned 
over to the Burns Detective Agency 
and from this information elues de- 
veloped that led to the ultimate capture 
of most of these criminals. 


State’s attorney Frank Ramey of 
Bond County assumed personal charge 
of this investigation certain 
information pointed to the police of- 
ficers of the county as being implicated. 
The citizens also co-operated in identi- 
fying the photographs of these bandits 
which were on file at the Identification 
Bureau of the St. Louis Police Depart- 
ment. 


beeause 


The following were indicted: Sheriff 
John W. Wilson; Jerry Brown, at 
whose home the money was divided; 
Constable Battleson of Greenville; Paul 
Durling, Greenville; Johnson Mayfield, 
Greenville and Lawrence O’Malley of 
St.. Louis: all for burglary, lareeny, 
assault with intent to kill, and perjury. 
Paul Durling pleaded guilty on two 
counts and received a coneurrent sen- 
tence which aggregates 34 vears in State 


Prison.——l/l/nois Bankers Association. 


The Alarm 
That Leads 
Them All 


The Safety Burglar Alarm 
is safeguarding hundreds of 
banks and giving genuine 
satisfaction. 


Real protection at minimum 
costs. 


Send for Catalog 


Safety Burglar Alarm Co., Inc. 
16 Fulton St., W. GRAND RAPIDS, MICH. 


M. R. LOMBARD 
Great Northern Hotel, Chicago 
Western Representative 





Clever Forger Active 

. Robert Thornton has defrauded ap- 
proximately forty banks-in the States 
of Wyoming, Nebraska, Montana, Kan- 
sas and Missouri. His method of oper- 
ation is to open an account at a bank 
by making a small cash deposit. He 
claims that he is working on a farm in 
the locality or is going into business. 
A few days later he returns to the bank 
with two checks, purporting to be 
drawn by an individual or a firm on a 
a bank in some distant city. He claims 
that one of the checks is payable to him- 
self and the other one to his brother. 
He requests that the check payable to 
himself be entered for collection, but 
states that his brother desires the eash. 
In practically every instanee he has 
been successful in obtaining the funds 
on his brother’s check. Both checks, of 
course, are worthless. 


BOGUS DRAFTS IN 
CIRCULATION 


N operator is negotiating, in various 
cities, bogus drafts purporting to 
have beenissued by the Boatmen’s 
Bank, St. Louis, Mo., drawn against 
the Bankers Trust Co., New York, N. 
Y., and bearing a signature purporting 
to be that of J. W. Reinholdt, cashier. 
On the bogus drafts the name of the 
bank appears as “Boatmens’” instead 
of “Boatmen’s.” He previously used 
bogus drafts purporting to have been 
issued by the Englewood. State Bank of 
Chieago, Ill, ostensibly signed E. W. 
Stansbury, cashier, payable through 
either the Irving National Bank or the 
National City Bank of New York. 

His method of operation is to insert 
_an advertisement in a newspaper for 
a secretary. 


He engages several secre- 
taries in each city in which he operates 
and requests eaeh of them to deposit 
in their bank for colleetion a draft 
which he has received from his firm, 
as he has not as yet established banking 
connections in that. city. 
later he gives each“of his secretaries : 
draft in an amount‘of from $200 to 
$400, stating he has received same for 
salaries, and requesting each of. them 
to cash the draft. When the money 
represented on these drafts is turned 
over to him, he pays each secretary the 
salary agreed on, pockets the remainder 
of the money and disappears from the 
vicinity. In some instances this man 
hires a suite of offices, stating to each of 
the secretaries that they are to report 
for duty as soon as he advises them that 
the offices are furnished.—American 
Bankers Association. 
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Bellair State Bank Burglarized 

On the night of January 23rd burglars 
entered the Bellair, Illinois, State Bank, 
and blew the safe containing approx- 
imately $3,000 in eurreney and about 
$1,800 in Liberty Bonds. Entrance to 
the safe was gained by knocking off 
the combination and blowing it with 
five charges of nitro-glycerine. The 
third charge of “soup” blew a portion 
of the inner safe door through the front 
of the building. The town has about 
250 people, yet no one saw the buglars 
at work, except a cripple who was un- 
able to come to the aid of the bank. 


Forger Defrauds Banks 

John H, Sexton, alias John R. John- 
son, became possessed of a book of 
United States Postal money orders and 
forged the signature of the Postmaster 
thereon and passed these cheeks in 
Indiana and Illinois. He is an old 
offender having served a term for for- 
gery in the Southern Illinois Peniten- 
tiary, being sent up from Danville, 
Illinois. He is also suspected of pass- 
ing a number of worthless checks and 
this warning is given to prevent his de- 
frauding any other bankers. 

Bank Fidelity Bonds 

Fidelity bond rates have been in- 
creased as follows: Banks with capital 
of $25,000 and upward, $3.00 per thou- 
sand; banks with capital of less than 
$25,000, $4.00 per thousand. Present 
rates are $2.50 per thousand, without 
regard to the capital of the bank. The 
new rates will be effective on renewals 
March 1. 


THE ONLY one | 


OF ITS KIND AND 
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A day or so 


THAT’S THE BEST 


Bankers Automatic Alarm is oper- 
ated without Hands or Feet. It 
guards every inch of your bank, 
every minute of the night and day 
and is an untiring watchman. 


Earns the very largest discount 
rate. 


Write for circular and let us tell 
you how our system pays for itself 


BANKERS AUTOMATIC ALARM CORP. 


100 N. La Salle St., CHICAGO 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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HE illustration shows the interior of the FIRST NATIONAL BANK OF 

WELLSBORO, WELLSBORO, PA. The screens of the tellers’ cages are Safetee 
Glass, which is absolutely bullet proof. There is no wire mesh insertion—the 
glass is crystal clear and you can not shoot through it. 
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BULLET 
PROOF 


WON'T SHATTER OR FLY GLASS 


Protected by U. S. Patents 











Can Not Shoot Through It 


Safetee Bullet Proof Glass is crystal clear with no wire mesh insextion. 
Should be used in windows and doors, separating public space from 
working space, also in Tellers’ windows. Prevents > because 
officials and employees can not be intimidated. 


BELOW IS A PARTIAL LIST OF BANKS WHICH HAVE INSTALLED SAFETEE GLASS RECENTLY: 


FEDERAL RESERVE BANK..................05- _.Chicago, Ill. HARTFORD TRUST COMPANY.............. Hartford, Conn. 
NATIONAL UNION BANK OF BOSTON....... Boston, Mass. HILLMAN COAL & COKE COMPANY...... Pittsburgh, Penn. 
FIRST NATIONAL BANK OF WELLSBORO.. . Wellsboro, Penn. pte RAL ence re . Kansas City, Mo. (Collection Car) 
FOREST COUNTY NATIONAL BANK........ Tionesta, Penn. TR gh ANK....St. Louis, Mo. (Collection Car) 
SAVINGS INST. OF SANDY SPRINGS...Sandy Springs, Md. THEE ENINSULA BANKING COMPA aoe eee 
NATIONAL BANK OF ORANGE COUNTY.....Goshen, N. ¥ : -Bernville, Penn. 

: = ae ees THE on RS ase BANK OF FREEPORT. . Freeport, Penn. 
WINDSOR SAVINGS BANK.................000- Windsor, Vt. ALEM 


ye ee Pe ee a ret Salem, Indi 
THE CLARKSTON STATE BANK........... Clarkston, Mich. CITIZENS NATIONAL BANK “Lourel, Md. 


We shall be pleased to tell you what Bullet Proof Safetee 
Glass can do for you, if you will afford the opportunity 


SAFETEE GLASS COMPANY 


Broad and Wood Sts. 
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PHILADELPHIA, PA. 
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THE J. BAUM SAFE & LOCK CO. 


617 East Front Street 


Cincinnati, Ohio 


Manufacturers of Safe Deposit 
Boxes, Vaults, Chests, and the only 
solid, one-piece, back and front fire- 
proof safe on the market to-day. 


Let us Serve you 


“sO banking institutions, large 
and small, planning new equip- 
ment or alterations, we tender the 
services of our trained staff of 
engineers, for surveys, estimatesor 


counsel. No charge or obligation. 


39 years of knowing how 


THE NATIONAL SAFE COMPANY 
FOUNDED IN 1883 
Cleveland, U.S. A. 


Makers of High Grade Bank Equipment, 
Safes, Vaults, Seal-joint Safes 








The State Bank of Syracuse, Indiana, 
has been reorganized. Stephen Free- 
man is the new president, succeeding 
S. L. Ketring. Other officers are Joseph 
P. Dolan, vice-president; Aaron A. 
Rasor, second vice-president; W. M. 
Self, cashier; Sol Miller, assistant 
eashier; and Mrs. Getrude Foster; 
second assistant cashier. 


The Columbia Bank has opened its 
new quarters at Fifth Avenue and 
Forty-third Street, New York. 


The Marion National Bank, South 
Carolina, will erect a new home on a 
site purchased some time ago. The 
building will include offices and a store. 








Bank Bandits Caught 

On August 21, 1921, the Metaline 
Falls Bank, Washington, was held up, 
Liberty Bonds and eurreney being ob- 
tained by the bandits. Detectives im- 
mediately took up the investigation. 
Several suspects were investigated and 
eliminated and it became evident that 
the operators had left the vicinity. On 
Friday, November 18, 1921, attention 
was called to two men who were dis- 
posing of Liberty bonds under suspi- 
cious cireumstances. The local post 
office inspectors. were notified, and 
on November 21, 1921, the two men who 
were selling these bonds were placed 
under arrest by the post office inspectors 
and local deputy sheriffs. The two men 
were questioned and both confessed to 
having held up the bank. Almost all 
of the bonds stolen from the bank were 
recovered. 

Charles D. Ott has acquired an in- 
terest in the Security State Bank, Pipe- 
stone, Minnesota. 





The Kenwood National Bank, Chi- 
cago, has moved into its new quarters, 
4636 Grand Boulevard, directly across 
the street from its old building. 


The First National Bank, Richmond, 
Virginia, has appointed Harry B. Cul- 
len assistant to the president. 


Julius Morgan and associates have 
purchased an interest in the Commer- 
cial Bank, Savannah, Georgia, having 
been elected cashier. i 

The Standard Savings Bank, Wash- 
ington, D. C., recently elected Wistar 
M. Balderston, vice-president. 


The Farmers Savings Bank of 
Calamus, Iowa, has named Herbert 
Croft cashier. 
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WHY NATIONAL BANKS 
DESERVE PROTECTION 


“TT is just as necessary today for the 

Federal Government to protect its in. 
strumentalities—the national banks— 
against unwise, if not hostile, and dis. 
criminatory legislation by the states and 
their sub-divisions, as it has been at any 
former time.” 

This is the emphatie opinion of 
Oliver J. Sands, Chairman of the 
American Bankers Association Special 
Committee on Taxation of National 
Banks, as expressed to the House Con- 
mittee on Banking and Currency at its 
hearing on the MeFadden Bill, a pro. 
posed amendment of Section 5219 of 
the revised statutes which for more than 
a century has protected national banks 
from unfair taxation. In his statement 
Mr. Sands said in part: 

“During the fifty-eight years which 
R. S. Section 5219 has been a part of 
our laws, some thirty-six cases involy- 
ing the taxation of National bank 
shares, have gone to our highest court. 
Of these the banks have won ten and 
lost twenty-six. Not since 1887 until 
1921 have the banks won a single case— 
a period longer perhaps than the Con- 
gressional experience of imost of the 
members of this committee. During all 
this time the Supreme Court has held 
firmly to the meaning of this section. It 
has never wavered in holding that the 
law afforded a haven of refuge to the 
banks from unfriendly and hostile legis- 
lation by the states against them, and in 
favor of other competing interests; 
never once has it afforded the banks a 
means of escape from taxation which was 
just and fair; the test in each case 
being the exceedingly practical one 
‘Does the tax discriminate against Na- 
tional banks by favoring competing in- 
terest in whatever form they may exist? 

“To the National Banks this has 
seemed the essence of the spirit of fair 
play. They ask for nothing more; they 
are willing to accept nothing less. See- 
tion 5219 in its present form is remark- 
ably elastic in its application. It can 
be made to fit perfectly into the tax 
system of any state. Of couse, it fits 
into the general property tax systems of 
states like Illinois. It can be adapted 
by proper state laws to fit into the 
systems of states like New York and 
Wisconsin, which have adopted the 
graded income tax in lieu of the property 
tax on intangibles. Simply impose the 
income tax at the graded rates on the 
net income of the bank, which is the net 
income of the shareholders as an entity; 


divide this tax by the number of 


shares and each shareholder bears his 
proportionate part of the tax. It fits 
perfectly the classified tax system 0 
states like Minnesota, Virginia and 
Pennsylvania—simply classify bank 
shares and tax them as you tax other 






Se ee ee ae ee a ee eel lll oC; 








competing forms of investment. This 
was literally every single thing decided 
py the Supreme Court in the Mer- 
chants Bank case. The precise point 
was decided in 1886 in the Boyer case 
for Pennsylvania. Tax Commissioners, 
representing a few states, have indus- 
triously labored to make it appear to 
you that the decision in the Richmond 
ease is acting as a block to progressive 
tax legislation. Be not deceived. The 
Pennsylvania case was decided thirty- 
five years ago. Pennsylvania has acted 
upon that decision in good faith ever 
since taxing bank shares at the rate of 
forty cents on the hundred dollars, 
the same as other competing invest- 
ments in that state, and I have not 
heard of Pennsylvania being blocked in 
her progressive legislation, and not once 
in all the thirty-five years has she been 
in bankruptey or applied for a re- 
ceivership. 


“The cardinal principle of the taxa- 
tion of National banks was proclaimed 
by the Great Chief Justice in MeColloch 
V. Maryland; namely, that a national 
bank is a Federal instrumentality as 
much so as a post office, a custom house, 
or a military camp, and hence being a 
Federal instrumentality is not itself 
subject to state regulation or taxation; 
the shares of stock, however, are an 
entirely different matter. By the per- 
missive legislation of Seetion 5219, the 
states are allowed to tax this provided 
that the tax does not exceed the rate 
imposed on other competing  invest- 
ments. If the Tax Commissioners 
would thoroughly digest this principle, 
I believe we would come into closer 
accord. They talk of taxing the bank 
on its business, its earnings, ete. This 
is contrary to the principles of our Gov- 
ernment. When Congress throws down 
the bars and permits state taxa- 
tion of post offices, the custom houses, 
the forts and other Governmental instru- 
mentalities, on the basis of the amount 
of business they do, the national banks 
will not be at all reluctant to be taxed 
on the same basis. Until this is done, 
national banks themselves are, and of 
right ought to be, entitled to the same 
relief from state taxation, and their 
shares should not be taxed higher than 
other competing forms of investment. 
I maintain, due largely to the failure to 
grasp the principles above adverted to, 
and I believe that any gentleman here 
who has ever had to appear before a 
state or local legislative body in the in- 
terest of banks, will agree that there is 
such a mass of misinformation, or lack 
of information regarding banks, and 
national banks in particular, that even 
from the hands of some of our most re- 
Spected legislators it is hard to get 
— that is always equitable and 


“A unified system of banking in this 
country under Federal law, in our judg- 
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The Principle of the “Lock Behind the Lock’ 


N Medieval times, city and castle gates 
were barred or barricaded against the 
assaults of the enemy’s ram. 


In modern times this principle of the barricaded 
docr is used on INVINCIBLE Safe Deposit Boxes as 
additional protection against the assaults of thieving 


door-sledgers and lock-punchers. 
called the “Lock Behind the Lock.” 


This feature is 
It is patented, 


and used exclusively on— 


INVINCIBLE 
Safe Deposit Boxes 


The “Lock Behind the Lock” is a fixed steel bar set 
squarely behind the INVINCIBLE seven-tumbler, 


double-cylinder lock. When the door is closed this - 


bar comes into place against massive steel shoulders, 
completing the barricade. INVINCIBLE Safe Deposit 
Boxes have never been robbed. 


Write for the INVINCIBLE Book, containing full informa- 
tion on this and other INVINCIBLE features, including Sec- 


tional Construction. 


A post card, will do. 


Send it today. 


INVINCIBLE METAL FURNITURE CO. 


836 26th Street 






as 
The “Lock Behind the Lock’ | -;. 


——— — 
Tt 
} 

———— 


MANITOWOC, WISCONSIN 






Used only on INVINCIBLE Boxes 





ment, is just as essential to our banking 
and commercial stability today as_ it 
ever has been, and it is necessary for 
Congress to protect and preserve it. 
The Federal Government destroyed the 
old state system of banks of issue 
through its power to tax. The states 
can destroy our National banking 
system by granting liberal charters to 
state banks, and thereby establish a 
system with which the national banks 
with their present restrictions are un- 
able to compete, and Congress can aid 


in this by failure.to give national banks 


such reasonable powers as will enable 
them to meet this competition and by 
giving the state banks privileges under 
the Federal Reserve Act, which national 
banks do not enjoy. 
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“The limitation of the powers of states 
to tax national banks must be on some 
other basis than that of capital invested 
in state banks. The ease with which 
banking capital can be reached, and for 
numerous other reasons which apply to 
national and state banks alike, make 
banking capital a special temptation to 
the tax hunter. I believe we can not 
trust the taxation of national banking 
capital in all the states to the tender 
mercies of states and localities. Not- 
withstanding Section 5219 and numer- 
ous decisions. of the courts thereon. 


which decisions were certainly sufficient 
to be a warning to states, many of the 
states have gone ahead regardless and 
taxed national banks at high figures, 
trusting in the chance that banks would 
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FARSHAT 


EQUIPMENT SERVICE FOR BANKS 


Bringing New Depositors 
Into Your Bank 


Barshal Equipment Service for Banks offers you 
effective result-getting service in bringing new 


depositors into your bank. 


We not only install Barshal unit safety deposit 
boxes but we help you rent them—help you 
bring new customers— new depositors — help 
you broaden your banking service and increase 


your business. 


A new booklet oa the next big step in safe de- 
posit banking is ready and waiting to be sent 


on your request. 
business. 


It points the way to new 


The Barshal Representative in your territory 
will gladly give complete information on all 
Barshal Equipment as listed below. 


Officer's Desks Signs 
Executive Offices 


Bookkeeping 
Department 
Lobby and 
Ladies’ Room 
Complete 
Line of Steei 
Filing Equipment 


Wicket Plates 
Lobby Signs 
Calender Racks 


Bronze Tablets and 
Letters for Entrance 


ORNAMENTAL 
TRONASDBRONZE 


; a 


Grills 


‘Advertising 
Service 


Barshal main- 
tains a com>lete 
advertising serv- |! 
ice for banks—a |} 
service that actu- 
ally rents safety 
deposit boxes. 
Send for details. 


Wickets 


Bronze Doors for 
Entrance to Banks 


Vault Partitions 


"BARS, 
y STEEL EQUIPMENT _ 


CLEVELAND O 


At the regular meeting of the direc- 
tors of the Marine Trust Company of 
Buffalo, George F. Rand, Jr., and Sey- 
mour H. Knox were elected to the 
board. 


Foundation has been laid for the 
Clare County Savings Bank building at 
Clare, Michigan. It will be one story 
high. 


James M. Crum, eashier of the Bank 
of Eugene, Missouri, has been elected 
eashier of the Farmers & Merchants 
Bank at Nelson, Missouri. 


B. A. Mays of Marshall, Arkansas, 
has been elected cashier of the American 
Exchange Bank at Leslie, Arkansas. 


The Public National Bank, Brooklyn, 
New York, has:awarded contracts for 
its new building at Graham Avenue and 
Varet Street in that city. The new 
structure will cost $70,000 and will be 
one story high. 


F. MeCorrisk has sold his interest in 
the Arnolds Park, Iowa, Bank to M. 
P. Tomlinson and Walter Erbes of Min- 
neapolis, Minnesota. 


The Woodlawn National Bank, Sixty- 
third Street near Kenwood Avenue, 
Chicago, celebrated the opening of its 
beautiful new building several weeks 
ago. It has a capital of $300,000 and 
a surpus of $75,000. 
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: 


not go to the expense and trouble to 
take the matter to the Federal courts, 

“While we think section 5219 megs 
all present needs and should not be 
altered in any respect for the reason 
that state laws can be made to conform 
by taxing income from all moneyed 
capital alike, yet if the change is decided 
upon, I urge you to leave section 5219 
as it is, so far as the shares tax is eon. 
cerned and add as an alternative, ap 
income provision limited, of course, to 
the tax paid by individuals upon in. 
come from other moneyed capital, 
Such a provision would meet the present 
laws of some of the states and other 
states having a low money and eredits 
tax and no income tax laws, could enaet 
laws to meet the situation.” 


BANKERS OPPOSED TO 
SOLDIERS’ BONUS 


FOLLOWING a meeting of the Eeo- 
nomic Policy Commission of. the 
American Bankers Association in New 
York, a statement was issued in whid 
the Commission reiterated its opposition 
to the Soldiers’ Bonus Bill and in addi- 
tion, endorsed President Harding's 
stand that if the bonus law was enacted, 
taxes should be levied, not upon one 
class, but upon all classes in the United 
States, best through a sales tax. 

The statement gave it as the Commis 
sion’s view that there can be no final 
adjustment of the financial difficulties 
confronting the nation until transporta- 
tion costs are reduced, and that such 
reduction cannot be accomplished until 
other costs are lowered, especially the 
wages now paid to labor. 

The Commission also advocated a Con- 
stitutional amendment permitting the 
taxation of securities issued by states, 
municipalities, and other political sub- 
divisions, and also expressed the view 
that a tariff must be framed which wil 
not restrict imports enough to endanger 
American export trade. 


What’s the Use? 

Sam boarded a trolley, and after 4 
few whispered words with the motor 
man, shuffled to the exit door at the 
middle of the car, where the conductor 
collected fares. 

The conductor asked: “Why do you 
want to get off so soon, Sam?” 

“Well, suh, Ah wants ter go t@ 
Sixty-seventh an’ Cedah avenoo, an’ de 
motah man he say ain’ no Sixty-seventh 
an’ Cedah avenoo!” 

The conductor replied: 
isn’t!” 

Sam continued: “Well, den, whats 
de use of me goin’?”—Judge. 


“Well, there 


J. A. Aull was elected president of 
the First and Merchants National Bank, 
Middletown, Ohio. succeeding M. W: 
Renick. 
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Conference Aids Farmers 


Qn January 27 there closed one of the 
most important agricultural confer- 
ences ever held in this country, although 
it has a peer, perhaps, in the present 
Congressional Joint Commission of 
Agricultural inquiry. When the bank- 
ing system of the country was over- 
hauled prior to.1914 with the result of 
establishing the Federal Reserve 
system, the business of banking was 
fortified against panie and disaster, and 
numerous other benefits accrued to the 
public. Agriculture as a whole has 
never been similarly fortified. For 
many thousands of producers, farming 
is a fair-weather project. We are just 
passing through what may be ealled an 
agricultural panic. A great many pro- 
dueers—those chiefly who have relied 
upon diversified methods—are weather- 
ing this without disaster, but others 
have been caught in the jam. The 
work of the conference recently ad- 
journed, and of the Joint Commission 
whose findings and recommendations 
are now being disclosed, is 
what analagous to the _ preliminary 
work of the monetary commission 
preeeded the establishment of the 
Federal Reserve system. Although 
agriculture, like banking before 1914, 


some- 


sands upon a good foundation, it 
is lable to sueeumb under surprise 


attacks. 


One of the two things which stand out 
as having been given the most serious 
attention at the farmers’ conference 
(the other being the lowering of freight 
rates on farm products), was the need 
of some method of financing farmers 
for periods of time ranging from six 
months to three years, and this subject 
seems to be along the line of emergency 
reform just suggested. Such a provi- 
son would go far towards guarding 
against an agricultural panic, which 
conceivably could happen again— 
though, truth to tell, this bank is so 
convinced of the value of diversified 
farming that it believes that a wide- 


spread dependence on this method 
would alone nullify such so-called 
panies. The conference seems to have 


taken its eue in this matter from the 
Joint Commission, which recommends 
that legislation “to provide the essen- 
tial credit needs of the farmer, should 
‘ontain the following provisions: (1) 
That the Federal Farm Loan Act be 
amended so as to permit the Federal 
land Banks to rediscount paper rep- 
resenting loans upon which money has 
ben advanced to farmers which has 
n used, or is to be used, for agricul- 
tural purposes, having a maturity of 
tot less than six months nor more than 
three years, for national banks, state 
inks and trust companies, savings in- 
shtutions and incorporated livestock 


‘ompanies.— N ort); western Nat’l. Bank, 
‘™neapolis. 
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That Clubby Old Place Called the World 





(Rann MYNauy } 
The 
RAND M¢CNALLY 
International Atlas 
of the World 


contains 419 pages, size 
11x14 inches closed. Bound 
in cloth and in full leather. 
For the general reader, 
student, business man. 
128 pages of maps cover- 
ing the entire world in 
detall. New countries, 
new boundaries, new 
groupings of islands. 

The reverse side of each 
map ¢ nta’ns information 
about that particular coun- 
try or state. 

21 pages of full color 
ilutreticns showing in- 
teresting and = important 
sights and scenes in all 
parts of the world. 

135 pages of indexes 
giving location on the 
maps and latest popula- 
tion figures of practically 
all cities, towns and im- 
portant places throughout 
the world. 





This world of ours is a big, beautiful, mys- 
terious old sphere—full of romance, adventure 
and interest. Every continent, every island, 
every country and city, contributes to the wel- 
fare of all the others. The more men know 
about the world, the better they are in business, 
at home and when traveling abroad. 


It is the business of RAND MCNALLY & 
COMPANY to make one part of the world ac- 
quainted with the other parts. We make maps 
of every sort, for every purpose and at every 
price. We make atlases, too, for the business 
man, for the family, for the school. Each is the 
best it is possible to make. 


No matter how. remote a place may be, it is 
shown on a RAND M¢NALLY map, or in a 
RAND M©¢NALLY atlas—with references cov- 
ering the spot, be it a tiny island or a great 
country. With it you can learn about far-away 
lands and peoples, strange customs and queer 
pursuits. 


Your family can travel by map and gain 
much in knowledge and entertainment. They 
can know the New Europe and its new coun- 
tries. They can see ‘China, the Philippines, 
South America and Australia. The new 
RAND MG¢NALLY International Atlas is chock- 
full of invaluable facts for all the world. 


RAND MENALILY & GOMPANY 


536 S. Crark Sr., Cuicaco 


The stockholders of the Dime Sav- 
Bank, Carthage, 
elected Samuel 
succeed O. F. Berry, deceased. 





Additional quarters are to be erected 
for the Farmers and Merchants Bank, 
Plans have been 
Bids will be taken about the 
middle of March. 


Michigan. 
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Naylor, president, to 


Map Headquarters 


Dept. 18-C 
42 E. 22np St., New York 


WRITE FOR FREE MAP AND FULL INFORMATION ON INTERNATIONAL ATLAS 
a 


L. L. Mareel, president of the White 
Eagle Oil and Refining Company, has 
been elected a director of the Commerce 
Trust Company of Kansas City. 


Illinois, have 


Work has started on the erection of 
a new home for the First National Bank, 
Port Angeles, Washington. 


Frank P. Schreiber, cashier of the 
Union Trust Company, Chicago, has 
retired after serving that institution for 
forty-nine years. 


Herbert K. Twitchell, chairman of 
the board of the Chemical National 
Bank, New York, has resigned. He con- 
tinues as a director. 
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Resources over 


$20,000,000 





















time to establish 


when live stock is being shipped to market is the 














coming season. 


A STOCK YARDS CONNECTION 


which will also prove of service when your cust- 
omers are putting in their feeders during the 













































































Wi Big 
. A 
CINCINNATI'S 
BANK OF 
SERVICE 


in the very heart of 
things in Cincinnati; 
Commercial Center 
of the United States 
—invites the corres- 
pondence of out of 
town banks seeking 
favorable connec- 
tions — for handling 
Cincinnati Business 
and business in the 
Middle and Southern 
States. 
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Stockholders of the First and Old 
National Bank in Detroit, have voted 
to shorten the bank’s name. It will 
be known as the First National Bank. 





























THE LIVE STOCK fitout BANK 


OF CHICAGO 












HOW A CASHIER IMPROVED 
THE FARMERS’ HERDS 


(Continued from page 25) 


the citizens to a more or less extent. 
The statements of the Grove City banks 
issued during the past few years have 
shown a surprising and gratifying 
growth in business little short of mar- 
velous. 

The latest step of the three Grove 
City banks in co-operation for the 
education and welfare of its citizens 
and community was started a short 
time ago. It was decided, after secur- 
ing the consent of the board of educa- 
tion, to have one of a number of local 
bankers best versed in financial affairs 
give an instructive lecture to all the 
high school students every two weeks. 
The fundamentals of banking, business 
and thrift are discussed in an able and 
interesting way. It should prove to be 
of inealeulable benefit to Grove City’s 
future citizens and its banks, increasing 
the number and Amount of deposits. 

Many banking institutions in the 
vicinity of Grove City are now taking 
steps to start movements of a similar 
character, and Mr. Harshaw’s services 
as a speaker and organizer are in in- 
creasing demand. 


Indeed, banks in other cities might 
profitably follow the example of those 
in Grove City and co-operate in one 
way or another with their farming and 
local communities in fostering financial 
education, and take steps to increase 
production and prosperity, to decided 
mutual advantage. 
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Big Increase in Loans 


The passing of the holiday period 
with its heavy demand for hand-to. 
hand currency, and the settlement of 
obligations maturing around the be. 
ginning of the year, were attended by 
a large increase during the first half of 
January in the volume of loanable 
funds in New York City. The effects 
of this increase were felt in the various 
money markets and in the loans of the 
New York Reserve Bank. The decline 
of interest rates which began about q 
year ago, was continued, and rate 
reached levels lower than at any time 
since 1919. In the markets for invest. 
ment securities the effects of the larger 
supply of money were manifested jn 
the sale of bonds, which continued very 
active and at higher prices, and in the 
stock market where prices rose also, 
At the New York Reserve Bank loans 
declined $100,000,000 to the lowest 
point since April 5, 1918, of which 
about $50,000,000 represented the re- 
tirement from circulation of Federal 
Reserve notes. 


The January decline in interest rates 
was quite in line with the initial stages 
of the winter easing of money which 
used to take place before the advent of 
the Federal Reserve system. But there 
was this difference, among others, that 
it did not follow a marked rise of in- 
terest rates during the fall and early 
winter, when crops were being moved 
and holiday trade was requiring a large 
supply of eurrency. In former years 
the financial machinery of the country 
was ordinarily put to its greatest strain 
for both credit and currency when 
crops were being harvested, and this 
strain usually was not relieved until 
the currency required in the course of 
holiday trade returned to the banks. It 
was then usual for surplus funds to 
pile up in local banking centers, from 
which a large part of the surplus, often 
largely in the form of currency, would 
be transferred to the principal banking 
centers and from there to New York. 


In former times this accumulation of 
funds in New York City, together with 
the liquidation that ordinarily took 
place around the first of the year, Te 
sulted in a sharp fall of interest rates, 
as surplus funds sought employment. 
Just as there was no reservoir upol 
which agriculture and_ business could 
draw in the autumn for the additional 
currency and credit required at that 
season, sO no means was at hand i 
midwinter for the absorption and re 
tirement of a surplus. While thes 
alternating periods of stress and ease 
were not without advantage to those 
who could adjust their borrowing » 
quirements to the months of relatively 
low interest rates, they bore heavily 
upon those who had to borrow im the 
late summer and fall, particularly up” 
farmers and others engaged in te 
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marketing of farm products, whose 
need to borrow was fixed largely by the 
seasons. 

The furnishing of a means whereby 
seasonal requirements for credit could 
be met and seasonal fluctuations of 
money rates be largely done away with, 
was one of the main purpose in estab- 
lishing the Federal Reserve system. 
The last five years have shown to what 
extent the Reserve system is able to 
meet a prolonged period of emergency, 
and to mitigate the evils of such a 
period. Perhaps it is too soon to tell 
with accuracy how far the Reserve 
system is able to change former con- 
ditions so that the seasonal alterations 
of eredit strain and credit surplus shall 
give way to regularity and stability— 
to acondition where the supply of credit 
responds to the demand, both in its 
rise and fall.—Federal Reserve Bank, 
New York. 


$116,000 DISTRIBUTED BY 
COMMUNITY TRUST 

HE sixth annual meeting of the 

Chicago Community Trust was held 
recently and was attended by some sixty 
representatives of the leading Chicago 
banks and trust companies. Frank J. 
Parsons, vice-president of the United 
States Mortgage and Trust Company, 
director of the New York Community 
Trust and chairman of the Committee 
on Community Trusts of the American 
Banker’s Association, Trust Company 
Division, was present as the guest of 
honor. 


Clifford W. Barnes, the chairman of 
the Chicago disbursing committee, 


presided. The report of the secretary, 
Frank D. Loomis, showed that a total 
of $116,000 has been distributed in gifts 
to various charitable purposes since the 
organization of the Chicago Community 
Trust in 1916—of this amount $60,000 
was given to institutions in accordance 
with stipulations of the donors of trust 
funds, and $55,000 was distributed by 
appropriation of the disbursing com- 
mittee. The Committee conducted three 
social survevs—the first on Americani- 
zation in Chieago, the second on hous- 
ing of non-family women, and the third, 
Which has just been completed, on pre- 
natal eare. The funds held in trust for 
the organization now amount to $775,- 
000.00. The amount which has been 
Written in wills, to be available in the 
future, is not estimated. One will, writ- 
ten, according to the report, within the 
last year, involved a question concern- 
ing possible activities of the Community 
Trust outside of the community. “A 
certain individual,” the reports say, 
“proposed to leave a fund in trust, the 
income of which should be used to aid in 
the higher education of worthy grad- 
uates of high-schools of a city in a 
neighboring state. On opinion of 
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Forging the link between 
East and West Coasts 


EW ENGLAND'S relations with 

the Pacific Coast began in 1788. 
In that year Capt. Robert Gray, a 
Boston fur trader seeking new territory, 
discovered the great river which bears 
the name of his ship, the Columbia. It 
was this exploration that decided the 
disputed international boundary line 
favorably to the United States half a 
century later. 


Likewise pioneering to establish a 
broader commerce, The National 
Shawmut Bank established direct con- 
nections in Pacific Coast cities 
many years ago. These insure 
fast banking service and save 
days and dollars for our clients 
—most important savings now 
that business is on a basis of 
strict competitive economy. 


Nature endowed the Pacific 
Coast states lavishly with natu- 


ral resources, whose products find ready 
sale in less fortunate New England. And 
vice versa, this great industrial beehive 
—New England—manufactures excep- 
tionally good machinery, shoes and belt- 
ing, textiles, paper and rubber goods 
that meet exactly the needs: of the land 
of golden sunsets. 


America’s maritime revival, quick 
passage via the Panama Canal, and the 
growing importance of Boston and 
Pacific Coast ports, forecasts the 
renewal of coast-to-coast trading by 
























































































































































the cheap all-water route, as in 
the late forties. The National 
Shawmut Bank—the bank that 
is closest to the heart of New 
England’s Industry—is ready 
at all times to assist in find- 
ing new markets for worthy 
goods. 


Correspondence is invited | 


THE NATIONAL SHAWMUT BANK 
of BOSTON 


Capital and Surplus $20,000,000" 





counsel that the Community Trust 
could accept such a gift, the com- 
mittee voted to accept it, if given. 


The decision is interesting because the 
criticism has sometimés been raised 
against the Community Trust plan that 
it develops a narrow limitation of gifts 
for charity to local benefits only, neg- 
lecting the broader community interests 
of the state, the nation and the world. 
“It is. true,” the report continues, 
“that the community trusts, as organized 
‘In various communities, cannot under 
their trust agreements use the income of 
their funds, except as specified by the 
donors, for purposes which do not in 
some way benefit their local communi- 
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ties. But this is a limitation much 
more apparent than real. An institu- 
tion organized for charitable or educa- 
tional purposes need not be located in 
a community in order to give some benefit 
to that community and if it ean be 
shown that it does render such benefit 
it has a legitimate appeal. National 
or international welfare organizations, 
colleges or other institutions of learn- 
ing, bureaus of scientifie research or 
reform are not excluded. And, as in- 
dicated above, any donor of community 
trust funds may name _ beneficiaries 
which in no way ean be construed as 
contributing benefits to the local com- 
munity.” 
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Drovers Promptness 


Results in 


Immediate returns on the sale of bonds 
or other securities. 


It has become a_ habit 


with The Drovers to 


market securities for correspondents the day they 


arrive. 


About the only exception is when the 


mail arrives late in the day. 


If you give a customer immediate credit for a 
Liberty Bond, you want immediate credit when 


you send it.to us for sale, and we believe you 


are entitled to it. 


Our customers’ compliments on our promptness 


are among our most treasured possessions. 


A complete Chicago Correspondent Service 


ROVERS 
National Bank 


Union Stock Yards- Chicago 
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The stockholders of the Commercial 
National Bank, Boston, Massachusetts, 
have voted to increase the capital stock 
from $250,000 to $500,000. 


J. C. Miller, Jr., has been re-elected 
head of the Federal Reserve Bank of 
Kansas City, Missouri. . 


Clarence L. Barlow, cashier of the 
First National Bank, Monroe, Wiscon- 
sin, has resigned and has been succeeded 
by Claude A. Roderock. 


The Delaware Trust Company, Wil- 
mington, Delaware, is having sketches 
drawn for enlarging its present quarters. 


Charles Paustian was recently re- 
elected president of the Walcott, Iowa, 
Bank. 





At the annual meeting of the stock- 
holders of the West Lynn Trust Com- 
pany, West Lynn, Massachusetts, 
Charles A. Littlefield was elected pres- 
ident; Philip E. Bessom, vice-president 
and Harold A. Johnson, treasurer. 


H. Warner Riddle is the new head 
of the Ravenna, Ohio, National Bank, 
succeeding Judge O. P. Sperra, who 
resigned on account of his health. 


W. R. Allan has been appointed pres- 
ident of the Union Bank of Canada, 
succeeding John Galt who retires owing 
to ill health. He was formerly vice- 
president of the bank. 

Work will start shortly remolding 
store space into banking rooms for the 
First National Bank, Berlin, Wisconsin. 


————— 


HOW MUCH SHOULD 
LABOR RECEIVE? 


HE supply of capital cannot remain 

stationary if commerce is to pro. 
eress. _ Expanding commerce requires 
expanding capital. We are not thought 
of as a nation of savers because sayings 
in banks are not as large per capital as 
in other countries, but this is only one 
form of saving. Through our corporate 
form of enterprise we have added vast 
capital to our wealth accumulation by 
reserving an important part of cop. 
porate income in normal and_ good 
years. These reserves have been a larger 
factor in furnishing funds for commer. 
cial expansion than funds derived from 
individual savings. The experiences 
which have recently come to us will 
surely teach us to consider  serioush 
the building of capital and the methods 
of getting a firmer grasp on just how 
it is done. 

We cannot here particularize but in 
general terms we would point out the 
necessity of dividing industrial income 
justly between those who are directly 
interested,—labor and capital. If the 
division of industrial ineome ‘is not 
just, then one or the other of these in- 
terests will suffer. 

In 1916, labor, Dr. Friday points 
out, received as its share of the cor- 
porate income in mining and man- 
facturing 54 per cent, while 39 per 
cent plus went to capital. This div- 
sion gave a large reserve, and the capi- 
tal accumulated under this division re- 
sulted in lessening the strain that came 
in 1918. In 1919 labor received 7) 
per cent and capital but 20 per cent. 
This unequal division made possible but 
slight additions to new capital, which 
is one of the reasons why credit was 9 
badly strained in 1919 and 1920. 

Now when commerce suffers, labor 
suffers with it and it is important to 
labor that we have proper accretions to 
eapital from year to year. Labor 
should be satisfied with a reasonable 
share of the income of industry. Re- 
paciousness in labor limits productive 
enterprises and unfavorably reacts 0 
the abilities of labor to find constan! 
employment and make good wages. We 
would not attempt to dogmatize as to 
just what should be the safe and proper 
proportion between labor and cap! 
in industrial income. The point we 
wish to emphasize is that there must 
be for capital a share such as to leave 
a reasonable reserve for the payment 
on capital’s part of taxes, interest and 
dividends, the last named to encourage 
postponement of enjoyment of wealth, 
and also a generous apportionment for 
reserves. Every bit of intelligence po* 
sible should be exercised in figuring out 
a proper apportionment of the income, 
the part to which labor is entitled and 
the part to which capital is entitled. 
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Economists were surprised that in- 
terest rates did not increase in 1915 
and 1916. They did not increase be- 
eause capital was receiving its full 
share of the income and out of this 
share sufficient new capital was added 
to protect credit from any serious 
strain. With the decreased apportion- 
ment of income to capital reserves in 
1918 and 1919, there was not sufficient 
new capital added to finance new enter- 
prises with the result that credit was 
strained. 

Every enterprise whether manufactur- 
ing, wholesaling or retailing, now should 
map out its program and ascertain what 
the proper apportionment should be 
between labor and capital of the income 
yemaining after the payment of mate- 
rials or commodities bought and such 
overhead as is deducted before the ap- 
portionment between labor and capital 
is figured out. It is of the utmost im- 
portance that all our people be made to 
understand that each must do his part 
to increase our capital in industry and 
eommerce besides, of course, exercising 
that personal thrift which builds up 
individual savings and indirectly stimu- 
lates commerce. 





Oo-operative Marketing for Farmers 


Recognition of the necessity for co- 
operative marketing was the keynote of 
the national farm conference in Wash- 
ington, according to Joseph Hirsch, 
Chairman of the Agricultural Commis- 
sion of the American Bankers Associa- 
tion who visited the A. B. A. head- 
quarters before returning to Corpus 
Christi, Tex. Mr. Hirsch was a delegate 
to the conference along with W. G. 
Edens, of Chicago, who was designated 
when it was found that E. J. Bodman, 
of Little Rock, Ark., would be unable 
to attend. Mr. Hirsch was a member of 
the Committee on Agricultural Credit 
and Insurance and Mr. Edens was a 
member of the Committee on Transpor- 
tation which were two of the twelve 


committees appointed by the confer- 
ence. 


Coincident with the conference there 
was a meeting of the Agricultural Com- 
mission of the American Bankers Asso- 
ciation in Washington attended for the 
first time by Rome C. Stephenson of 
South Bend, Ind., and Burton M. Smith 
of North Lake, Wis. Other members 
who .attended were Mr. Hirsch, Mr. 
Edens, Charles B. Lewis and Will C. 
Gordon. 

Thomas B. McAdams, President of 
the American Bankers Association and 
Fred N. Shepherd, Executive Manager 
met with the Commission and L. M. 
Tobin, editor of the Banker-Farmer, 
also attended the meetings. The Com- 
Mission passed a resolution of regret 
Upon the resignation of J. Russell 
Wheeler of Columbus, Wis., who had 
an active member for five years. 









Get ready for the 
summer travel now 


Wiruin a month the flow of tourists 
to Europe will begin. 


What letter of credit will your bank 
offer the travelers of your territory? 


The «E.T.C.”’ Dollar Letter of 
Credit is not only known and honored by 
the principal foreign banks, but entitles 
the helder to the convenience of a foreign 
travel service. 


- This year we are supplying corre- 
spondent banks with our «*E.T.C.”’ 
Dollar Letter of Credit, bearing their own 
names. And their customers’ trips abroad 
will be made easier and pleasanter in their 
names by the Foreign Travel Service 


’ Bureau of our Paris Office. 


For further particulars, write imme- 
diately to our Foreign Department, -37 
Wall Street. 


THE EQUITABLE 
TRUST COMPANY 


OF NEW YORK . 


CHICAGO OFFICE 
National Life Bldg., 29 So. La Salle St. 


LONDON HOME OFFICE PARIS 
3 King William St., E.C.4 37 Wall St., New Yok City 23 Rue de la Paix 














Herbert L. Shaffer has been ap- 
pointed vice president of the Tenth Na- 
tional Bank, Philadelphia, Pennsylva- 
nia. He will also act as cashier. 


The Beneficial Savings Fund Society, 
Philadelphia, Pennsylvania, has elect- 
ed S. M. Vauclain, J. B. McCall and 
Mark Willcox members of the board of 


directors. 


B. A. McKinney has been elected 
governer of the Federal Reserve Bank 
in Dallas, Texas. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY -when writing to our advertisers 


At a recent meeting of the trustees 
of the Westbrook, Maine, Trust com- 
pany, Philip Dana was chosen pres- 
ident to fill the vacancy caused by the 
death of Lemuel Lane, and Almon W. 
Waterhouse was chosen vice-president. 





At a recent meeting of the directors 
of the Farmers State Bank, Plymouth, 
Nebraska, Louis Knoche was elected 
president to succeed L. W. Goodrich of 
Fairbury, Nebraska, who retires from 
the bank. 
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WHY FARMERS NEED NEW 
CREDIT METHODS 


‘HERE are two factors which have 

alfected the farmers adversely since 
deflation began. One is that the system 
of commercial banking is not constituted 
to furnish adequate credit to farmers. 
The other is, that the system of middle- 
inan distributions, upon which the farm- 
er has to rely for his market, is so 
clumsy and unfair to him that he can 
realize only one-third of the real market 
price—the other two-thirds being ab- 
sorbed by distributors. 





It is no fault of the commercial bank- 
ing system that it is unable to care for 
farm eredit. 


Commercial banking consists in gath- 
ering together the cash in a community, 
keeping it on deposit, and loaning out 
a part of it. But the cash on deposit 
is payable on demand. It, consequently, 
can only safely be loaned out where it 
will come back quickly. That is the 
reason commercial loans have to be re- 
stricted in length to 30, 60, and 90 days, 
and at most not over four, five or six 
months. 


The farmer needs credit for from one 
to three years for turnover of his crops 
or feeding of livestock for market. 

Commercial bank money is, therefore, 
it will be seen, not available for farm 
business. Only a very small part of it 
belongs to the bank. It belongs to the 
depositor, and he is entitled to have it 
returned to him at any time. The bank- 
er must see that it is available, and he 
cannot safely loan it out on long time. 

Some new banking machinery must 
be devised for the farmer, which will 
get together funds not payable on de- 
mand but left in hand for long periods 
to meet these long-credit requirements. 

These two factors, adverse to the 
farmer, while they have affected him 
more severely for the last two years, 
were always an obstruction to the steady 
successful operation of farming, even 
before the war, but compared with 
other classes the farmer has been, during 
the process of readjustment, at a 
tremendous economic disadvantage in 
comparison with some of the other 


classes—J. S. Bache & Company, New 
York 


BANKERS MONTHLY for MARCH, 19% 


gS DANKER ano TARMER 


FARM PRICES WILL 
SHOW RECOVERY 


Still higher prices are likely to make 
living costs higher for the town popula- 


JHILE it is early to make predic- 
tions for the coming season there is 
a basis for confidence that prices of 
farm products will make some recovery 
in the present year. As a result of the 
short crop of cotton the surplus of that 
commodity which has hung over the 
market for several years will be in great 
part removed. While a larger crop may 
be expected in 1922 than in 1921, an in- 
crease of 5,000,000 bales sounds very 
large, and there is good reason to think 
that the market will take a 13,000,000 
bale crop without a serious decline of 
price. The world’s stock of cotton 
goods has not been kept up in recent 
years, and one of these days replenish- 
ment will be in order. 


The statistical position of wheat is 
very strong, and common opinion is 
that we are not likely to have a bumper 
crop in this country in 1922. Stocks 
are light all over the world, and both 
Argentina and Australia have had un- 
usual luck with their crops for now two 
years. All reports about the market in 
recent months have agreed that it lacked 
speculative support. The farmers 
marketed rapidly, and there was not 
enough speculative buying to sustain 
the price. 


The corn crop was a magnificent one 
in quantity and quality, and together 
with a big earry-over from 1920, too 
much for the eurrent demand. The 
South eut down its acreage in cotton and 
increased its acreage in corn; this year 
it will put some of that.land back in cot- 
ton. The acreage of corn was increased 
during the war, when prices were very 
high and some reduction will be natural- 
ly in order. Furthermore, it would be 
remarkable if the country had a third 
record-breaking crop in succession. 


Reports indicate a much improved 
state of feeling in the cattle country in 
recent months, the result in part of easier 
financial conditions and in part of the 
heavy liquidation that has taken place. 
The report from Texas is that the eoun- 
try is cleaned out of aged steers and that 
the amount of all kinds of eattle to 
come from there this coming spring will 
be light. There has been a great dis- 


tion and retard readjustment of wages 





tribution of herds under the pressure of 
debt, but it has left the situation mueh 
stronger. Men qualified to judge say 
the southwest has not in many years 
had so few cattle to sell. Cow values 
are said to have advanced $10 to $20 
per head since the fall. 

One accomplishment undoubtedly may 
be credited to the emergency tariff, viz: 
it has strengthened the market for wool 
and sheep. Ewes are in demand and 
have had a good advance in price. The 
prospect for the sheep-growers is con- 
sidered much more promising. It should 
be added that foreign wool markets are 
stronger. 

Insofar as the prospect for better 
prices is due to a general restriction of 
production we do not believe it signifies 
a real improvement of conditions. If 
the production of corn is out of balance 
with the production of live stock the 
situation should be corrected, but we do 
not believe the state of the country or 
the position of the farmer will be im- 
proved by a general curtailment of pro- 
duction. 

Higher prices will make living costs 
higher for the.town population and tend 
to retard the readjustment of wages in 
the town industries, while the farmer 
can gain but little by higher prices for 
a reduced output. The farmer’s invest- 
ment in land and equipment is the same 
whether.he grows a full crop or a short 
one, and he does so much of the farm 
work himself that the difference in out- 
lay is comparatively small. The farmer 
can better afford to trade a full, normal 
crop for full, normal purchase of towt- 
made goods than to trade a scant crop ofa 
restricted output of the town industries 
and the manufacturing industries will 
profit best by the same arrangement. 


G. C. Taylor has been elected as 
president of the Spirit Lake National 
Bank, Ia., and B. B. Van Steenberg 
vice-president. 





P. W. Francis, president, and L. ¢. 
Day, cashier of the Hershey State 
Bank, Muscatine, Ia., together with Dr. 
S. G. Stein have purchased the Hershey 
family interests in that institution. 
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The Value of a Farm Bureau 

A recent folder issued by the Chris- 
tian County, Illinois, Farm Bureau de- 
seribes the accomplishment of the or- 
canization during the past year. The 
sum of $90,500 was loaned to farmers 
at 54% to 6 per cent on long time at 
easy payments by the Christian County 
National Farm Loan Association, or- 
canized by the Farm Bureau. Seventy 
thousand dollars additional loans have 
heen closed recently. 

Some other things done for the farm- 
ers’ benefit are as follows: From $40,- 
000 to $100,000 per year saved to the 
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752.37 worth of 
lime sulphur, ete. 


potatoes, teed, salt, 





Agricultural loans aggregating more 
than $5,500,000 have been approved by 
the California Joint Stock Land Bank. 
New applications received during Jan- 
uary totaled $1,185,000 of which 
amount nearly one-half has been acfed 
upon already in a favorable manner. 





W. G. Neal, formerly cashier of the 
Bank of Russellville, Arkansas, was 
elected president to succeed his late 
father. 
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larmers by the eleven shipping associa- 
tions and farmers elevators, which ship 
livestock eo-operatively. Six hundred 
‘arloads shipped per year at a saving 
of 50 cents to $1.50 per hundred weight. 
Saved directly $4,000 to Farm Bureau 
members on sixteen carloads of best qual- 
(ty potatoes purchased. Made farmers 
tearly $8,000, on the purchase of $14,- 





























All in Cotton Before—Now Diversified 


With apologies tc the Atlanta Constitution 


The capital stock of the Chatham and 
Phenix National Bank, New York, has 
been increased from $7,000,000 to $10,- 
500,000 by the issuance of 35,000 shares 
of $100 par value stock. 


N. O. Sellberg has purchased the 
interest of H. D. Paynter in the 


Farmers State Bank of Galva, Kansas. 


| in the farmer’s income. 
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Improvement in Farm Products 

It is generally recognized that the 
crux of the business situation is in the 
disproportionate relations between what 
farmers have to sell and what they have 
to buy. The great farm market for the 
town industries is paralyzed. It follows 
that interest centers from month to 
month in the movement of prices for 
farm products. During the past month 
the farmers have gained by a rise in the 
price of hogs, which from $8.50 to $9.20 
per hundredweight in Chicago, were $2 
above the low point of some weeks ago. 
That is a very substantial improvement, 
for in the Middle West hogs bulk large 

On the other hand butter and eggs af- 
fected by weather conditions suffered a 
bad slump in the early part of the month 
and then recovered most of it. Dairy 
products have held up better than any- 
thing else on the farmer’s list during the 
past year, and have kept thousands of 
farms in ready money. In view of the 
amount of unemployment reported in 
the cities the consumption of butter and 
eggs has held up remarkably. The re- 
port of the American Association of 
Creamery Butter Manufacturers for the 
week ended January 14, 1922, eighty- 
four plants showed an increased pro- 
duction of 4.4 per cent over the previous 
week and 40.7 per cent over the corres- 
ponding week of the year before. The 
price broke about 15 cents per pound, 
but has since made a partial recovery. 
The prices of both butter and eggs, out 
of storage, are now below the prices at 
which these products were put into 
storage last summer and spring. The 
weather has the last word as to whether 
or not profits are realized by the storage 
of dairy products.—National City Bank, 
New ¥ork 


Fred W. Niles, cashier of the Bay 
View Commercial and Savings bank, 
Milwaukee, Wis., has been elected vice- 
president. 

Reorganization ‘of the officer per- 
sonnel of the Rock Island Savings 
bank, Rock Island, Ill., was effected 
at a meeting of the board of directors 
when H. S. Cable retired as president 
of the bank, becoming chairman of the 
board of directors, and Hugh E. Curtis 
was elected to the presidency. 








Frank L. Stein of the Ohio Na- 
tional Bank, Columbus, Ohio, was 
elected president of the Clearing House, 
succeeding Howard C. Park. B. S&S. 
Dickson was elected vice president, and 
R. H. Schryver a member of the Manag- 
ing Committee. 


The First State Bank of Richland, 
Texas has been purchased from J. A. 
Thompson by B. B. Munsey and as- 
sociates. 
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: The National Bank 


of the 


PUBLIC 
CHICAGO 


Is prepared to render 


exeptional service in 


exceptional times 


The Experience of 
a Half Century | 


The efficient service 
which we give to corre- 
spondents is the result 
of 55 years’ constant 
effort to improve our 
facilities :-: 


THE OMAHA 
NATIONAL BANK 


Omaha, Nebraska 


Capital - $1,000,000 
Surplus (earned) $1,000,000 


J. N. Barnard, cashier of the Dale- 
ville, Indiana, Commercial Bank, was 
recently elected president of the Del- 
aware County Bankers’ Association at 
its annual meeting held in Muncie. 


J. E. Kinsey has tendered his res- 
ignation as president of the Gunter 
State Bank, Gunter, Texas, and has 
been succeeded by Harve C. Sperry. 


Frank C. Wilkinson, attorney at law, 
has been elected a member of the board 
of directors of the Inter-City State 
Bank, Kansas City, Mo. 


The Exchange National Bank, Tulsa, 
Oklahoma, has elected J. J. McGraw 
president to succeed R. P. Brewer, who 
was elected chairman of the board. 


N. J. Dunlap has retired as president 
of the First National Bank of Kingston, 
Ohio. William Stimmel was advanced 
from vice-president to president; R. P. 
Maxwell and P. L. McGinnis are vice- 
presidents; V. M. Acton, cashier. 


The Hyde Park State Bank, Chicago, 
have appointed Irene M. Reynolds 
cashier, succeeding Melvile P. Maltley. 


SHARP REDUCTION In 
PRICE OF TRACTORS 


NE of the most drastic price ey 
ever made in the history of the imple 
ment business was announced regent); 
by the J. I. Case Plow Works Compan; 
in Racine and was immediately flashaj 
to the farmers throughout the country. 

The company has reduced the price 
of the Wallis Tractor, together with , 
J. I. Case three-bottom Tractor Ploy. 
to $995. The same combination a yey 
ago sold for $2,023.75. This remark 
able price reduction which is below nor. 
mal and the lowest price that this 
equipment has ever sold at was mai 
by the J. I. Case Plow Works Company 
officials after carefully considering al 
the angles contributing to business stag. 
nation today, and while this price is 
considerably below cost, it was felt that 
a price must be put on these products 
that will enable the farmer to buy his 
much-needed power equipment and help 
lower his cost of production, 

H, M. Wallis, president of the J. I. 
Case Plow Works Company, when in. 
terviewed on the subject, said that this 
cut was his company’s contribution to 
relieving the frozen chanuels of agr- 
cultural and related business and to 
help the farmer restore agricultunl 
conditions to normaley. Mr. Wallis 
further stated that one of the strongest 
factors in the decision to make this 
below normal price reduction was the 
thought that it would help put Racine’ 
unemployed labor back td work; that 
it is hoped that the $995. price o 
the Wallis tractor and Case tractor 
plow will stimulate buying. He fu- 
ther stated that the eut in prices wi 
not made to unload tractors, but the «tt 
was made to help the adverse agrietl- 
tural conditions. 


One of the late additions to the roste 
of St. Paul bank presidents is Charles 
Patterson, treasurer of the O’Donne! 
Shoe company, who was elected pre 
ident of the National Exchange bath. 
Mr. Patterson has been one of the 
leaders in business and civie affairs 0 
St. Paul for many years. 


Reorganization of the Z®tna Tns 
and Savings Company, Indianapolis 
Ind., on January 25th resulted in the 
election of the following officers: 
S. Goodrich, of Winchester, presidett: 
Leo M. Rappaport, vice-president; a 
E. M. Costin and Carl H. Mote ¢ 
rectors. 


Otto Eckhardt, new president of the 


Davenport Clearing House associatitt 
is the cashier of the Security Same 
bank, of that city. He has been pm 
inent in clearing house activities of 
several vears. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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THE AUTO OWNERS 


NOVEL advertising plan was re- 

eently undertaken by the Old Na- 
tional Bank of Battle Creek, Michigan. 
The bank placed in the hands of over 
two thousand automobile owners an 
automobile road map of the state of 
Michigan, with its own advertisement 
printed on it, free of charge. 

Since 1920 this bank has been acting 
as an agency for the secretary of state 
for the issuing of automobile licenses 
When plans were recently made for the 
distribution of this year’s licenses, the 
bank thought it would be a good idea 
to have an automobile exhibit right in the 
bank itself. A letter was sent to each 
automobile dealer in town inviting him 
to participate in this exhibit and to 
furnish any automobile specimens of 
interest. The dealers also were requested 
to bring in accessories or inventions 
relating to automobiles. One exhibit 
came direct from a factory in Detroit 
made especially for the occasion. All 
the specimens were spread on tables ar- 
ranged in the lobby. They ranged from 
motors and tires to the smaller items 
that go to make up the modern auto- 
mobile. Charts and show cards were 
hung up in the lobby giving interesting 
statistics on the number of automobiles 
owned by Michigan farmers, the num- 
ber of automobiles in the state and num- 
ber of motor vehicles in the United 


x * * 


States, together wih a message from 
President Harding. ¥ 
The problem that confronted the of. 
ficials of the bank was to find a method 
of inducing the people to actually pur- 
chase the licenses when in the bank. It 
was realized that the exhibit would at- 
tract the people but they would not nec- 
esssarily purchase a license. In order 
to accomplish this, the bank offered, as 
previously stated, to the first two thou- 
sand people who purchased a license 
the latest automobile road map of Mich- 
igan, with the bank’s advertisement im- 
printed thereon. Within a few days 
after this announcement was made the 
supply of maps was exhausted and one 
of the officials stated that it was one of 
the most effective advertising proposi- 
tions that the bank ever used. Twice as 
many licenses were issued through this 
method than was usually given out. 
As a result of displaying the exhibit 
some of the dealers reported increased 
sales in certain lines. The exhibit lasted 
ten days and during that time more than 
three thousand people visited the bank. 
Heretofore, the licenses were issued by 
the county clerk whose office is thirteen 
miles from the city, and when an auto- 
mobile owner desired to secure a license 
he had to travel that distance, or send in 
his application to the state treasurer. 
This has been dispensed with since the 
bank has been issuing these licenses. 


* * * 


VAST AREA OF FARM 
LAND UNDER LEASE 


ENANT farming in the United 

States is growing faster than cen- 
sus figures on the number of farms 
would indicate, according to a state- 
ment issued by the United States De- 
partment of Agriculture. It is pointed 
out that the increase in acres rented, 
since 1910, has been 20 per cent, as 
compared with an increase of 14 per 
tent for the preceding decade, and that 
the increase in value of land rented 
has been 111 per cent, as against 135, 
While the increase in number of farms 
rented has been but four per cent, as 
‘gamst 16 for the 10 years 1900 to 
1910, 

In the light of this analysis, depart- 
ment economists fail to see any pros- 
Pect of early solution of the farm 
lenaney problem in the mere fact that 


the rate of increase in number of farms 
rented is falling off. 

“The tenure of American farm real 
estate cannot correctly be stated merely 
in terms of number of farms,” said Dr. 
C. L. Stewart, economist in land eco- 
nomics, in discussing these figures. “In 
most sections farms operated by tenants 
differ in size and value from those oper- 
ated by owners. Moreover there are 
large areas of rented land farmed by 
so-called ‘part owners’—men who own 
farms and rent additional land. This 
land is not accounted for in figures for 
tenant farms. In 1920 this part-owner 
tenancy involved 89,000,000 acres, 
which added to the 265,000,000 acres 
reported in tenant farms swells the 
total of rented land to 354,000,000 
acres, and the valuation from $24,000,- 








67 


000,000 to about $28,000,000,000 in 
1920. 

“On this basis renters operated 37 
per cent of the farm lands of the United 
States in 1920, representing 42 per 
cent of the improved farm aereage and 
44 per cent of the total valuation of 
the land, both improved and unimprov- 
ed. What this means can best be real- 
ized when it is pointed out that tenant 
farmers rent land equal to the com- 
bined area of Texas, Illinois, Iowa, 
Arkansas, Michigan, Wisconsin, and 
Florida, ‘that the rented improved land 
alone equals six times the area of 
Illinois, and the unimproved land 
rented equals more than the entire area 


‘of France. 


“In point of acreage of all land 
leased, both Delaware and Illinois have 
long since passed the half-way mark 
and in improved land rented the half- 
way mark has now been passed by 
Alabama, Georgia, Iowa, Kansas, Mis- 
sissippi, Oklahoma, South Carolina, 
South Dakota, Texas, and Washington. 
In value of farm real estate rented, 
Illinois, Oklahoma, Mississippi, and 
South Dakota, show percentage above 
50. The highest percentage. of tenancy 
shown by any state, on the basis of 
improved acreage, is 59.8 for Georgia, 
while the highest on the basis of valua- 
tion is 60.3, for Illinois.” 

The vastness of the area of farm 
lands under lease, and the seriousness of 
the problem of farm tenancy, are em- 
phasized when it is pointed out that, 
if all the half billion dollars made 
available to borrowers through the Fed- 
eral Farm Loan system during the past 
5 years had been used to finance tenants 
in buying farms (instead of the 5 per 
cent actually thus used), it would: have 
covered with first mortgages less than 
5 per cent of the $28,000,000,000 worth 
of land now operated by tenants. : 


Dr. D. P. Richardson of Union City, 
Oklahoma, was re-elected president of 
the Oklahoma State Banking Associa- 
tion. M. L. Carter, president of the 
First State Bank of Hugo, was elected 
vice-president to sueceed M. R. Garnett 
of Nowata; and C. S. Borin of Erick, 
was elected treasurer. W. R. Samuel 
of Oklahoma City, the present secretary, 
was retained, 

A $500,000 bank building will be 
erected by the South Brooklyn Savings 
Institute, Brooklyn, New York. Ar- 
chitect has been commissioned to pre- 
pare plans. 

The First National Bank, Canton, 
New York, is planning the erection of 
a new building in the early summer. 

J. Ernest Jones was elected cashier 
of the Merchants’ National Bank, 
Topeka, Kansas, several weeks ago. 
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LOUDEST COMPLAINTS 
FROM WORST CREDIT RISKS 


(Continued from page 32) 

and laborers, who have lost their posi- 
tions, and merehants and manufacturers 
who practically gave up their own bus- 
inesses to take up government work, 
some of whom, nay many of whom, were 
actually ruined by their sacrifices, and 
many others of whom were ruined by 
their sacrifices plus government unfair- 
ness and ill treatment regarding its ad- 
justments with them of their just and 
businesslike claims. I do not allude to 
those concerns which served the govern- 
ment only to make money, and which 
thought they had a chance to get rich 
suddenly. I allude to those, examples 
of which have come under my personal 
attention, that did not wish to turn over 
their plants to government work but 
which did so from patriotic motives, at 
the request of the government. I 
know of one such concern in Buffalo 
that after years of struggle was just 
getting on its feet and into fair finan- 
cial condition, that was almost ruined 
trying to help the government during 
the war, and that now must commence to 
fight its way up again. It is several 
hundred thousand dollars worse off to- 
day. Probably every banker knows of 
such eases. 

There are others who have not only 
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trade opportunities. 
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= E New York Trust Company 
offers to corporations, firms and 
individuals, a thoroughly modern and 
complete commercial banking service, 
including a highly developed credit 


information service which is available 


Special conveniences are offered to those 
engaged in foreign trade. These include 
foreign credit information and current 
data bearing upon foreign markets and 


Long experience, covering the entire 
field of trust service, enables us to offer 
unexcelled facilities for the administra- 
tion of all personal and corporate trusts. 


The New York Trust Company 


Capital, Surplus & Undivided 
- $26,500,000 
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suffered, but who are helpless. To see 
old men and women, who had their all 
apparently safely invested for life, 
whose incomes even before the war 
were barely sufficient to live on, find 
that during the war almost everything 
necessary for their existence had dou- 
bled or tripled in price, so that even 
their full incomes were inadequate, and 
who now in this depression caused by 
the war are having their interest and 
dividends reduced or absolutely cut 
off, and in many eases who are losing 
not only interest and dividends but 
part of their principal, is heartbreak- 
ing. When they have to suffer such 
hardships should able-bodied men ask 
for financial assistance, to provide 
which these helpless people must suffer 
still further loss? Every dollar that 
the government takes in taxes to 
pay a bonus will put additional 
burdens upon business, throw men out 
of work, and still further postpone the 
business revival for which so anxiously 
we look, will add to the losses and priva- 
tions of men and women too old to 
work, and will take from them to give 
to able-bodied men. Remember that the 
men in service were the pick of our 
young manhood, and the most physical- 
ly fit to bear privations. 

Still, no matter what the cost we must 
take care of our disabled soldiers and 
sailors. For them congress, and many 
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Speeding Up Your 
Canadian Collections 


Even in normal times it is highly 
desirable that Canadian collections 
reach their point of payment by the 
shortest possible route. 
business depression it is doubly so; 
to add to the usual slowness of col- 
lections by routing them in a round- 
about way, is to tie up your funds 
unnecessarily. 

Canadian collections should be 
made directly through «a Canadian 
bank with an office in the United 
States. 
Canadian collections are collected 
by the institution which receives 
them, through one of its own branch 
offices and reach their destination 
by the shortest, quickest route. 


A Canadian Bank for Canadian Business 


Union Bank of Canada 


New York Agency, 49 Wall Street 


Resources Over $152.000.000 









of the states, have appropriated ep. 
siderable sums. Unfortunately it woul 
appear that much of these funds never 
reach the men but are dissipated by 
red tape and inefficiency. If it can hp 
shown that present aid is insufficient 
these disabled men should have theip 
bonus at once, without being compel 
to wait while the cases of their mop 
fortunate comrades are discussed g 
length. Much as we regret the present 
rate of taxation I have yet to meet, 
business man who is not perfeetly will 
ing to endure even more for that purpose, 
After that is done more time should be 
taken to consider the cases of the able 
bodied men. To all ex-service men who 
were so fortunate as not to be disabled, 
in all kindness, we appeal on behalf of 
those who were disabled. Give the 
disabled men the right of way. 

The question which, by reason of 
special training and broad experienc, 
bankers are peculiarly qualified to dis. 
cuss and to pass judgment upon, is 
“What will be the effect upon busines 
of the increased taxation necessary to 
provide a bonus for all classes of gov- 
ernment employes who could be con 
sidered as having been in the service 
during the time of the war?’ Perhaps 
the best answer to this question may be 
found in our present lamentable con- 
dition. The same cause will prodne 

(Continued on page 72) 
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50 years of 
safe checks 


Checks on National Safety 
Paper have been in use for 
fifty vears. 

This sure protection has 
been established beyond doubt. 

That is why more banks 
depend upon the protection of 
National Safety Paper than 
upon any other means. 

Specify National Safety 
Paper to your lithographer, 
printer or stationer. 
George LaMonte & Son 


Founded 1871 
61 Broadway New York 


National Safety Paper is made in Canada 
by George La Monte & Son Ltd.,Toronto, Ont. 


“Wewillanswerallthings faithfully.” 
—SHAKESPEARE 


DEPENDABILITY 


You can depend upon the 
Metropolitan Trust Com- 
pany. Whether the matter 
is of large import or small 
you may rely upon us as 
your New York correspon- 
dent to act faithfully and 


intelligently for your best 
interests. 


METROPOLITAN 
TRUST COMPANY 


OF THE CITY OF NEW YORK 
120 BROADWAY 716 FIFTH AVENUE 


—it can be done 





By using a replica of 
YOUR BUILDING 
* IN MINIATURE 
AS A SAVINGS BANK 


GET OUR BANK CIRCULAR 


ONE BANK OPENED 
800 NEW ACCOUNTS IN ONE WEEK 


Write us for further information 


REHBERGER MFG. CO. 


2159 Lewis Street CHICAGO 





AN 
INTERNATIONAL 
REPUTATION 


INDORSES 
TRAVELERS’ 


American Pe 
A:B-A itis. Cheques 
Known and accepted at home, 
these universally used travelers’ 
cheques are equally well known 
and received abroad. No matter 
where your customers travel, 


they will travel more comfort- 
ably with A-B-A Cheques. 


For full information and litera- 


ture write to 


BANKERS TRUST COMPANY 
New York City 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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Controlling Your Costs 

How the budget plan for the control 
of expenditures may be applied to bus- 
iness is explained in a booklet being dis- 
tributed to Milwaukee business men by 
the First Wisconsin National Bank, of 
that city. 

Interest has been directed to this gen- 
eral subject by the wide-spread disecus- 
sion of the need for budgetary control 
in the affairs of the national govern- 
ment. The plan has been introduced at 
Washington and its administration is in 


the hands of Gen. Charles Dawes, a 
banker, who already has _ instituted 
sweeping reductions in the cost of 


operating the various governmental de- 
partments. 

The effort of men at this 
time to cut their costs without lowering 
the quality of their goods or their service 
is responsible for the application of the 
same principle to business. 

The booklet sets forth at the outset 
what this plan may be expected to ac- 
complish, and then it proceeds with prac- 
tical suggestions to show how it may be 
inaugurated and what steps are nec- 
essary to make it work, and then it 
gives illustrations of its operation. 

The booklet is expected to suggest to 
business men ways in which the budget 
plan can be applied to their establish- 
ments in the handling of their problem. 


business 












WITH enlarged facili- 

ties and greater re- 
sources, the Liberty. 
Central Trust Company 
offers a St. Louis banking 
connection with unex- 
celled service for the 
transaction of every form 
of banking business. 


LIB IND 
TRUST COMPANY 
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WHAT APPEAL GAINS 
QUICK ATTENTION? 
By WANDA MOORE 

ANKING houses are advertising 

more than ever before but it is the 
unusual advertisement which usually 
gets the attention. 

The accompanying illustration dem- 
onstrates this point. Clipper ships 
are beloved by many types of people 
and a picture of this sort usually 
arrests the attention of every traveller, 


Over the seven seas, braving unknown 
dangers, anchoring in strange ports, the 
clipper ships of a century ago carried 
our flag to all corners of the, earth, 
blazing the trails of commerce with « 


slory that time has never dimmed. 


From the earliest days of our nation, it 
has been the privilege of this beak to 
co-operate with firms and individeals 
concerned with matters of commerce 
and business in foreign lands. The 
fruit of these years of experience is at = | 
the service of those who, todéy, have 
need for advice or assistance in their | 








Boston 


| 
| National Union Bank 


man or woman, with foreign interests. 

The writer used to get a monthly 
check from a certain firm for literary 
services. It was drawn on a Boston 
bank. At that time she was a stranger 
in the city and one bank was as good as 
another—mere names—but feeling 
rather lonely and forlorn she would 
wend her way to this bank to get her 
checks cashed. But there were other 
checks coming in, too, so these also went 
to the same source to be exchanged for 
crisp bank notes. The kindly, courteous 
treatment she received may have been 
the customary manner cf the officials of 
that bank—it was as time has proved, 
but it was only logical that when a bank 
account was opened it was the only 
place she would be likely to go to. 
Since then she has been able to suggest 
the same bank to a number of people 
who remark casually—“I want to open 
an account, where would you advise me 
to go?” This is merely a natural re- 
action of gratitude for service rendered 
but it offers a suggestion to bank ad- 
vertisers. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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New Books on Banking 





A valuable addition to banking it. 
erature that should be of unusual ip. 
terest to the banker and _ student of 
finance was recently published, in five 
volumes, handsomely bound, on “Bank. 
ing Principles and Practice.” The ney 
work was prepared by R. B. Wester. 
field, Ph. D., assistant professor of 
political economy at Yale University. 
It is a clear and comprehensive outline 
of the present banking system of the 
United States and how that syste 
functions in the modern bank. 















The first volume deals with financial 
theory—the elementary principles of 
money, credit and banking. The second 
volume contains a complete deseriptio 
of the existing system, giving detailed 
information on the Federal Reserv 
System. The operations relative to 
cash, deposits, letters of credit, and th 
work of the bookkeeper are covered i1 
volume III, while discounts, loans credit 
commercial paper, and investments ar 
explained in volume IV. The subject 
of foreign trade is discussed in vd 
ume V. 
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CALENDARS 
CHECK COVERS 


ADVERTISING 
PENCILS 


BANK AD 
BLOTTERS 


CLOTH BACK 
THERMOMETERS 


































Our specialty is that of 
designing and suggesting 
something different. 











SERVICISED PRODUCTS (0. 


Ist National Bank Bldg. 
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Budgets Reduced by Arms Conference 

The savings which will result from 
the limitation in armaments decided 
upon at the Washington conference 
will, unfortunately, affect immediately 
only the three countries whose finances 
are already in a relatively sound condi- 
tion. It is estimated that the reduction 
decided upon for the United States will 
save about $200,000,000 on the present 
building program. The saving in 
England and Japan will reach an 
amount approximately equivalent. In 
France and Italy, however, no increase 
in naval armaments had been contem- 
plated in the near future, and the sav- 
ings brought about at Washington will 
not affect their immediate problems. 

It is particularly important in the 
present situation not only that govern- 
mental budgets should be balanced, so 
that short-time borrowing by the Gov- 
ernment may be discontinued but also 
that the sum of Government expenditures 
should be decreased in order to reduce the 
tax burden of the business community. In 
most countries, however, curtailment of 
taxes seems highly problematical at 
present. Only in the United States has 
it been attempted. Any savings which 
result in England next year from a 
decrease in expenditures will probably 
have to be applied to debt reduction. 
The situation is much the same in 
France. In Italy the difficulty of in- 
creasing Government revenue to meet 
expenditures is almost as great. In 
Germany the balancing of the budget is 
complicated by the fluetuating value 
of the marks, and large increases in 
taxes are planned for the coming year. 
—Federal Reserve Bulletin. 





At the recent national agricultural con- 
ference in Washington, at which the 
American Bankers’ -Association was re- 
presented, several important recommen- 
dations were presented with a view to 
aiding the farmers of the country. 
They urge the Federal Reserve banks to 
look with all possible favor upon agri- 
cultural and livestock loans; to extend 
the life of the War Finance Corpora- 
tion until July 1, 1923; to organize a 
new agricultural credit corporation to 
take the place of the War Finantce 
Corporation, the new corporation to 
lend money to farmers at periods from 
six months to three years; to enlarge 
the federal farm loan system in order 
that the farmer may be able to borrow 


More money on farm mortgages from 
federal land banks. 


Announcement was recently made of 
the appointment of Joseph H. Shea, 
former United States Ambassador to 
Chile, to the presidency of the Jackson 
County Loan and Trust Company, 
Seymour, Indiana, succeeding J. H. 
Andrews, resigned. 
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Readers will confer a favor 


“SEEDS”—for thrift 


Why not encourage thrift and economy among your depositors 
by the distribution of garden seeds? 


Whether your bank is located in large or small community, you will find our 
IDEAL GARDEN COLLECTION well suited for the purpose. Seven full sized 
packets of vegetable, and three of flower seeds, enclosed in extra large litho- 


graphed envelope, your bank advertising in full display on the back. 


There is an average saving of $30.00 to a home by having a garden. Show 
your people that you are interested in their welfare. Use these on your savings 
campaign or for good will distribution. 


Further. particulars on request 


The Banking & Trust Associates 


MARSHALL BUILDING 











Quill Pen 






USE ARTICLE.” 





Cohen was a local salesman for a 
New York woolen concern. The de- 
pression in business being serious, he 
was willing to go out of the way for an 
order. One day, in a spirit that re- 
flected recklessness as well as hope, he 
invited a prospective buyer out to dine. 

The guest picked up the menu, 
studied it, and ordered from soup to 
nuts. The waiter turned to Cohen. 

“What will vou have, sir?” 

Cohen despairingly replied: “Gimme 
tea and toast.” 

From across the table came the 
mildly surprised query of his friends: 
“What’s the matter, Cohen, on a diet?” 

“No. On commission.”—Judge. 


Slightly Dazed 

Speaking of white mule, two rustic 
sports were uncertainly flivvering their 
way home from the country seat. 

“Bill,” said Henry, “I wancha to be 
very careful. Firs’ thing y’ know you'll 
have us in a diteh.” 

“Me?” said Bill in astonishment. 
“Why I thought you was drivin’.”— 
Minneapolis Journal. 
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Your Name 


Before the Public Always 


An advertising QUILL PEN with your name boldly imprinted 
on it with whatever slogan you might choose, in the hand of 
your every day customer and prospective customer means not 
only their constant good will but ever increasing BUSINESS. 

A thousand made up to your order will fully convince you of 
the immense advertising value of this practical “EVERY DAY 


Write for Samples and Prices 


Cc. M. COOPERSMITH & CO., Inc. 


1525 S. Wabash Ave., Chicago, III. 
P. S. FACTORY TO YOU MEANS MONEY SAVED FOR YOU 


writing to our advertisers. 
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Quill Flyer 








At the annual meeting of the stock- 
holdérs of the Fidelity Savings Bank, 
Antigo, Wisconsin, J. R. MeQuillan 
was elected -presider® to succeed John 
Benishek. 























Stockholders of the Citizens National 
Bank, Wooster,, Ohio, have voted to 
inerease the capital stock from $100,- 
000 to $150,000. 


F. S. Clausen, formerly of Oconomo- 
woe, Wisconsin, was elected a director 
and eashier of the Hartford Exchange 
Bank at Hartford, Wisconsin, at the 
recent annual meting there. 






























































John A. Cuppett, manager of the 
New Parish branch of the Bedford 
County Trust Conipany of Bedford, 
Pa., for the past five years, died sud- 
denly at his home near New Paris, 
January 13. 




















The Peoples Bank, Waukegan, 
Illinois, has had plans drawn for re- 
modeling its present quarters, at a cost 
of $60,000. 
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LOUDEST COMPLAINTS 
FROM WORST CREDIT 
RISKS 


(Continued from page 68) 

the same effect. The President, the sec- 
retary of the Treasury, and many of 
the business men of this country, last 
spring and summer, in plenty of time, 
in well considered and earefully rea- 
soned communieations, explained to 
congress that not only would the con- 
tinuance of heavy taxation fail to bring 
increased revenue to the government, 
but that it would kill business by driv- 
ing capital out of business. Congress, 
not only collectively, but individually, 
by careful written communications to 
each member, was told that unless it 
acted properly, and promptly, we pro- 
bably would have the worst winter 
this country had known during the 
present generation, that wages would 
fall, that even at reduced wages many 
men would be on part time or entirely 
out of work, and that women and chil- 
dren would be cold and hungry. To say 
that all of the distress is due to congress 
would be insincere, but it seems per- 
fectly clear that the extreme sharpness 
of that distress, that last addition on 
the top of everything else that makes it 
doubly hard to bear, is due to congress. 

Our taxation is most unscientific. 
Take only one phase. Suppose a care- 
ful manufacturer year by year grad- 
ually should lay aside part of the prof- 
its of his business, investing them in 
securities. Suppose that in time one- 
half of what he is worth should become 
invested in active business and one- 
half in securities. There should be a 
lower rate of taxation on his accumu- 
lated wealth actively employed in bus- 
iness than on his accumulated wealth 
not so employed. A heavy tax on bus- 
iness discourages enterprise, drives 
capital out of business, and throws men 




























































these head bands. 


on request. 


Advertising 
Pennan 


out of work. An intelligently eal- 
culated higher tax upon wealth not in- 
vested in actual business would not have 
the same effect. He still would have 
the incentive to accumulate capital, 
even though, for the time being, the 
return on it might be only moderate; 
but it will not do to carry this theory 
too far. Too large an excess imposed 
upon accumulated wealth invested in 
bonds would be apt to destroy the 
market for a corporation bonds not tax 
free, unless the interest on the bonds 
should be made quite high. That would 
make the cost of eapital to corporations 
engaged in active business too expen- 
sive, and, in turn, would contract bus- 
iness, and throw men out of work. If 
corporations cannot afford to expand 
their facilities to keep pace with the 
erowth of this country, if they cannot 
afford to issue bonds to finance them- 
selves, then the investors must turn to 
tax free bonds; with the result that 
the government gets less revenue. Too 
heavy taxation on production kills bus- 
iness and dries up the sources of rev- 
enue. This principle is as old as the 
hills. Our government is going even 
further than that, it is getting to a 
point where not only is it driving capi- 
tal out of business, it is just on the 
verge of actually confiscating capital, 
which is the last step towards finan- 
cial destruction. 

Last year the ruling majority in con- 
gress, part mistakenly, part deliberately 
and selfishly to buy votes, fooled the 
farmer and labor. It said to them: 
“See how we tax big businesses, and 
how we favor you.” Congress really 
was closing factories, cutting wages, 
throwing men out of work, reducing 
the purchasing capacity of labor, thus 
reducing the prices of farm products, 
while farmer and labor applauded their 
own undoing. 

The situation today is most critical. 


INDIAN HEAD BAND 
for Boys or Girls 


HERE is a brand new item for progressive spring 
advertising through the youngsters, our new Indian 
Head Band, a novelty feature, creates a,regular war dance 
of youthful depositors around your Junior window to get 
The head bands are made “Big Chief’’ style, five 

large assorted colored feathers securely inserted in a band which ad- 
justs itself to any size head with elastic fastener at back. YOUR 
ADVERTISEMENT printed on the band, any color band wanted. 
The price is low, allowing of liberal distribution. Get your order in 
early for marble season and the closing of school. Sample mailed 


Prices in lots of 500 1000 2500 5000 
8c 7c 6 1-2¢ 6c 


We also oupoly for banks: Advertising Blotters, Advertising Booklets, 


aps, Advertising Novelties, Advertising Pencils, Advertising 
ts, Advertising Quills, Advertising Rulers, Advertising Souvenirs, 
Advertising Specialties, Advertising Thermometers 
Coin Bags Bill Folds Calendars Calendars 
Leather Goods’ Indexes, Telephone Letter Openers Metal Novelties 
Novelties, Leather Penholders e 


_We employ no commission agents. Sell only direct to Banks and 
highly rated Manufacturers and Jobbers. 


FORD, LINCOLN & CO., * 5 fjaziin S* 
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Because they did not get relief from 
taxation at the time they were least able 
to bear it, and because taxation is not 
only excessive but unscientific, many 
business men are discouraged. Today 
few men will risk fresh capital in bus- 
iness enterprises. Bankers cannot be 
liberal. They are trustees of other 
peoples’ money. They have no right to 
risk the money of their depositors by 
lending it to business men so _ heavily 
taxed that they have become poor bank. 
ing risks. The best a bank can do to- 
day is to lend fresh funds only to 
strong concerns, and to refrain from 
calling the loans to weak concerns 
which it already has out, and endeavor 
to help them through until better times. 
January 1922 was a record month for 
the number of commercial failures. 
But for unusual banking assistance 
those failures might have heen more 
numerous. Never in over forty years 
of my banking experience have banks 
been so patient with debtors. so willing 
to help, but even with that help many 
businesses will be unable to pull through 
should the present high rate of- taxation 
continue. Do the best we can there still 
will be many failures. But still we are 
hoping for the future. Still further to 
increase taxes now would kill that hope. 
would take out of business enterprises 
what little heart is left, would cause 
them to give up the struggle, would be 
the last straw that breaks the camel's 
back. We probably should have a 
further inerease of failures, and, as 
always, the farmer and laborer would be 
the chief sufferers. After this winter’s 
experience can it be possible that they 
still are blind? 

While the full tide of prosperity can 
not be felt until Europe recovers finan- 
eially and industrially, we, more for- 
tunate than others, possess today, poten- 
tial prosperity sufficient to give us what 
in any other nation would be the full 
tide. Congress has only to abolish the 
United States War Labor Board, and 
the Shipping Board, sell the govern- 
ment merchant ships for anything they 
will bring, repeal our union-dietated 
shipping laws that fetter our commerce, 
tax expenditures instead of production, 
and help instead of hinder the Pre: 
ident in his sincere efforts to keep faith 
with the nation and bring about real 
economy and relief from burdensome 
taxation. Discouraged business met 
would take heart, failures would lessen, 
commercial gloom would change 
light; as suddenly as darkness flees at 
the rising of the sun. 


John J. Glover has been named 
cashier of the Bank of Eugene, 
Missouri. 





Preliminary plans are being drawn 
for improving the building occupied 
by the Palmer National Bank, Danville, 
Illinois. 
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AMERICA’S OLD COINS 


(Continued from page 51) 
gents and their minor differentiations. 
Half cents were first struck in 1793, 
put there were a number of years dur- 
ing which there was no coinage of the 


piece. 

Rarest of all half cents is that bear- 
ing the date 1796 and this coin is also 
among the great rarities of the Amer- 
jeans. A few years ago a 1796 half 
cent described as a proof in the eat- 
alogue sold at $400, or 80,000 times its 
face value. Dealers offer $10 to $20 
for it in almost any sort of condition 
so long as the date is visible and most of 
the inscriptions show. This does not 
hold good with any other half cents. 

The mintage of 1793, 1794, 1795, 
1797, 1802 and 1811 is also rare and 
the coins command large premiums 
when in superior grades of preservation. 

Half cents of 1831, 1836 and 1852 
were struck as proofs only and the 
mintage from 1840 to 1848 and of the 
small date 1849 also was exceedingly 
small and all of these coins bring large 
prices in proof or uncirculated condi- 
tion. These coins are all so rare that 
quite a number of counterfeits are in 
existence. They are discovered readily 
upon close examination, however. In 
most instances they are known as 
electrotype-copper ffilms filled with 
lead or type metal. Some of them are 
very ingeniously put together. 

For all other dates not herein men- 
tioned, dealers pay from 10 to 15 cents 
each, provided the coins are in very 
good to fine condition; if they are in 
higher grades of preservation they will 
pay somewhat more. Numismatists nat- 
wally place a higher valuation on the 
Pieces, especially in the earlier divisions, 
as is frequently evidenced by the results 
secured at public coin auction sales. 

Answers To Inquiries 

D. C. B., Canton, O.—Silver half 
dollar of 1815 is a searce coin. It usually 
sells from $3.50 to $4 when in fine con- 
dition. 

L. A. C. Duluth, Minn.—There were 
1,960 $2.50 gold pieces coined in 1883 
and 1,993 in 1884. Dealers offer about 
$3.50 each for these dates, but numis- 
maties naturally have to pay more. 

J. A. B., Syracuse, N. Y.—The $5 
gold piece of 1829 is extremely rare and 
dealers offer up to $325 for it. The 
original coinage was 57,442, but very 
few of them seem to have survived. 


The Future Price Trend 

The time is rapidly approaching when 
buying will depart from its conservative 
character of the past eighteen months. 
In the field of consumers’ goods manu- 
facturing has generally kept pace with 
distribution, with the only accumulations 
of stocks visible at the latter end. Retail 
trade during 1921 showed an amazing 
Vitality, exceeding as it did the physical 


volume of the year before. It appears 
therefore that the one impediment to 
renewed large-scale buying on the part 
of retailers and wholesalers is the un- 
certainty as to the future price trend. 
The relative stability of prices during 
the past four months has already done 
much to eradicate that uncertainty. 
With the larger employment of labor 
which is sure to oceur in the Spring, 
with the more intensive selling efforts 
which are being put forth by manu- 
facturing and distributing organiza- 
tions, with easier credit conditions and 
with the gradual depletion of stocks 
of goods on hand, price uncertainty 
should gradually disappear as a 
restraining factor in business, thereby 


bringing about the restoration of con- ° 





GENUINE BRONZE TABLETS, METAL RAILINGS, 
MARQUISE, WICKETS, CAGES AND GRILLE WORK 


Ask for Folder “B"” 
THE NEWMAN MANUFACTURING CO., 


720 Sycamore St., Cincinnati, Ohio 
Branch: 68 W. Washington St., Chicago, Ill. 
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fidence and of large-scale buying, both 


of which have been conspicuously absent 
these many months—The National 
Bank of the Republic, Chicago. ~ 





The Second 
Edition Is Ready! 


In December we printed the first edition of the Gregory 
Interest Book and thought we had enough to last six months, 
but the demand has been so great that we had to print the, 


second edition in February. 


$1000 $17.50 $100 

35.00 $200 

$3000 $300 

$4000 $400 

> $5000 $500 


$6000 
$7000 


$8000 
$9000 


$600 
$700 
$800 
$900 


122.50 
140.00 
157.50 


This is a sample interest block showing arrangement 


Interest is shown opposite principal. 


look in several columns. 


18 rates are given including the Liberty Bond rates 


namely : 
34% 334% 4% 44% 44% 5% 54% 6% 64% 
64% 1% Mm% 74% 8% 84% 84% 9% 10 % 


The pages will not pull out—extra heavy linen strips guard 
* 


against this. 
The paper is strong and durable. 


Mexico and Porto Rico. 


Gregory Publishing Company 
_KANSAS CITY, KANSAS 


10.50 
12.25 
14.00 
15.75 





It will not tear easily. 

We will send it to you for FREE TRIAL AND EXAMINATION. 
You pay only $2.50 if it is satisfactory. 

It is now being used. by banks in the United States, Canada, Cuba, 


~ 





$1. $0.02 
$ 04 

$30 

$40 

$50 

$60 

$70 

$80 

$90 


You do not have to 


GREGORY PUBLISHING COMPANY 
Dept. C45 P. O. Box 116 
Kansas City, Kansas 


Gentlemen: 


Please send us your interest book for free trial and examination. 


FREE 


TRIAL COUPON 


If we decide to keep 


it we will send you only $2.50 in five days—otherwise the book is to be returned to you without 


obligation on our part 


Name... 


Address 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
















































CANCELING CHECKS 


“CUMMINS PERFORATORS” 


QUALITY 


Sent on trial with Bank’s Own 
A. B. A. Number without risk or 
obligation, legal or moral. 


Quarterly payment plan (if desired) 
payable through 1922. 


You have always intended to get 
one—do it now. 


NOTE 


Cut out and send us this ad and let us send you a 
machine with YOUR A. B. A. number—on 30 
days’ trial—this without risk or obligation on 
your part. 


RESPONSIBILITY 


SERVICE 


CUMMINS PERFORATOR COMPANY 


Formerly THE B. F. CUMMINS CO. 
4748 RAVENSWOOD AVENUE, CHICAGO 





For Advance 
Reports on 


Bonds 


Proposed issues, 
bids wanted, etc. 
WRITE 





PACIFIC NORTHWEST 
PRESS CLIPPING BUREAU 


Hinckley Bldg., SEATTLE, WASH. 














PATENTS 


Business from non-resident attorneys and 
banks especially solicited. Highest refer- 
ences; best services. Attorneys and bank 


ers having clients who wish to patent 
inventions are invited to write for full 


particulars and terms. 


WATSON E. COLEMAN, Patent cawyer 
624 F Street, N. W., WASHINGTON, D. C. 








of the 


Directors Harris Trust and 
Savings Bank in Chicago, have elected 
M. Haddon MacLean vice-president. He 
was formerly secretary. Chester A. 
Bush, formerly auditor, was elected as- 
sistant cashier. 

J. Frank Campbell, formerly cashier 
of the Bank of Manitou, Colorado, 
has been chosen president, succeeding 
Dr. H. M. Ogilbee, who becomes chair- 
man of the board. 

Stockholders of the International 
Bank of St. Louis, Missouri, recently 
voted to inerease its capital stock from 
$500,000 to $1,000,000. 





New Business! 


Successful banks 
are attracting new busi- 
ness—increasing de- 
posits through Budget 
Thrift Books. Reor- 
ders prove they produce 
for banks—large and 
small. A timely aid in 
saving every one wel- 
comes. Free sample 
book, plan. and prices on 
request. 


Buckley, Dement & Co. 


1300 W. Jackson Blvd. CHICAGO 





KR. V. 


IXaiser, office manager of the 
, oS 


First Wisconsin National Bank, of Mil- 
waukee, was on February 9 appointed 
assistant cashier. Mr. Kaiser has been 
with the bank for more than fifteen years, 
having entered the old Wisconsin Na- 
tional in 1906. He became a member 
of the First. Wisconsin staff on the 
consolidation of the First National and 
the Wisconsin National in 1919. He 
is one of the charter members of the 
Office Managers’ Association of Mil- 
waukee and the present treasurer. 





The directors of the Pocomoke City 
National Bank, Pocomoke, Virginia, 
have accepted the résignation of John 
W. Ennis, cashier. 


Work will start in the spring on a 
two-story bank and office building for 
the Citizens State Bank, Frankfort, 
Indiana. It will be of Bedford stone 
and steel construction. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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FRIENDLY LETTERS AND 
HOW TO MAKE THEM 
PROFITABLE 


(Continued from page 24) 





seems to be quite general. I was able 
to verify it personally on one occasion, 
Having a few checks which I wished to 
cash and at the moment not being able to 
attend to the matter in person I sent 
them by messenger to the Eighth Na. 
tional. Anticipating that the bank 
might object to cashing the checks, | 
instructed the messenger to inform the 
teller that I had an account there in 
case any question should be raised. Yet 
in spite of this the teller refused to 
cash the checks although he could easily 
have verified my endorsements. The 
messenger was forced to go to another 
bank—-a bank at which I did not have 
an account and where I was unknown— 
and get the cash. I might add that | 
soon opened an account at this latter 
bank and that I keep a_ substantial 
balance there mostly because of the 
friendly and accommodating _ spirit 
shown by the employees and officers. 
These incidents represent only small 
points, you say? True, but don’t forget 
that they are points of contact between 
the bank and the public. That 
they determine to a very considerable 
extent the opinion that a part of 
the public forms of the bank. And 
while it is also true that no hard 
and fast judgment of the service of any 
bank can be based upon three isolated 
incidents it is equally true that no bank 
ean afford to have such incidents oceur 
These incidents will at least suffice to 
show, in a measure, why in spite of the 
friendly letters which the bank’s officers 
send out depositors are likely to be 
disappointed when they visit the Eighth 
National Bank. The letters are not 
always backed up by cordial service. 
And the statement which says, “We are 
anxious to serve you in such a manner 
as will make you want to come in here 
as much as we want you to,” viewed 
with the kind of service which some 
people receive, is very likely to be in- 
terpreted as meaning that the small 
depositor is not wanted. Obviously 
this is not the interpretation which the 
officers wish to be given to their letters. 
A friendly letter to each new depos- 
itor is a fine way to gain the good will 
of the new patron and thus make the 
new business connection a permanent 
one and secure all the banking business 
of the new depositor. But it is abs0- 
lutely necessary that the cordial words 
of such letters be wholly sincere—that 
the officers of the bank see that their 
employees carry out the friendly prom: 


ises made in their letters. For the 


service extended to patrons must be as 
cordial as the letters sent out if any 
real and lasting benefg{s are to be se- 
cured. 


BANKERS MONTHLY for MARCH, 1922 


All Set—Let’s Go 


FRINK 


New Offices 


at your service 


THE TRAVELING TELLER || | | 


Sixty-four years of, Frink experience in solv- 
RECORDING HOME SAFE 


ing special lighting problems is made even 
We have twenty-one other Recording and more immediately available to you by the 
thirteen Non-Recording Styles. 


opening of our new offices in principal centers. 
SIX THOUSAND BANKS 
USE OUR SAFES 


Many of these have more than thirty 
thousand in circulation. This is proof of their 
value. May we give you the names cf these 


institutions? Specimen gladly sent to any 
bank. 


The Automatic Recording Safe Co. 


159 North State Street CHICAGO 





SS SSS 


All of our managers are well qualified, by 
years of experience in handling Frink Reflec- 
tors and Lighting Specialties, to give reliable 
information and advice on special lighting 
effects of every kind for 


Banks Stores Art Galleries 
Churches Schools Residences 
Theatres Hospitals Public Buildings 





Call, Phone or Write 





CHICAGO, ILL. SAN FRANCISCO, CAL. 
Monadnock Bldg. 77 O'Farrell Street 
Tel. Harrison 1977 Telephone Sutter 5333 
Mr. Frank Getchell Mr. Herbert C. Storm 
Manager Manager 


CLEVELAND, 0. PHILADELPHIA, PA. 

336 The Arcade Franklin Trust Bldg. 

Telephone Main 7808 Mr. C. E. Fairbanks 

Mr. Frank Reske Manager 
Manager 





BOSTON, MASS. 
CINCINNATI, 0. 161 Summer Street 
17 Greenwood Bldg. Telephone Beach 7427 
Telephone Canal 2640 Mr. Daniel Fitts. :nd 
Mr. R. M. Booth Mr. Harold Morse 
Manager * Managers 


Real Sales Helpp—-PHOTOSTAT Prints 


With a PHOTOSTAT you can send your salesmen and agents facsimile 
copies of testimonial letters. You can send these on the same day they 
are received and in a size that will fit the salesmen’s books, You can 
also send them copies of rush bulletins, clippings, catalog pages, explana- 
tions of new designs, laboratory reports, and other sales helps. 


—— So 





You can count on prompt and per- 


You can get these copies to the salesmen while the material is real sonal attention to your requirements 
news, because it only takes a few minutes to make a PHOTOSTAT 
print. Your salesmen will appreciate such co-operation. 


In addition to furnishing sales helps quickly and at small cost, the 


PHOTOSTAT also has great value for the production department in 

making photographic facsimiles of pencil sketches, drawings, blue prints 

and even of small articles. Here the PHOTOSTAT eliminates the neces- elle @ 
sity of making tracings. The PHOTOSTAT copies directly on sensitized i : 9 





paper at original, enlarged or reduced size. 


In the office the PHOTOSTAT eliminates the mechanical drudgery of 24th Street and 10th Avenue, New York City 
copying by typewriter or longhand. It copies letters, telegrams, reports, : 
graphs, charts, shipping lists, contracts, ledger pages, insurance records, 
legal documents. The PHOTOSTAT copies do not have to be read back 


: ar , > are eer ; Curcaco, Inu. San Francisco, Cav. PxtLapevpuia, Pa. 
for errors or checked with the original. You KNOW they are right. 


Monadnock Bldg. 77 O'Farrell Street Franklin Trust Bldg. 
Just ask for a copy of our booklet, 


os Boston, Mass. CLEVELAND, OHIO Cincinnati, OHIO 
THE PHOTOSTAT and WHAT IT WILL DO” 161 Summer Street 336 The Arcade 17 Greenwood Bldg. 


: Mics. s 5, WASH. Loursvi.z, Er. 
PHOTOSTAT CORPORATION —— «6 anne 
299 State Street, Rochester, N. Y. 


88 Broad Street - - - - + Boston 510 No. American Bldg. - Philadelphia 
19 South LaSalle Street - - Chicago 429 Monadnock Bldg. - San Francisco 
Street - - + -NewYorkCity 601 McLachlen Bldg.- - Washington 


Executive Office: Providence, R. I. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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HOW DO YOU APPRAISE YOUR 
CUSTOMERS’ ADVERTISING? 






Only within comparatively recent times have the 
advertising appropriations of industrial enterprises 


UCH has been said, of late, and 
many printed pages have been con- 
sumed in asking and answering the ques- 
tion, “What does the banker think of 
advertising?” The following answer is 
suggested, because it appears that the 
position and viewpoint of the banker on 
this matter have never been analyzed 
with exactness. 


Undoubtedly, as the importance of 
the great business of advertising becomes 
defined more accurately, bankers will 
understand it, in its broad outlines, as 
they are obliged by the nature of their 
work to understand the fundamentals of 
all vital branches of business. The mag- 
nitude of the business of advertising and 
the importance it plays in producing 
profits entitle it to serious consideration. 
But the banker’s function in determin- 
ing either the whether or the how much 
of a customer’s advertising appropria- 
tion rarely is, and rarely will be, a 
dominating one. 


As will appear in what follows, it 
will be inereasingly necessary for bank- 
ers to understand, in general terms, the 
size and importance of the advertising 
business. In many instances, too, bank- 
ers will’ need to know something of ad- 
vertising in detail, as applied to the 
needs of specific lines of business. 

But the position taken in this article 
is that, broadly speaking, it is not, and 
never will be, the banker’s job to pass 
upon the advertising policy of the com- 
panies to which his bank is lending 


money. If this is taken as a starting, 


peint, the importance of the banker’s 
relationship to the business of advertis- 
ing may be further developed without 
incurring the danger either of the over- 
emphasis or the under-emphasis which 
characterizes much of the current dis- 
cussion of the question. 


It may be admitted at once that few 
people know much about the business of 
advertising. We all read advertise- 
ments; but except for an occasional 
“want ad.” or lost-and-found notice the 
actual creation of advertising copy or 
the thought of purchasing advertising 
space never enters our consciousness. 
There is a phrase current in the land, 
“Tt pays to advertise.’ This is about 
as deep as advertising philosophy goes 
with the average man or woman; and 
even this phrase is believed rather than 





become of large permanent business importance 


By GUY EMERSON 


Vice President, National Bank of Commerce, New York 


applied by the conservative majority 
of our population. If a doctor adver- 
tises he loses caste. A lawyer or a 
minister eannot advertise except in- 
directly, through writing and speaking 
on matters of public concern. Only 
within comparatively recent times have 
the advertising appropriations of in- 
dustrial enterprises become of large per- 
manent business importance. Only more 
recently still has the banker considered 
advertising of value for his own banking 
institution. 

The basic reason for this is apparent. 
Advertising, like almost every business 
or profession, has had to win its stand- 
ing slowly. Doctors and lawyers and 
bankers did not estabish their standing 
ina day. It was a process of centuries. 
Advertising, in the early examples which 
have been preserved to us, was used to 
dispense unwholesome medicines or even 
more unwholesome securities. This con- 
dition has largely been remedied. Great 
progress toward the winning of public 
confidence has been made. By far the 
greater part of advertising in the larger 
city newspapers and in the better na- 
tional magazines is honest and sound in 
its tendency, and most of it is effective. 
There are at present many important 
agencies, each of which plays a vital 
part in the creation and placing of ad- 
vertising costing clients from a million 
te fifteen millions of dollars annually. 
While the total amount expended each 
vear in the United States cannot be ex- 
actly ascertained, it is estimated, that 
during the calendar year 1919 (which 
may be fairly comparable as regards 
volume of advertising to 1921) $1,259,- 
000,000 was spent in various kinds of 
advertising, including newspapers, di- 
rect by mail advertising, magazines, post- 
ers, street car ecards, ete. Of this sum 
it is estimated that $855,000,000 was 
spent in newspapers and magazines. 

Obviously, the banker is concerned 
with any economie fact of this magni- 
tude. Just how far is he concerned? 
To give an approximate answer to this 
question it is well to observe that ad- 
vertising involves, for its full under- 
standing, a more than ordinary percep- 
tion of popular reactions—of the pro- 
duction through the use of printed 
words of definitely intended results on 
widely different groups of people. A 
few bankers, through temperament or 










special opportunity for observation, will 
be interested in this phase of the bus- 
iness of companies which are their eus- 
tomers or of which they are directors, 

But to most bankers the advertising ap- 

propriation will be a matter otf results 

measured in dollars and cents. And in 

general it may be said that this latter 

class of bankers will probably always be 

in the majority. 

The banker undertakes to understand 
in a thorough way the general principles 
of a great variety of businesses: but he 
would need to be a superman indeed if 
he were to undertake to know as much of 
operating details, or of manufacturing 
methods, or of the public demands for 
thousands of articles and commiodities, 
as the men who are running these bus- 
inesses. Decisions as to the kind or 
volume of advertising required to 
market a given product must be based 
upon a most thorough understanding of 
the article which is being advertised, and 
a study of its relation, at all seasons 
and under all conditions, to that fickle 
entity known as the buying public. 
This is a job for specialists. The best 
of the modern advertising agencies have 
developed specialists to meet this need 
in co-operation with the official of the 
various companies which are buying the 
advertising space. 

As to just how far beyond this point 
it is proper to expect the banker of the 
future to go, opinions will differ. The 
oceasion may arise when a banker will 
advise his customer to increase his ad- 
vertising appropriation. But in the. 
very nature of the banker’s relationship 
to his customer such an oceasion will be 
rare. In the extreme case, ‘where the 
advertiser is increasing or reducing his 
outlay radically, a banker may sound a 
warning and bring about a reconsidera- 
tion. But in the common ease, where 
the advertiser is making no_ sharp 
change one way or the other, the banker 
will hardly care to advise his customer, 
whose business is on a sound and prot- 
itable basis, as to the amount or the 
details of his copy or as to the publica- 
tions in which he place it. There may 
have been eases where bankers called 
for a reduction of advertising outlay, 
or made casual comments adverse 
advertising. But it should be stated 
that such eases are rare, for the simple 
reason that the banker usually regards 
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WAITING FOR DRIFTWOOD 


N the early days an old. man sat in the wilderness by a 
river. Fishing was good and the eddying current brought 
| the driftwood to.him. He grew indolent. 
Across the river in a more unfavored location, 


settled another man. He fought for his existence; he fought for 
everything he got and in time he got everything for which he fought. 


True success comes only through industry and thrift. Don’t wait for things to drift 
your way —go after them. A savings account is one of the first steps towards success, 


The Savings Habit is a Good Habit. 
This Bank will help you cultivate it. 


CONTINENTAL 2nd COMMERCIAL 


‘TRUST anv SAVINGS. BANK 
LaSalle. Adams,Quincy:and Wells Streets 


LL DA FY S ATURE DAYS UNTIL 8PM 


ARE YOU INTERESTED IN ADVERTISING? 


This is a reproduction of Savings Bank 
copy used recently in Chicago newspapers. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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matters connected with advertising oper- 
ating matters, to be left, as sales poli- 
cies are left, to the company manage- 
ment. The report that bankers have, 
to any important extent, been hostile to 
or unsympathetic with advertising is a 
false alarm. 

Now, to refer to the exceptional case, 
where it does become the banker’s duty 
or interest to investigate in detail a ques- 
tion of advertising, let us suppose that 
a largely increased appropriation is 
called for, or that a company is in fi- 
nancial difficulties, so that its affairs are 
under banking supervision. Under 
such circumstances with what attitude 
will the average banker be likely to ap- 
proach the advertising problem? 

When it does become necessary for 
the banker to pass upon an advertising 
appropriation, his attitude will be that 
of the banker and not of the promoter. 
He must be convinced of the soundness 
of the unusual advertising appropria- 
tion just as he seeks to satisfy himself 
of the soundness of any other business 
outlay. If the company official who 
does consult his banker about an ad- 
vertising appropriation cannot explain 
it clearly, it will doubtless be cut down 
or even cut out. This is as it should 
be. If it is right to spend money for 
advertising in a given case it should be 
possible not actually to prove that com- 
mensurate results will be obtained, but 


certainly to make a_ straightforward 
showing, based upon business expe- 


rience in analogous cases. When this 
is done the banker will be found respon- 
sive. 

It may be well to mention one or two 
outstanding instances of insight into 
fundamentals of advertising on the part 
of bankers. With many well-known 
concerns, which base their success upon 
volume of sales, advertising appropria- 
tions run year after year into millions 
of dollars annually. Investigation 
shows that the bankers whose contact 
gives them a knowledge of these con- 
cerns are thoroughly convinced of the 
value of advertising. In at least one 
recent ease of a nationally distributed 
article, where the distributing company 
became involved in financial difficulties, 
the bankers advised a continuance of 
the advertising appropriation on a 
maximum seale. In this ease the bank- 
ers’ committee had, of course, ab- 
solutely final authority as to all expen- 
ditures of this company. 

It is becoming more and more com- 
mon for bankers to regard a radical 
eutting down of an advertising ex- 
penditure with close attention. The 
sharp reduction in the advertising of 
nationally distributed articles, the repu- 
tations of which were apparently so 
firmly established that nothing could 
affect them adversely, has been followed 
so regularly by a heavy falling off in 
sales, that the need for caution in such 
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The banker 
is coming to realize that public interest 
is not necessarily a permanent posses- 
sion. It ean be won only by skillful 
competition in a world where every de- 
vice is mobilized to win the notice and 
stimulate the action of the average man 
or woman, from the hour of rising in 
the morning till the hour of retiring at 
night. The morning mail is full of cir- 
eulars; selling appeal fills the news- 
papers and magazine, the bill-boards, 
the street cars and the shop windows as 
one goes to work and returns in the 
evening. To win a place in the crowded 
and besieged mind of the modern man 
is not equivalent to holding such a place. 
It is more like creating a melody which 
the prospect hears, enjoys, and inev- 
itably forgets. It must be played and 
re-played, or other melodies will take 
its place. Not even the greatest cor- 
poration or the most popular product 
can hope to build up a reputation which 
will of its own foree endure. The 
history of advertising is filled with 
striking proofs of human forgetfulness. 


eases is widely recognized. 


If a further instance is needed of the 
progress of the banker’s belief in ad- 
vertising, it is to be found in the great 
volume of advertising placed by bank- 
ers purely for purposes of developing 
good will. Banks have been among the 
pioneers in this field. Many large 
banks, having nothing tangible for sale, 
find it advisable to advertise extensively. 
The aim is not to secure direct returns. 
The object in view is to develop the 
highest type of national good will for 
an institution doing a countrywide but 
at the same time a highly specialized 
business. To understand the value of 
advertising which produces demon- 
strable and early returns in dollars and 
cents is simple enough. But when 
bankers are willing to spend substan- 
tial sums year after year for advertis- 
ing to build their standing, and to keep 
their good name continuously before the 
forgetful public, it indicates a receptive 
branch of advertising. 

It must be reasonably clear from 
what has been said that within definite 
limits growing out of the nature of his 
business the banker is interested in the 
sound progress of advertising. Very 
naturally, however, the question as to 
the banker’s attitude toward advertising 
brings up the more fundamental ques- 
tion which perhaps most people have in 
mind when that question is asked, 
namely, how does the business com- 
munity as a whole regard advertising. 
Tn this connection it may be permitted 
an observer and admirer of advertising 
to offer one or two suggestions. First 
as to quality. The best service the 
agencies can render to their clients and 
to their own business today is to perfect 
the quality of their service. If the 
quality of the advertising placed is high 
in permanent results, direct and in- 





direct, returned to the advertiser for 
each dollar spent, then the volume yill 
almost take care of itself, 

[It is probable that many concerns to. 
day actually under-advertise, not be. 
cause they ought not to expand na. 
tionally, but because the advertising 
they have done has not produced results, 
and the advertisers do not understand 
just why it has not produced results, 
This failure may be due to the facet 
that the expenditure of many thousands 
of dollars for advertising has not re. 
ceived the close personal study by the 
officers of the companies involved which 
they would give to any other major 
company expenditure. The result too 
often is that unrepresentative copy is 
placed, and often placed in the wrong 
media, 

Many company executives are so inse- 
cure in their conviction as to the sound- 
ness of the advertising policy they have 
adopted that they are influenced to 
change it by casual outside criticism, 
while they would be wholly unmoved by 
similar casual criticism of any other 
phase of their business policy. It is 
the duty of their advertising adviser to 
give them the necessary confidence in 
their own advertising policy, and in 
the copy they are using to make sucha 
policy effective. Perhaps too much 
mystery has been made of the subject. 
The chief obstacles which exist to a 

ller co-operation between advertisers 


and their advertising experts do not lie 
~ 


in the failure of the advertiser to under- 
stand highly technical advertising lore. 
He should not be expected to under- 
stand the technical details. The trouble 
lies largely in the failure of the adver- 
tising counsellor to get into the mind of 
the executives who must give final de 
cision the elementary laws upon which 
an advertising plan is based, and the 
broad business application of those 
laws to the particular advertising cam- 
paign which is up for decision. 

In a great many cases, the annual ap- 
propriation for advertising on the part 
of a corporation is many times the an- 
nual expenditure in lawyer’s fees or 
retainers, and yet only in the most en- 
lightened corporations or firms does the 
head of the concern give his personal 
thought to this expenditure. There is 
nothing which requires a more sensitive 
contact with the very heart and spirit 
of many businesses, or that bears more 
closely upon profits, than the expres 
sion to the public of the name and 
nature of these businesses, or the ap- 
peal of their merchandise. 

When business executives come 10 
realize that the information required 4 
the basis for a sound judgment rather 
than a snap judgment on their adver- 
tising expenditure can be obtained 
through a comparatively small outlay 0 
time in direct contact with their ad- 
vertising advisors; when they recogniz 
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more fully the fact that better adver- 
tising means more profits and that poor 
advertising is money wasted; when they 
eome to know that there are in the 
advertising business men of high calibre 
and wide experience in building profits 
through sales; and that their compet- 
itors are relying more and more upon 
these men and taking them more fully 
into their business confidence; then it 
must follow that these executives will 
realize that advertising is a caleulable 
part of their business, and they will 
allot to it a due amount of their per- 
sonal time and attention. 


There is nothing in this field more in- 
teresting, or more important to the 
sound progress of advertising, than the 
emergence of the trained business man 
in the advertising business. The best 
opinion in that business today undoubt- 
edly is that an advertising man is not 
a good advertising man if he is not es- 
sentially and fundamentally a good bus- 
iness man. This does not reflect on the 
eraftsman of advertising who translates 
ideas and motives into effective copy. 
He has a high usefulness and a ree- 
ognized value. There is also the spe- 
cialist on sales data, on circulation and 
other essential statistics upon which ad- 
vertising decisions must to a certain de- 
gree be based. But as one of the lead- 
ers in the advertising field recently 
stated: “I cannot bring myself to 
think of sound business judgment as 
something that is external to good 
agency conduct and management. The 
whole tendency of advertising coun- 
sel is inevitably in the direction 
of marketing counsel, predicated upon 
business knowledge. The best adver- 
tising counsellor counsels on business 
matters, and he looks upon advertising 
simply as one of the many forces to be 


used in the successful development of a 
business.” 


Keen business men are not going to 
spend sums aggregating a billion dol- 
lars a year, year after year, unless those 
expenditures produce profits. It must 
be obvious, then, that in the last an- 
alysis the advertising advice which the 
business man wants is the advice which 
will build and maintain his sales or his 
good will. The ability to give such 
advice is second to none in business im- 
portance. It is akin to the sense of 
profits, the instinct for success which 
either exists or does not exist in an in- 
dividual business man. The advertising 
man who has this sense would doubtless 
succeed in almost any line of business. 
But the great copy writer is an artist 
rather than a business man. Being an 
artist he will regard his work as on a 
Plane above the traffickings and com- 
Promises of trade. He would not be a 
great copy writer if he felt the primary 
urge to make five dollars grow where 
only one grew before. But such a man, 
When he is wise, does not try to run an 
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our business is directed. 


JHE broad, inviting doorway of The Peoples 
State Bank typifies the hospitable spirit 
within, and has also a stability and stately 
dignity in keeping with the policy by which 


Covering Detroit with a system of twenty-six branches, 
and conducting every transaction with conscientious 
care, The Peoples State Bank is admirably fitted to 
act as your Detroit connection.. 


Capital, Surplus and Undivided Profits over $14,000,000 
RESOURCES OVER ONE HUNDRED MILLION DOLLARS 


THE PEOPLES STATE BANK 


MEMBER FEDERAL RESERVE BANK * 


DETROIT, MICHIGAN 


advertising agency. He finds a business 
man, one with vision to be sure, but pri- 
marily a business man; he makes him 
president and general manager; takes 
for himself a big, quiet corner office— 
and writes copy. 

This is not a materialistic viewpoint. 
It is simply a suggestion that in build- 
ing up a better understanding between 
advertising men and their customers, 
the business men and bankers, advertis- 


ing must more and more talk the lan- 


guage of business. The tools of adver- 
tising, the printed word and the picture, 
are related, in their highest develop- 
ment, not to the world of business, but 
to the world of art. The writer and 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


the artist, speaking generally, are of a 
temperament widely different from that 
of the correspondingly successful men 
in the world of business. Now, how ean 
the result be produced where the writer 
and artists may have the greatest free- 
dom for creative work, while, at the 
same time, the head of the great manu- 
facturing concern, who is only a casual 
authority on the use of words or on the 
possibilities of art in commerce, may be 
presented with an advertising plan in 
terms which he can thoroughly under- 
stand? The obvious answer would seem 


to be—have a good business man, who 


has grasped the fundamentals of ad- 


(Continued on page 82) 























































































































































































Our Declining Exports 


One explanation for the falling off 
in our export trade is furnished by cer- 
tain interesting figures in the steel in- 
dustry. The trade in steel is not a do- 
mestic affair—it is world-wide. In 
going back to pre-war days, we find 
that the average monthly exportation of 
steel products from the United States 
in 1913 was 241,000 tons; Great 
Britain’s average was 414,000 tons; 
France 48,200 tons; Germany 479,800 
tons. In 1920, the monthly average for 
the United States in exports of steel 
products was 392,400 tons; Great 
Britain 271,100 France 74,600 
tons; and Germany 145,800 tons. 


tons; 


The changed position is strikingly il- 
lustrated by the export figures for 
August, 1921. In that month the 
United States shipped 75,800 tons; 
Great Britain 79,100 tons; France 
122,500 tons; and Germany 240,035 
tons. In other words, the United States 
shipped less than one-fifth its 1920 
monthly average; Great Britain, a 
little more than one-fourth; France 
about 60 per cent more; and 
Germany about 60 per cent more. 
German steel exports in August were 
more than those from the United States 
and Great Britain combined. The ex- 
planation of these figures undoubtedly 
lies in the lower production and selling 
costs of Germany. 


In all probability, we shall find that 
most departments of industry, partic- 
ularly in exports of merchandise, have 
shown a falling off for similar reasons. 
Many lines of industry are depressed 
because of the dwindling export de- 
mand. Several important classes of 
producers believe that the remedy lies 
in the granting of further credits to 
Europe. It is argued that if our for- 
eign customers are given the where- 
withal to buy, our books will be filled 
with orders, industry will pick up, un- 
employment will cease and prosperity 
once more will be widespread.—W. J. 
Wollman & Co., New York 


OVERSEAS FINANCE 


ACCUMULATION OF GOLD 
GRAVELY DANGEROUS 


ISCUSSION of the inflation now ex- 

isting in Europe leads to the ques- 
tion whether a so-called gold exchange 
standard might not be employed and 
the current Federal Reserve Review 
urges that artificial methods of con- 
trolling exchange operations are of io 
permanent value: 

“Their inadequacy as a means of cor- 
recting fundamental maladjustments of 
trade balances has been made so obvious 
by experience and has been a subject of 
such lengthy comment that it does not 
require further elucidation. It is, how- 
ever, conceivable that the stabilization 
of exchange and the reestablishment of a 
satisfactory system of internal pay- 
ments could be accomplished by a rig- 
orous control over credit and currency 
without return to the gold standard. 
But it is highly unlikely that such 
control would be sufficiently rigorous 
and discriminating to prevent exchange 
fluctuations from continuing to be of a 
magnitude sufficient to constitute a 
serious interference with foreign trade. 
It may be that the use of the discount 
rate as a means of price stabilization 
could with wise manipulation, un- 
hampered by political pressure, be ef- 
fective in some countries. Changes in 
discount rates would then act as a 
means of encouraging the expansion or 
forcing the contraction of credit-created 
currency without either an inflow or 
outflow of gold. But such a scheme 
presupposes a centralized control over 
money markets that was by no means 
assured even in prewar times, and it 
also presupposes .a sensitive response 
to variations in the interest rate that 
implies the existence of highly or- 
ganized international markets which no 
longer exist.” : 

The statement is plainly made that 
the great accumulation of gold in the 
United States at the present time is 
gravely dangerous, the Review stating 
the case as follows: 

“It is evident from all that has been 
said that the United States has an in- 
terest in the introduction of some form 
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of gold standard as a means to the 
resumption of trade _ relationships 
through the effective stabilization of ey. 
change. At present, furthermore, the 
abnormal concentration of gold in this 
country is a source of danger, because 
it is a false guide in matters of credit 
policy—no longer an index of the out- 
side limit of legitimate credit expansion. 
Considerations of national _ interes 
alone are, therefore, a sufficient reason 
for a careful weighing of proposals 
looking to a redistribution of the gold 
supplies of the world and _ involving 
a return of some part of the gold 
held by the United States for use else- 
where. No proposals of any sort 
should, however, be entertained until 
far-reaching guaranties of fiscal reform 
have been secured from the countries 
that require aid. Otherwise the as- 
sistance would be detrimental to the ex 
tent that it would lead to the postpone 
ment of the necessary fiseal reforms 
which must be made preliminary to the 
rehabilitation of currency systems and 
the reestablishment of stabilized er- 
change relationships.” 

The Review closes with a sketeh of 
the present international balance situa- 
tion in which it is shown that: 

“In November, 1921, a detailed e- 
timate of the net unfunded balance due 
to the United States from abroad was 
presented. Exclusive of the war-time 
debts of foreign Governinents to the 


United States Government, whieh 
amount to $10,000,000,000, roughly 
speaking, it was estimated that o 


October 1, 1921, there was owing 
private creditors in the United States 4 
net unfunded balance of $3,408,000,000. 
During October, November, and Decen- 
ber exports of merchandise exceeded 
imports by a little less than $300,000, 
000; and for the same period net m 
ports of gold and silver were but slight 
ly short of $125,000,000, leaving @ ne 
addition to our unfunded balance from 
“visible” sources of — $175,000,000. 
When, however, the remaining or “i 
visible” items in the balance are taken 
into consideration and summed up, It 5 
likely that they constituted a net debit 
for the three months of between $175; 
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900,000 and $200,000,000. The result is 
that the visible items during these three 
months have been fully offset or pos- 
sibly a little more than offset by the 
invisible elements in the balance, leaving 
the former estimate substantially un- 
changed and if anything, slightly re- 
duced at the close of 1921. In view of 
all the available facts, therefore, it 
seems fair to take $3,400,000,000 as the 
approximate amount of our unfunded 
international balance on January 1, 
1922. 


Sharp Rise in Sterling 


One of the outstanding financial de- 
velopments has been the sharp rise in 
sterling which has crossed $4.39 in an 
upward movement that has been a de- 
cided puzzle to many experts familiar 
with the international banking situa- 


tion. No satisfactory explanation 
has been forthcoming, even one 


that would throw partial light on the 
advance. Consequently, these sugges- 
tions offered with the knowledge 
that they may not tell the full story. 


are 


In one respect the rise in sterling has 
been surprising and misleading. The 
economic position of the United King- 
dom at present is not at all comfortable. 
Great Britain’s production costs have 
been high. She has been losing trade. 
It has been confidently predicted, for 
example, that the January figures, as pub- 
lished by the British Board of Trade on 
exports and imports,would make the most 
unfavorable. showing in many years. 
Competition has taken away some of 
England’s markets. The boycotts in 
India and Egypt based on_ political 
grounds have hurt her trade. The agi- 
tators in these countries have used an 
economic weapon to gain political ends. 


As a result there has been great de- 
pression in British industry. The views 
reaching American cotton markets, 
from Manchester, for example, do not 
represent the ordinary type of bearish 
propaganda. Lancashire trade has 
been hurt. It has suffered partly from 
world depression, but even more be- 
cause some of her best customers have 
been going elsewhere. There can be no 
other explanation of the fact that 
Whereas less than ten years ago Japan’s 
imports of American cotton were only 
10 per cent of those of the United 
Kingdom, they are now running at the 
rate of 70 per cent of British import 


figures—W. J. Wollman & Co., 


New 
York, 


Indeed, Yes! 


Reetor (giving lessons in school)— 
There are still parts of the world where 
men eat each other. What do you call 
&man who eats another man? 


Small boy — Gr eedy, 


!— London 
Morning Post. 


sir 
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‘London County Westminster 
and Parr’s Bank Limited 


ESTABLISHED IN 1836 





Chairman: WALTER LEAF. 


Deputy-Chairman: SIR MONTAGU TURNER, 


AUTHORISED CAPITAL - 
PAID-UP CAPITAL - = - ~ 
RESERVE - - 2 


(31st Dec., 1921) Z 
Current, Deposit and other Accounts 


R. HUGH TENNANT. 
($5 =£1) 
. - % $165,000,000 
. 45,018,590 
—~- « « 45,018,590 


Td 


$1,593,775,360 





Head Office: 41, LOTHBURY, LONDON 


Chief General Manager: 
essen Branch Office: 82, CORNHILL, LONDON, E.C.3. 
AFFILIATED ABROAD 


LONDON COUNTY WESTMINSTER & 


PARR’S FOREIGN 


BILBAO: Gran Via 9 


VALENCIA: Alfredo “Calderon 13 & Pascual y Gents 6. 


AFFILIATED IN IRELAND 


All Cheques on the Ulster Bank will be collected 
for Customers of this Bank, free of Commission. 


The Bank is represented by Branches or Agents in all the Principal Cities and 
Towns of the United Kingdom and has Correspondents throughout the World. ° 








ULSTER BANK LIMITED. 


WL 


BANK, LIMITED 


—PARIS: 22, Place Vendéme. 
FRANCE BORDEAUX: 22 and 24, Cours de l’Intendance. 
LYONS: 37, Rue de la Républi ue. 
MARSEILLES: 29, Rue 
NANTES: 6, Rue Lafayette. 
= —BRUSSELS: 114-120, Rue Royale. 
= BELGIUM ANTWERP: 28-30, Place de Meir. 
= S P AI N —MADRID: Avenida del Conde de oo 21 and 23. 
= BARCELONA: Paseo de Gracia 8 & 1 
= 


» E.C.2. 
JOHN RAE. 
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EXECUTOR AND TRUSTEE DUTIES UNDERTAKEN 
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Cable Address ‘‘Handelsbank”’ 
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Directors of the Reliance State Bank 
of Chicago voted to transfer $40,000 
from undivided profits account to 
surplus accounts, making total surplus 
now $100,000. 


Svenska Handelsbanken 
STOCKHOLM 


by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


7 branches 
;  hesere va 


*‘The Swedish Bank 
of Commerce’’ 
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Own Funds: Kr. 181,000,000 


SDenrnevenssevcnnecnnanesssccnaneoeny| 


The Irving National Bank, New York, 
recently announced the appointment as 
assistant vice-presidents of William R. 
Wilson, Paul K. Yost, and L. L. Hop- 
kins. 
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BANK OF LIVERPOOL 
AND MARTINS LIMITED 


Head Office: 7, Water Street, Liverpool 
London Office: 68, Lombard Street, London, E.C.3 


$5= £1 
Capital Subscribed - - $ 93,955,600 
Capital Paid Up - - ~ 11,744,450 
Reserve Fund & Surplus Profits 7,735,595 
Deposits, etc., at 30th June, 1921 393,228,055 
322 BRANCHES AND SUB-BRANCHES 
All descriptions of Banking, Trustee and 
Foreign Exchange Business Transacted. 


The Bank is prepared to act as Agents for Foreign Banks on Usual Terms 
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WILLIAMS DEACON’S BANK 


LIMITED 


EstasnrisHep 1836 


MEMBERS OF THE LONDON BANKERS CLEARING HOUSE 


Capital Subscribed - - - - - 
Capital Paid Up - - - - - ~ 
Reserve Fund - - - ~ - - 
Deposits at 31st Dec., 1920 - - - - 


LONDON OFFICE 

MANCHESTER OFFICE 

SHEFFIELD BOLTON 

And 142 other Offices chiefly in the manufacturing Districts of 

LANCASHIRE, YORKSHIRE, CHESHIRE, DERBYSHIRE 
and STAFFORDSHIRE. 


5=£1 


20, BIRCHIN LANE, E.C. 
- - MOSLEY STREET 
OLDHAM ROCHDALE 


The Bank is prepared to act as Agents for American Banks on usual Terms 


FOREIGN EXCHANGE AND AGENCY DEPARTMENT | Mane STREET 
AGENCY OF THE ANGLO-SOUTH AMERICAN BANK, LTD. j MANCHESTER 


AGENTS FOR THE 


THE NATIONAL PROVINCIAL AND 
UNION BANK OF ENGLAND, LTD. 


ESTABLISHED IN 1833. 


Head Office: 15, BISHOPSGATE, LONDON, E.C. 2. 


PRINCES ST. OFFICE: (UNION) 2, PRINCES ST., E.C. 2. 
LOMBARD ST. OFFICE: (SMITHS) 1, LOMBARD ST., E.C. 3. 
CORNHILL OFFICE: (PRESCOTT’S) 50, CORNHILL, E.C. 3 


The Bank has branches or Agents throughout the United Kingdom 
and Correspondents in all parts of the world. Undertakes the Agency 
of Country and Foreign Banks. Issues Circular Notes and Letters of 
Credit for all parts of the Continent of Europe, America and elsewhere; 
effects purchases and sales in all British and Foreign Stocks and Shares; 
collects dividends on Stocks and Shares; and the half-pay of Officers. 
Pensions, Annuities, &c. Trusteeships and Executorships undertaken. 


BRITISH, COLONIAL AND FOREIGN BANKING AND 
EXCHANGE BUSINESS TRANSACTED 


$ 
$ 40,625,000 
9,375,000 
5,000,000 
194,000,000 


BRITISH OVERSEAS BANK, LTD. 


UNURLATT 


HOW DO YOU APPRAISE 
YOUR CUSTOMERS’ 
ADVERTISING? 


(Continued from page 79) 
vertising, but who talks the language 
of business, in charge of the agency, 
and as the primary contact with the 
manufacturer or other advertiser, 

If the leaders of advertising will first 
be doubly sure that their service is in. 
trinsically sound; if they will make sure 
that the basis on which it is handled js 
always such as to inspire the confidence 
and respect of the business community, 
then they will have an increasing vol- 
ume of permanently satisfied customers 
—the best advertisement that advertis. 
ing can hope to have. On this basis 
they can build a standing commensurate 
with the importance of advertising to 
sound business development, and com- 
mensurate also with its broader signi- 
ficance in the modern world as a great 
potential civilizing foree. 

From the foregoing, the question as 
to what the banker thinks of advertis- 
ing may be to some extent reduced to 
its elements. It is obvious that if the 
question has a short answer, it is that 
few bankers have had oceasion to give 
much thought to the detail of the ad- 
vertising business. In the majority of 
cases, the business executive stands be- 
tween the banker and the advertising 
man. As to the future, the increasingly 
high standing of the better agencies, 
and the men who head them, will lead to 
that fuller contact and understanding 
between advertising men and _ business 
executives, and to a more limited extent 
between advertising men and _ bankers, 
which is the basis of business confidence. 
In the development of this relationship 
the ultimate test which advertising must 
meet is one of the business intelligence 
of the service rendered. 

Unquestionably advertising has an 
important future. Many business men 
believe that the ultimate tendency of 
modern salesmanship is toward opera- 
tions on a large scale, that the great 
sales suecesses of the future will be 
based upon volume and wide distribu- 
tion. If this is true, the test of success 
will be an honest product, manufactured 
with the highest efficiency and economy 
and marketed widely on a small margin 
of profit. Advertising will be a power- 
ful factor in this development. Such 
distribution cannot be lastingly built by 
spectacular advertising methods. To be 
successful, the advertising must be laid 
out with as much vision, must be as 
carefully planned and as economically 
executed, as all other parts of a selling 
campaign. . 

The forward looking banker will be 
elad to see the advertising specialist 
take his proper place in the world of 
sounder business which we hope 
replace the more slashing and wasteful 
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periods of the past. But the banker's 
attitude, while important, will not be 
the controlling influence in advertising 
progress. The predominant relation- 
ship will always be that of the adver- 
tising man to the business executive. 
And, more fundamental still, the bus- 
iness of advertising will not progress 
or decline because business men or 
bankers, or any other group, prefer to 
smile or frown upon it. Its prosperity 
or the reverse will depend first, upon 
the basie profit-producing importance 
of advertising as determined by the 
inexorable operation of economic laws; 
and second, upon the downright human 
ability and integrity with which adver- 
tising men build upon the basic oppor- 
tunity which is presented to them. 
A Valuable Book On Will 

During the past few years trust 
companies and banking institutions 
with trust departments have been em- 
phasizing to their customers the im- 
portance of the proper making of a 
will and have been extending helpful 
adviee and services in that field. As 
executors or trustees these institutions 
handle both large and small estates in 
which many complex problems arise. 
In this connection the work on “Wills, 
Fstates and Trusts” in two volumes, 
just off the press, will be of practical 
value and especial interest to the banker 
and trust officer. The book has been 
prepared by Thomas Conyngton, of the 
New York Bar; Harold C. Knapp, 
B.S. LL. B., of the Irving National 
Bank, New York and Paul W. Pin- 
kerton. It presents a clear analysis 
of the necessary steps in settling an 
estate where there is or is not a will and 
deals with the rules and procedure in 
handing property left in trust for 
children, or members of the family. 
The services that trust companies have 
fo offer and other details are also 
touched upon. The important ques- 
tion of the payment of inheritance, 
inome and property taxes and the 
various other taxes as they relate to 


the settlement of an estate is thoroughly 
covered, 


James Matheson, formerly vice-pres- 

ident of the First National Bank of 
Elkhorn, Wisconsin, has been elected 
president. He succeeds J. H. Harris, 
who resigned to become chairman of 
the board. H. D. Adkins, was made 
Viee-president. 


a 


8. F. Shattuck of Neenah, Wisconsin, 
‘as been chosen vice-president and di- 


tector of the Bank of Kimberly, Wis- 
consin, 


R..§. Parker and J. M. Walters are 
the two new directors elected by the 
Fiddity State Bank, Tenth Street and 
Central Avenue, Kansas City, Missouri. 
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Directors of the First Englewood The Broadway State Bank, Buffalo, 
State Bank, Chicago, have elected W. New York, has filed application to or- 


M. Goldsberry, assistant cashier, to the ganize with the state banking depart- 
vice-presidency. E. N. Baty, who has ment. The new bank will have a cap- 
been in charge of the new business de- ital of $300,000. 

partment, and James Hughes, formerly Sa 


of the Continental and Commercial The Bank of Canton, Ltd. Hong 
Bank, Chicago, were made assistant Kong, China, has established an agency 
cashiers. at 291 Broadway, New York. 
























































LLOYDS BANK LIMITED 


Head Office : 71, LOMBARD ST., LONDON, E.C. 3. 


CAPITAL SUBSCRIBED- 
CAPITAL PAID UP - 


RESERVE FUND - 
DEPOSITS, &c. - 
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($5 = £1) 


$359,323,900 
71,864,780 
50,000,000 
1,709,927,775 
701,532,355 


THIS BANK HAS OVER 1,600 OFFICES IN ENGLAND & WALES. 
Colonial and Foreign Department : 17, CORNHILL, LONDON, E.C. 3. 


The Agency of Foreign and Colonial Banks is undertaken. 


Affiliated Banks: 


THE NATIONAL BANK OF SCOTLAND LTD. 


LONDON AND RIVER PLATE BANK, LTD. 
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DEN DANSKE 
LANDMANDSBANK 


Hypothek-og Vekselbank 
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Reserve - - - - 


50 Million Kroner 


The Bank Transacts 


every kind of 


Legitimate Banking Business 


Telegraphic Address - - 


‘*Landmandsbank’”’ 


52 PROVINCIAL BRANCHES 











The Farmers and Traders Bank, of 
Maysville, Ohio, and the Citizens State 


Bank of Dover, Ohio, have been in- 
corporated under the name of The 
Farmers and Traders Bank, with a 


eapital of $51,000. 





Henry 8S. Belber has been elected 
vice-president of the State Bank of 
Philadelphia. Joseph Caplan was ap- 
pointed a director. 

P. LeRoy Harwood has been elected 
to the presidency of the new Winthrop 
Trust Company, New London, Con- 
necticut. 

Alfred R. Puchner has been advanced 
to the cashiership of the First National 
Bank, Paseo, Washington. 


* 








Dr. H. K. Merrill of Logan, Utah 
was elected president of the Wellsville, 
Utah, State Bank to succeed Joseph FE. 
Wilson at the annual meeting of the 
stock-holders held at Wellsville. 


The board of directors of the Asso- 
ciation of Reserve City Bankers at its 
mid-winter meeting held in New Or- 
leans on January 27, decided to hold the 
annual convention of the association 
in Kansas City on May 22 and 23. 

The First State Bank, Thebes, Illi- 
nois, has promoted V. W. Spann ecash- 
ier to fill the vacaney caused by the 
resignation of Loyd Cox, the new cash- 
ier of the West Frankfort, Illinois, 
Bank and Trust Company. 





Readers will confer a favor by mentioning THE BANKERS MONTHLY when 
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Loss in Inventories 
The losses of American busine 


SS ¢on- 
cerns as a result of deflated senile 
in the last two years have amounted ty 
billions of dollars, and it has taken gen. 
uine business courage to mark asset; 
down to current values where this ha: 
been done. 


The effect of eutting down top-heay; 
inventories and appraisal values, fron 
original costs to current price levels 
and thus facing the actual situation, 
has been to induce reduction of over. 
head expenses to meet real conditions, 
By these processes all-around readjust. 
ment has been brought nearer. 

We referred recently to a prominent 
instance of this, demonstrated jin 
the statement of Armour & (bp, 
for 1921. This great corporation set 
an example of cleaning the slate in prep. 
aration for a condition of busines 
where low-cost price and small margins 
of profit must enter into intensive con- 
petition to create new demand. This 
was effected by Armour & Co., through 
writing off losses for the year com- 
pletely and making out inventory at 
strictly current market values. 

This corporation issues a monthly 
magazine, and in the February number 
they refer to this operation as follows: 
“Tt isn’t a very pleasant process for one 
to stick a knife into his own wound, 
even though it is necessary for proper 
cauterization; but after it has been 
done, how much better the sore spo 
feels. That is just what the packing 
industry has done to itself this month 
It took some courage to mark down in- 
ventories and assets to a figure where 
they represented a loss of many, many 
millions of dollars. But it had to be 
put on a healthy basis. Losses had to 
be recognized as losses and put in their 
proper place in red ink in the ledgers 
of the packers. * * * There is every 
reason to believe that the market for 
raw materials, which enter into the proe- 
esses for public consumption, has see 
its lowest level and that it will be uw 
necessary, at the end of this comme 
year, to make a lower valuation of the 
conimodities for which we have paid 
higher eash price.”"—J. S. Bache & C0. 
New York. 

The Ouachita National Bank of Mot 
roe, Louisiana, recently celebrated the 
opening of its new building. The hané- 
some structure is ten stories high, and is 
considered one of the finest in that pat 
ot the state. 

The State Bank of Randolph, Ner 
York, has inereased its eapital st 
from $30,000 to $100,000. 





The First National Bank, Danville, 
Pennsylvania, has had plans drawn for 
a $100,000 building. It will be one 
story high with basement. 


writing to our advertisers 












Foreign Fairs in 1922 


A recent number of the Foreign 
Trade Review of the Port of Boston, 
issued by The National Shawmut Bank 
of Boston, carries an interesting sum- 
mary of a number of the important 
“fyade Fairs” or expositions held last 
year at London, Birmingham, Lyons, 
leipsic, Brussels, Prague and other 
cities in Europe. 

The growth of industrial fairs has 
been one of the most important trade 
developments during the past five or 
six years. Previous to the war, the 
Leipsie fairs had attained world wide 
fame and had proven most effective 
agencies in promoting the growth of 
Germany’s foreign trade. The Lyons 
fair held at Lyons, France, represents 
the first successful development for 
adoption of the idea back of the Leip- 
sie fairs. 

The underlying purpose of all the 
fairs now held annually, or oftener, 
has. been the stimulation of export 
trade. Through these fairs buyers are 
attracted from abroad, the world is 
familiarized with this or that national 
product; and greater efficiency and 
economy is made possible in the con- 
duct of foreign trade transactions. 
The bank’s review gives a complete 
list of the fairs to be held in 1922. 
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et INTERNATIONAL LOAN 
«i | NEEDED TO MOVE CROPS 
ng 
th. FF the problem is thought out to its 
in- logieal conclusion, long time interna- 
ere tional credit will be seen to be basically 
ny even More necessary today than long 
be time farmers’ credit. Long time inter- 
to national credit would help chiefly to 
seit move the crops, while farmers’ credit 
ers might for a time at least help chiefly 
= to hold them. No matter how far our 
for home mechanism may be perfected—of 
roe- production, transportation and market- 
see ing—it still remains that until we find 
w- a way to sell our surplus products, we 
ning shall miss the big factor leading to re- 
the stored prosperity. 
ida Just how the necessary international 
Co. qedit shall be provided to enable peo- 
ple overseas to buy our goods is still to 
be worked out. Plans suggested to 
Mon: date have not met with complete sue- 
the cess, chiefly because there has been no 
oi complete harmony of agreement in the 
nd is support of the plans. But statesman- 
part ship and finance together, recognizing 
the need of restored international con- 
fidence and co-operation, is now 
es charged with the responsibility to find 
ae & way by which the vast resources of 
sto¢ the old world may be used as an accept- 
able basis of credit, so that people there 
may buy the food, the raw materials, 
nvils | the machinery and the other goods of 
ma for American production which sorely need, 
e one and : 





which we are in a position to 
supply. 
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Readers will confer a favor 


This magnificent structure, the biggest in the downtown section of Det: 
of the First National Bank, formerly the First and Old National Bank. The 


its new quarters in March. 


DETROIT’S GREAT BANK BUILDING 





EZs 


SSRETSRR 


it, is the new home 
ank will move into 





No royal road, it is truly said, runs 
to prosperity; after all, the way to the 
solution of the common problems of the 
world is a matter which time will have 
to work out. But intelligent and cour- 
ageous action on our part and on the 
part of the people abroad will shorten 
the time, and it therefore is most essen- 
tial now that this country, which oe- 
cupies so important a posttion of world 
leadership, should avoid that certain 
harm which would come with the ap- 
plication of schemes, now being dis- 
cussed, that would give passing sense 
of prosperity, but that would put off 
indefinitely the return of true pros- 
perity.—The Mechanics & Metals Na- 
tional Bank, New York. 


Joseph Simon, director of the Iowa 
State Savings Bank, Cedar Rapids, 
Towa, has been elected vice-president. 


by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


The resignation of James E. Fickett 
as vice-president in charge of the credit 
department of the Bank of Italy, San 
Francisco, to become general manager of 
the David Eccles interests with head- 
quarters at Ogden, Utah, was announced 
several weeks ago. Ineluded in the Eecles 
interests are the Amalgamated Sugar 
Company, Lion Coal Company, Utah- 
Idaho Central Railroad, Sumpter Val- 
ley Railroad, Oregon Lumber Company, 
and their allied industries. 


L. L. Mulit, for many years first viece- 
president and a director of the North- 
western National Bank of Portland, 
Oregon, who has been associated with 
the Bank of Italy for several months, 
will succeed him at the bank’s head 
office. 


Mr. Fickett was formerly chief ex- 
aminer for the California state banking 
department. 








































































































































































































































































































































































































CURBING AN INJUSTICE TO 
BONDHOLDERS 


NE of the complaints frequently 

made by savings banks and other 
investors in municipal bonds, and more 
especially those owning the securities of 
small towns, villages and school dis- 
triets, is that these borrowing communi- 
ties are carelesss about making pay- 
iments of principal and interest prompt 
ly when due. And complaint on this 
score is entirely justifiable. If a 
coupon is due on January first, the 
money should be in the hands of the 
bondholders on that day—not a week 
or a month hence. The investor who 
buys a bond on a 4.80 per cent basis 
does not actually receive that income if 
coupons are not met promptly so that 
interest money ean be re-invested on 
the day it is due. 

While this matter of tardy remittance 
of bond interest may seem to be of little 
importance when considered in connec- 
tion with a single bond issue, it will be 
readily appreciated that when hundreds, 
or even thousands, of city, town or dis- 
trict treasurers habitually allow such 
payments to become from a few days to 
weeks overdue the net loss and the an- 
noyance to investors is considerable. 
Bond dealers who handle this class of 
securities will testify that from the 
standpoint of the house that is endeav- 
oring to educate a public to buy muni- 
cipal bonds this frequent laxity is a 
very real source of dissatisfaction and 
earns for an otherwise excellent secur- 
ity an amazing degree of unpopularity 
among investors. 

The savings bank, of course, finds its 
investment income calculations upset 
when coupons remain unpaid after due 
date and to an even more important de- 
gree this, of course, applies to the 
larger payments of principal. 

The proper method for any muni- 
cipality to employ in this connection 
is to employ a New York fiscal agent 
where a deposit sufficient to take care 
of these payments should be main- 
tained. While very great progress in 
this direction has been made, hundreds 
of “local payment” bond issues are 
created evey year and among them 
there will even be found such issues 
as the State of Ohio $20,000,000 Sol- 


diers’ 


Sonus bonds which were put on 
the market only a few weeks ago. 

Kifforts have been made in several 
sections of the country to eliminate this 
injustice to bondholders. The question 
has been up for discussion more than 
once at meetings of the Investment 
Bankers Association and attempts at 
legislation have been made in more than 
one state. In this connection, the re- 
cent action of the North Carolina Le- 
gislature to meet the situation may be 
of interest. On December 19 last an 
act of the recent special session of the 
Legislature of that State entitled “An 
Act to Provide for Making Effectual 
the Means of Payment for Bonds and 
Notes of Counties, Townships, School 
Districts and Municipal Corporations, 
and to Provide for Supervision of Such 
Means by the State Auditor, and 
Making Non-Compliance With its 
Terms a Misdemeanor and Fixing a 
Penalty” became effective. 

This law recognizes that default in 
the payment of interest or principal 
for a single day results not only in 
diseredit to the borrower, but seriously 
affects the credit of the state itself and 
all its political sub-divisions and on this 
ground state supervision is provided to 
see that means and methods for prompt 
payments exist. 

Among other things, the law requires 
the filing with the state auditor of a 
statement showing the complete details 
of all local issues including the name of 
the board in which is vested the author- 
ity and power to levy taxes for the pay- 
ment of principal and interest on the 
bonds. It then provides that it shall 
be the duty of the state auditor to 
mail to the recording officer of each 
board having the power to levy taxes 
for bond interest and principal, at least 
thirty days before the time for the an- 
nual levy of taxes, a statement of the 
amount to be provided by taxation or 
otherwise for the payment of the in- 
terest accruing on bonds for the follow- 
ing year and for the payment of bonds 
then maturing, if serial bonds, or for 
a sinking fund if such bonds do not 
mature serially. | 

Section 5 of the act provides penalty 
of $200 (collectible by any taxpayer or 
bondholders) for any members of the 
governing board who fails or refuses to 
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make provision for such payment or 
who does not vote in favor of making 
such provision, ete. Penalties are also 
provided in the ease of officers or men- 
bers of governing boards who pay out 
or vote for the appropriation of money 
raised for the payment of bond interest 
or principal for any other purpose, 

Incidentally, through the operation 
of such a law there will be collected and 
made available in a central place to all 
those interested, some extremely valv- 
able statistics relating to public debts 
and borrowing throughout the state— 
New York Savings Banks Association. 

Huge Volume of Cash 

As reserve ratio improves, that is as 
it advances above legal requirements, 
the amount of idle money increases. 
The ratio having improved slightly 
over 30 points from the record lov, 
there is, of course, an enormous volume 
of unused cash in banks. It naturally 
follows that as this cash grows in vol- 
ume its owners begin to consider some 
way to use it to advantage. At first the 
owner of funds is limited and _ looks 
for gilt-edge investment. Consequently, 
commercial deflation is followed by a 
rise in reserve ratio and strong bond 
market. 

A rise in the bond market causes a 
lowering of interest return. This is 
usually followed by a rising stock 
market. Stocks rise hecause business 
men will not long be satisfied to have 
their funds idle. Aetivities start up, 
offering more speculative returns for 
investment. 

Following a prolonged depression 
and a rising reserve ratio, merchants 
allow their inventories to run so low 
that a buying movement becomes inev- 
itable. A buying movement, of course, 
means a speeding up of factories, 4 
using up of funds, ete., which may be 
expected to continue until rates on com- 
mercial paper begin to rise. 

When gold begins to go out in large 
volume and reserve ratio falls rapidly 
it is an alarm signal. The actual dar- 
ger may be near or distant, depending 
on numerous things. 

At present gold is coming in and 
ratio is rising. Conservative analysts 


see in this condition a beginning of im- 
Tnventories are 


proving conditions. 
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low, cash is plentiful and interest rates 
on all kinds of loans have declined, and 
may become even cheaper. For these 
reasons leading financiers believe that 
we may look for a period of prosperity. 
—Wall Street Journal 





Foreign Bonds Attractive 

The securities department of the 
American Express Company is sending 
out the following letter to banks and 
investment houses : 

Your advantage in opening a foreign 
bond division, if you have not already 
done so, would probably be very great, 
and we venture to suggest that you 
consider this matter in the light of re- 
cent experiences of other bond selling 
organizations. 

Judiciously selected foreign currency 
bonds have yielded almost extravagant 
profits during the past year due to the 
betterment of economic conditions 
abroad and due to the rises in various 
exchange. There remains, however, 
much additional ground to cover before 
the sounder exchanges return to normal. 
Distribution of foreign currency securi- 
ties by you should increase your profits 
and place your customers in the posi- 
tion of holding seasoned and time-tested 


securities of governments and muni-, 


cipalities throughout the world express- 
ed in currencies of solvent nations. 
Between participations in domestic 
syndicates you can sell these securities, 
™ many cases without taking a com- 
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Investment Service for the Banker 


For many years this institution has been 
one of the largest holders of investment 
securities in the West, and its own require- 
ments have taught it the investment service 
banks in general. 
department a trading department has been 
established which is designed to find markets 
for those who wish to sell, as well as buy. 


In the bond 


Bond Department 


ILLINOIS TRUST | 
&@ SAVINGS BANK 


La Salle at Jackson---Chicago 


Roger K. Ballard 
Manager Bond Department 


Likewise, a statistical department has been 
established to report on any securities on 
which our clients desire information. In 
our purchases of bonds for our clients, we 
aim always to have in mind the needs of 
bankers as well as private investors, and in 
many other ways we aim to make our 
service valuable to our banking clients. 








M. H. Bent 
Ase’t Manager Bond Department 


Long Chances for Private Investors 


L. cannot be pointed out too often to business men, especially those unaccus- 
tomed to borrow money of banks, that the commercial banker is the custodian 
of funds repayable to depositors on demand; and that, in consequence, money 
loaned by banks to industry must be loaned on short term, on the security of 
paper covering self-liquidating transactions. The banker gets a small, fixed fee 
for his loan. He does not participate in the profits of the business in which the 
money is used. Therefore, he cannot affotd to take a substantial risk of loss. 
He cannot say, “This is a likely business—we will take a flier for a million.” 
He must say, “Is this loan sure to be repaid?” 


» 


The long chances in the world of business must be taken by private investors 


with their own funds. 


If the banker is not almost always right he will not be a 


successful banker; for the loss of the principal of a few loans will more than 
wipe_out the small interest return earned on the loans which are repaid. This 
is a detail of the banking business which advertising men should understand 
thoroughly because it gives the key to an attitude which i3 the rule with lending 
officers of banks. This attitude can hardly be called either unusually conserva- 
tive or in any way unsympathetic. It simply evidences a high degree of care in 
ascertaining the facts and implications in each given case. 





mitment, and repeat profits which are 
as great, if not greater, than under- 
writing commitments, heretofore ac- 
cepted by conservative investment deal- 
ers. 


The People’s Trust and Savings 
Bank, Galesburg, Illinois, has acquired 
the Holes building in that city as its 
permanent home. Remodeling is under 
way and the new quarters will be 
occupied shortly. 


John W. Ross has been appointed © 


assistant cashier of the Corn Exchange 
Bank, New York. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 





The Discount and Audit bank of Co- 
penhagen has been compelled to write 
down its capital from 48,000,000 kro- 
ner to 22,000,000 kroner and its re- 
serves from 16,000,000 kroner to 2,- 
000,000 kroner. The principal banks 
of Copenhagen are helping in the re- 
constrution of the Discount and Audit 
bank, whose position is declared to be 
perfectly sound now that all its losses 
have been written off. 





The Second National Bank, Oswego, 
New York, has appointed John D. 
Cogswell, Jr., cashier. He succeeds F. 
B. Shepherd, who resigned. 
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4th & Chestnut Sts. 
Philadelphia 








Foreign Service 
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private banks overseas. 






Founders Court, Lothbury 
LONDON, E. C 


BROWN BROTHERS & CO. 


Established 18/8 


59 Wall St.,. NEW YORK 


our long established connections 
abroad, we are in a position to render complete 
foreign service to banks. 
include the strongest and most progressive institutions and 
We shall be pleased to discuss 
our various facilities with you. 


A Century of Service 


BROWN, SHIPLEY & COMPANY 


Established 1810 


123 Pall Mall, LONDON, S. W 


60 State St. 
Boston 


Our correspondents 


Office for Travelers 









AUTHORIZED TO PAY 
STOCK DIVIDENDS 


HE comptroller of the currency is per- 
mitting national banks to pay stock 
dividends for increasing of the capital 
stock. Each shareholder has the right 
to participate in the increase in propor- 
tion to the number of shares now held, 
but with his consent, the shares to 
which he is entitled may be allotted to 
other subscribers. If a dividend is to 
be declared by the Board of Directors 
from the undivided profits and surplus 
so that dividend checks, when properly 
endorsed, may be accepted in payment 
of stock subscriptions, the surplus fund 
must not be reduced below 20 per cent 
of the present capital. 


At the annual meeting of the directors 
of the Ansonia National Bank, Ansonia, 


.-Conn., 





announcement was made of 
retirement of Senator Frederick M. 
Drew from active service at the bank. 
Mr. Drew, who served as vice-president 
of the bank in recent years, will con- 
tinue as a director of the bank. 
William A. Nelson’ was chosen vice- 
president, succeeding Senator Drew, 
and Henry W. Case and William H. 
Joy, assistant cashiers. 


Dorsey D. Files who for a number 
of years has been assistant cashier of 
the First National bank at Enfield, Il. 
has aceépted a position as cashier of 
the State bank at Bone Gap, succeeding 
Tra E. McKibben. 


The International Bank, Washington, 
D. C., has moved into new quarters :n 
the Southern building. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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DO YOU FIT INTO THIS 
TAXABLE CLASS 


HE new revenue act provides that if 

a married person or the head of a 
family has a net income less than $5, 
000 his personal exemption shall be 
$2,500. Any such individual having a 
net income in excess of $5,000 shall 
have an exemption of only $2,000, but 
it is provided that the reduction of ex- 
emption from $2,500 to $2,000. shall 
not increase the tax to an amount 
greater than would have been due had 
the $2,500 exemption been allowed, plus 
the amount of the net income in excess 
of $5,000. 

The following examples have been 
prepared to bring out the meaning of 
this section as we understand it: © | 





Example I 
A married man had a net income of $ 5004.00 
IIE 55-4) <a Ssord-oe Bi ececeteer es. eiake x 2000.00 
Taxable net income .......... . 3 3004.00 
oa ai haslat adhere alaustosteavéow oecete 04 
Tax when $2,000 exemption claimed $ 120.16 


Test to find tax payable if $2,500 were allowed. 
Net Income 





A phan aKa weal eke Greece > $ 5004.00 
Less exemption of ......... 2500.00 
Taxable net income . Pre an g 2504.00 
MR ciistnce aiatianc tn ees wee S ees Pee 04 
Tax under this exemption ...... g 100.16 

$100.16 plus $4, the income in excess 


of $5,000, is equal to $104.16, which is 
the limit of the tax payable. In this 
ease the $120.16 is $16 more than the 
tax which would be assessed if the $2,- 
500 were allowed plus the income in 
excess of $5,000. 


Example 2 








A married man had a net income of $ 5200.00 
Personal exemption ............ 2000.00 
Taxable net income ............ $ 3200.00 
EG Ciba che vies os ee scmaler eile eculetnle es 04 
Tax due under this exemption . $ 128.00 
Test to find tax payable if $2,500 we re allowed 
SRN 6 laa cal aati oy <0 acti ss eave 5200.00 
Personal exemption .............. 2500.00 
Taxable net income ............. $ 2700.00 
NN es este orare lal eiccacd oncnisvoxeielakenkia 04 


Tax computation under this exemption $ 108.00 


Tax if $2,500 allowed is $108. $108 
plus $200, the amount of net income in 
excess of $5,000 is $308. In this case 
the reduction of personal exemption 
from $2,500 to $2,000 did not increase 
the tax to an amount in excess of the 
tax computed by allowing the $2,500 
exemption plus the amount in excess of 
$5,000. The tax payable in this case 
would be $128. 

This provision will benefit married 
taxpayers (without dependents) whose 
net income is less than $5,200 but will 
not be of advantage to such persons 
having a net income in excess of that 
amount.—H. Archibald Harris & Com- 
pany, Chicago. 


J. H. Coe, formerly of Barron, Wis- 
consin, has been named vice president 
of the First National Bank and the 
Central Wisconsin Trust Company, 
both of Madison. 
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WHAT FEDERAL RESERVE 
STATEMENT SHOWS 


SINCE the inauguration of the Federal 
Reserve system the Clearing House 
satement has lost much of its importance, 
Books that were published prior to No- 
vember, 1914, making detail explana- 
tion of bank statements, are of little 
value. The Federal Reserve figures are 
now of paramount importance in study- 
ing eredit developments. 

The Reserve ratio itself is the most 
important indicator. A year and a half 
ago, for instance, when ratio fell below 
40 per cent financiers knew that a reac- 
tio was inevitable. 

The Federal Reserve law requires 
Federal Reserve banks t6 carry a gold 
reserve of 40 per cent against Federal 
Reserve notes in actual circulation and 
35 per cent cash against net deposits. 
When the combined ratio declined to 
about 40 per cent it was clear that ex- 
pansion of credits only be continued 
by huge imports of gold. And there 
was hardly a possibility that such im- 
portations could be effected rapidly 
enough. 

Then there was the certainty that 
with any further expansion in credits, 
priees would be advanced and wages 
increased, making the cost of produc- 
tion greater in America than in foreign 
countries. Such a condition would, of 
course, increase our imports of foreign 
goods. 

There was no doubt whatever that 
expansion had gone too far for comfort. 
It might have been permitted to go 
further, of course, just as Germany, 
Russia, Austria and Poland have done, 
by issuing unlimited supply of paper 
money, as those countries have done. 
If such a course had been followed our 
fnanees would have been in a condition 
comparable to the inflated currency 
systems of Europe. 

But bankers knew that such a sui- 
tidal course would not be followed in 
America, They began to contract 
loans, This caused a lower level of 
pries. Lower prices influenced the 
fow of gold to this country, which 
improved the reserve ratio. As prices 
declined and the volume of business 
‘ontracted there was a smaller demand 
lor Federal Reserve notes, which per- 
mitted a rapid retirement of these 
hotes, and, of course, resulted in a 
further improvement in the combined 
ratio. 

A fall in deposits also raises the re- 
“rve ratio, other things being equal, 
but, as a matter of fact, deposits have 
declined very little. 


8. B. Duea, Minnesota state superin- 
tndent of banks has announced his 
‘esignation effective as soon as the 
governor appoints a successor. Mr. 
ea will enter business. 
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King Hoagland 6 Co. 


Investment: Securities 


14 South La Salle Street - CHICAGO . 


Ground Floor 


Three appointments in the Los An- 
geles Trust and Savings Bank were re- 
cently announced by Jay Spence, vice- 
president and cashier. They were C. H. 
Hindley as assistant manager of the 
Wilshire branch, located in the Ambas- 
sador hotel; C. M. Cason as assistant 
manager of the Marine branch, San 
Pedro; and J. F. Caballero as assistant 
manager of the foreign department of 
the Los Angeles Trust and Savings 
Bank. 





‘Preliminary sketches have been 
drawn for a building to house the Na- 
tional Bank of Salina, Kansas. It 
will be of brick and stone construction 
when finished. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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Edward S. Rothschild has retired as 
president of the Public National Bank 
of New York to become chairman of 
the board. Alfred S. Rossin was elect- 
ed president. 





George S. Witham, Sr., has been 
elected to the presidency of the Hudson 
Falls National Bank, Whitehall, New 
York. John B. Davis, cashier, has re- 
signed. 


The Citizens’ National Bank, Waynes- 
boro, Pennsylvania, has been organized 
with the following officers: Ezra Frisk, 
president; Dr. D. B. Snivly, vice pres- 
ident; W. H. Gelbach, cashier and R. 
E. Stouffer, assistant cashier. 
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Business Outlook More Hopefy 
In the midst of somewhat disconceyt. 





ing facts and figures, business Sentiment 
is growing steadily more hopeful. F,j). 
ures in January were extremely heayy, 
both in number and in liabilities, This 
high mortality rate is likely to continue, 
as many concerns, which have been seri. 
ously crippled by the tremendous straiy 
and drastic readjustment of the past 
year, are finding it difficult to continue 
under present untavorable conditions, 
While the volume of hand-to-mouth buy. 
ing is perhaps increasing slightly, bus. 
ness as a rule is being done on a yer 
narrow or no-profit basis. Fluctuations 
in raw material prices, high labor and 
transportation costs, varying demand 
for finished goods, make manufacturing 
uncertain and very difficult. Expecta. 
tion of lower prices for manufactured 
goods continually unsettles the market, 
— ——— Northern mills throughout New England 
are reducing wages and _ lengthening 
hours, the result meaning about 10 per 
cent less money for 12% per cent more 
work. This action is primarily forced 
by Southern competition, but at bottom 
is another step in the process of deflation 
destined to bring the prices of finished 
goods and farm products nearer a par- 
ity. The farmer cannot buy freely at 
velatively high prices, while his own 
produets bring low prices. In this con- 
nection it is significant that wheat has 
advanced 15 cents a bushel in the last 
fortnight, while corn and rye also have 
risen.—First National Bank, Boston. 


We are equipped through long experience and a 
world-wide organization to handle the 


Foreign Exchange Transactions 


of American banks, bankers, business men and travelers. Our 
| world-wide facilities are at the service of all who are engaged 
| in international financial transactions and travel. 

These include | 
| Buying and seliing Exchange on foreign countries; remitting 
abroad by sight drafts, cable transfers, or money orders; collect- || 
| | 
| | 


ing drafts on foreign countries, and issuing Commercial Letters 
of Credit, Travelers Letters of Credit, and Travelers Checks. 


Knauth -Nachod & Kuhne 


Equitable Building 120 Broadway, New York 




















On This Choice 
Chicago Loop 
Security 


EARNINGS 


More Than Five Times the Greatest 
Annual Interest Requtrements 


—=: is one reason why the Direct 
Closed 7 Per Cent First Mortgage on 
this valuable leasehold estate of the 
Union Fuel Building is such an unusually it ee 

attractive investment. ae Leslie R. Palmer of Ossining, New 


But EARNING CAPACITY is only one of York, has purchased controlling interest 
the many attractions of this issue. Large in the First National Bank of Hastings 
Margin of Security and high interest return on-Hudson, New York, and a 

e the others. president of the insti.ution, succeeding 
ee John J. Walsh. Charles A. Valentine 
has been named vice-president. 





































J. W. Dunegan has purchased the in- 
terests of W. D. Connor in the First 
National Bank, Stevens Point, Wis- 
consin, and is now president of the 
bank in active charge. 















Burton Clark, president of the Farn- 
ers and Merchants State Savings Bank, 
Manchester, Iowa, has resigned and has 
been succeeded by James J. Burbridge. 




























Our illustrated descriptive circular giving 
highly interesting information about this | 
attractive bond issue will be mailed upon 
request. 


These bonds are legal invest- 
ment for National Banks 























The Riggs National Bank, Washing: 
ton, D. C., has promoted Avon M. 
Nevius and George O. Vass, assistant 
cashiers, to vice-presidents of the bank. 


Hyney, Emerson & Co. The capitalization of the Union Sav- 
39 South LaSalle Street, Chicago ings Bank and Trust Company, Wilkes 


an ee Den ewan ees ames maseenacmasmesent eos] Barre, Pennsylvania, has been increased 


HYNEY, EMERSON & CO. Please send me Illustrated Circular of fgom $150,000 to $250,000. 
Chicago, Ilinois the Union Fuel Building 7% Bonds. BM-2 




















The Boyertown, Pennsylvania, Na- 
tional Bank has elected Milton H. 
Schealer president. He was formerly 
eashier of the bank. 


Name...... j 












Address... 
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LA BELLE ACCOUNT 


(Continued from page 1”) 


compares favorably with what advertis- 
ing did for Perna. But John was game 
to the shoe strings. He was det rmined 
to get Miss Susan alone, for her account 
would be worth much sacrifice. 

It was while John was trying to get 
both hands on the situation that two 
things happened at once; a piece of 
news occurred, and Director Clutchbill 
eame into the bank. It was John who 
was possessed of the news, and he glibly 
told it in response to Clutehbill’s in- 
quiry as to how John was making out 
in his swim across the channel. 

“They’re going to shoot a 
here in Ferndale,” said John. 


picture 


“Shoot a picture?” asked Clutehbill. 

“Yeah, make a motion picture.” 

Director Clutehbill rubbed his hands 
together. “That'll be some cireus,” he 
said, pricking up his ears. “I'll bet 
there’s been some head-on collisions in 


the Ladies’ Literary Club hurrying 
around with the news.” Suddenly 
Clutchbill sat up straight. “John, 


John, it’s like blowing a bugle in Fort 
Buford in ’68—can’t we get in on it? 
Who’s putting up the money ?” 

“No—it’s financed with New York 
money. There will be a camera man 
and five professionals from the city. 
Miss Susan is to take the leading part. 
The village will have to furnish the 
herd, if there is any. But here is some- 
thing sizzling, Mr. Clutchbill—some- 
thing sizzling! And you shall see claw 
work in the dark before the setting of 
many suns.” John waved his hand 
aloft, and arched his eyebrows. 

“Claw work?” asked Director Clutch- 
bill uneasily in a brass-rail whisper. 

“Don’t speak so quiet-like!” purred 
John in that whisker-preening voice so 
common to those who are mysteriously 
contented. 

The next week in Ferndale village 
was of an irregular sort. For Miss 
Susan it was sprinkled with admirable 
bursts of speed and unexpected tonics; 
for John, anxious misgivings and ven- 
omous depressions. The different 
scenes of the picture were about to be 
shot. So far as the current of the story 
ran, they were to be taken backwards and 
forwards, but the first and main shot, 
the climax of the story, was to be shot 
before all others. John had helped find 
the natural locations, and it was he who 
had located the background for this 
scene. The last love clutch, as you 
might say, was to be made here. The 
hills of northern New England don’t go 
im much for canyons, but a tiny box 
fanyon was needed and John seemed 
accidentally to find one. 


a broiling trout stream sprang from the 
shade of the mountain forests into its 
Foaming down the per- 


first sunshine. 
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An Efficient 


Service for Banks 


Curing a period of more than forty years this 
House has provided efficient service for banks. 


Our offices are all in direct charge of partners 
or our own managers. 
of our facilities is fully maintained by our pri- 


Our foreign department is in direct, constant 
communication with our correspondents, in 
London, Paris, Amsterdam, Antwerp, Bruséels, 
Buenos Ayres and other foreign markets. 


We carry a line of investment securities, care- 
fully selected to meet the requirements of indi- 
vidual and institutional buyers, which includes 
foreign and U. S. Government, municipal, rail- 
road, public utility and industrial issues. Our 
list will be sent on request. 


Statistical Department 
Our Statistical Department furnishes a Manual 
for Investors, a Weekly Financial Letter, special 
descriptions of individual securities and other 
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pendicular side of living rock, the flying 
spray set in motion cross currents of 
cool air that kept the beech and maple 
leaves nodding high above the rim of 
the gorge. On a flat stone in the stream 
with the falls for a background Miss 
Susan rnd a professional from New 
York were going to do the final clutch- 
ing and bring matters to an eye-brimm- 
ing but happy ending. 

A few of the villagers knew the first 
scene was going to be shot in the little 
canyon, and there was a small gallery. 
Director Clutchbill was there by John’s 
request. And John was there. He 
arose and greeted Director Clutchbill 
with the indirect eye of a pall-bearer 
as the latter reached the dead line be- 
yond which only actors were allowed. 
John seemed much given to formal 
phrases and an easy flow of talk. Mr. 
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Clutchbill watched John suspiciously, 
hopefully. There was something in the 
air, 


At times John examined his watch 
closely and looked anxiously down the 
little canyon. Everything and every- 
body was set for the first scene. Sud- 
denly, John went over and spoke to 
Director Clutehbill under his breath. 
“Sh-h! Come over here!” 


Clutchbill followed him over to a log 
some freshet had partly buried in the 
gravel at the stream’s edge. At the far 
end of the log sat a gentleman who 
seemed meditating on the uncertainties 
of life. He was immaculate in white 
flannel trousers and a speckled cap. 
You wouldn’t have thought John knew 
the man was on the other end of the log 
when he and Clutchbill sat down. Di- 
rector Clutechbill nudged John and slid 
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his eyes toward the man for a half a 
second. John humped one eyebroy. 
laid a blue eve on Mr. Clutchbill, say 
he was unacquainted, and spoke from 
the side of his mouth. 

“That’s the Prince. He does the 
heavy stuff out on the flat rock with 
Miss Susan—the happy ending business 
against the cute little bridal falls.” 

“Oh,” said Director Clutchbill, nod. 
ding understandingly. 

Suddenly, John jumped to his feet. 
He was looking down the little canyon, 
Someone was coming on the run. The 
runner’s legs twinkled like a sand 
snipe’s against a still pool here and 
there as he crossed and recrossed the 
brook. As the man drew near Miss 
Susan, the camera man and the movie 
director, a man with thin hair and horn 
glasses, hastened toward the place 
where the Prince sat on the log. The 
spectators back of the camera stretched 
their necks at outraged attention. 

“We're all ready for the shot, Mr. 
Ashbrooke,”’ announced the movie di- 
rector, motioning to the Prince who was 
still meditating on the end of the log. 


It was then the on-coming man reach- 
ed the spot. “Wait!” he yelled ina 
voice trembling with inward struggle. 

The small crowd gathered around hin 
expecting to hear of some accident, for 
the man was unmistakably a workman 
at the tale mill at the mouth of the 
canyon. 

“Don’t nobody go out in the basin in 
front of the falls—that ledge to the 
right may let go any second ...we've 
been drilling on it, and there’s three 
blasts in it already!” The man looked 
anxiously from one face to another. 

Everybody stood on one foot and 
then on the other. The Prince who was 
to go out with Miss Susan on the flat 
rock in the basin was the first to speak, 
and his yoice sounded strained. 

“There is danger of the ledge falling 
over into the basin?” he half breathed, 
half spoke. 

“You're warned! Don’t go out there! 


K f D ° || That's all!” said the workman grimly. 
Ban oO etroit “Don’t worry about me going out 
|| there, for one,” declared the Prince. 
en. Se ae | “Inside stuff is my line, anyway,” he 
TRANSIT DEPARTMENT 


; ; : : both complained and apologized to 
With our direct connections and satisfactory arrangements those in hearing. 
with banks in Michigan, we are in a position to 


. ° a The camera man pulled his cap over 
offer quick service at a minimum of cost one eye, folded his arms like a Brazi- 


OFFICERS || lian general, and drawled out of the 

ES T. WHITEHEAD, V —-> a Eoprident Ass Cash side of his mouth: “The sun’ll soon git 
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; C. H. HABERKORN, JR.. Vice-President A. E. LARK, Assistant Cashier into them trees and squirt the light in 


H. 
G. B. JUDSON, Vice-President W.R. LAING, Assistant Cashier freckles.” 
R. B. GRIEMAN. Cashier A. A. McPHERSON, Assist. Cashier 


BEYER, Assistant Cashier G. T. MURRAY, Auditor “Don’t you suppose I know it better 








DIRECTORS than you do?” flashed the movie di- 
Dr. GEORGE R. ANDREWS, Vice-President G. B. JUDSON, Vice-President 


Highland Park State Bank ARTHUR J. LACY, Attorney rector with a withering look. 


JAMES COZENS, President C. HAYWARD MURPHY, Sec. Simon J. Never had anyone seen Cashier John 
— P. EWING, Director Detroit City Murphy Co. 


ANDREW J. PEOPLES. Treas. Detroit Cop- Atwood so gracious, so full of aa 
Cc. H. HABERKORN, Jr., Pres. C. H. Haber- per & Brass Rolling M 7S. sudden Director 
korn Co., Inc. and Haberkorn Investment Co. H. H. RACKHAM, dl Detroit Trust Co. Albert bows. Of a 


GEO. W. HERGENROETHER, Dodge J. T. WHITEHEAD, Pres. Whitehead & Clutchbill had taken to studying John 
pi a with a queer look in his eye, for John 
Ml wore a pair of white flannel trousers 
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and a speckled cap a good deal like the 
Prince’s. 










Miss Susan, too, had taken to study- Income Tax Matters 
ing John’s white trousers. “What do Exclusively 


you think, John?” she asked, coming 
over to him. “Is it really dangerous?” 

“Why, I don’t know,’ said John 
sympathetically, fixing his gaze on one 
knee as thoygh contemplating , some 
unrelenting law of the universe. 

The camera man sat on the log study- 
ing the sun through his fingers 
as though he were making sign-talk to 
the saints. 

That was enough for Miss Susan. 
“John, do you dare to do that scene 
out on the rock with me?” 

“Why, Miss Susan,” stammered John. 
“T don’t See how anyone could refuse 
you anything, but ... ” 

Director Clutehbill, who stood just 
back of John, hooked him in the short 
ribs with an _ encouraging thumb. 
“What’s one murder more or less on a 
day like this? ... think of the big 
account,” he hissed in John’s ear. 

John never looked around. But he 
had the expression of a man who does 
not hesitate when holding some house- 
hold utensil of sickening dread like a 
croquet mallet or a baseball bat, and— 
Mr. Clutehbill didn’t have a hat on, |. 
either. 

John never looked around but stepped 
forward just as he had _ planned, 
while the crowd lét out a cheer. 





















| JOHN E. TAYLOR 


ATTORNEY AT LAW 


| 231 Woodward Bidg., Washington, D.C. 
RE eee 


























LET US MANAGE 
YOUR COAL MINES 


Secure for your mine 
the profitable benefits of 
operating methodstested 
and matured by 38 years 
of ownership or active 
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field. You are assured 
of efficient, effective and 
economical operation 
through— 
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Because we have at our dis- 
posal the constantly increas- 
ing wealth of data on mining 
conditions, cost items and 
sales problems which grows 
out of our extensive manage- 
ment operations, we can 
economically give all our cli- 
ents a service which would 
be prohibitive to the single 
owner. Write for descriptive 
booklet. 


PEABODY 


COAL COMPANY 


Founded 1883 
332 South Michigan Ave. - CHICAGO | 


Operating 36 bituminous mines in 11 fields 
with annual capacity of 18,000,000 tons. 
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We cordially invite all our 
friends when in New Orleans to 
visit our new banking room in 
the New Hibernia Bank Build- 
ing. 













Hibernia Bank © Trust Co. 
NEW ORLEANS, U.S A. 


Miss Susan led John away from the 
crowd and began dusting his face with 
make-up powder while the movie di- 
rector poured a stream of directions 
into one of his ears. All three of them, 
together with the camera man, were 
standing a little back of the camera, 
and back of them were the spectators 
wildly jabbering about the ledge with 
the workman who had brought the 
warning from the tale company. Sud- 
denly Miss Susan let John go. The 
camera man started grinding his organ. 
A trembling sensation so common be- 
fore a cannon is fired seized the crowd. 
Director Clutchbill seemed to want to 
get up and yell, but kept crouched. 
You’d have thought John was in the 
Garden of Eden the natural way he 
led Miss Susan out to that rock. And 
eager! Even the lop-jawed crowd hud- 
dled in a pack back of the camera 
sensed it. 
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A classified ad in the 
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brings buyer and seller 
together at least cost, 
whether it is commodity 
or service. 
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No one may say-what the Prince 
from New York would have been guilty 
of when he was going his best. But 
when John took that slim, sweet, brown- 
eyed girl in his arms you saw one of the 
things that has made Kentucky famous. 
There was no artifice about it. No one 
could reach them. For once, John was 
alone with her. Director Clutehbill 
seemed to be reaching for a brick to 
throw at the camera man. Perhaps it 
would have been a crime against art, 
for there were two wizards in front of 





















The BANKERS 
MONTHLY reaches both 
big and little bankers. It 
has the largest paid na- 
tional circulation in the 


banking field. 
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N the old days when the collection 

of checks followed a slow process 
and an item was “in the float” for as 
long as a week or ten days, a check 
drawn on a depository where there 
immediate funds with which 
to honor the check, could be provided 
for before presentation. 

Fortunately, however, the 
of items has been greatly 
by the Federal reserve system. 
old opportunities to 


were no 


colleetion 


The 


provide for a 


check several days after its transmis- 
sion to a ereditor now rarely exists. 


Checks move expeditiously from point 
of deposit to point of payment, and 
we consider this one of the benefits of 
the Federal reserve system. Post-dated 
checks are used more or less by credit 


departments. They may be advisable 
in some instances, but on the whole 


constitute a poor instrument, and a 
post-dated check is nothing more nor 
less than a promissory note. It carries 
all the attributes of a note except that 
it may be deposited as a cash item and 
not for collection. 

The number of checks which have 
been dishonored in recent months ‘is 
not pleasant to reflect upon and it 


facilitated~ 


ST. PAUL, MINN. 


CURBING BAD CHECK EVIL | 


appears that too many of our small 
merchants, at least, are uninformed as 
to sound credit principles. Our Model 
Bad Check Act has proved efficacious 
in controlling the evil and should be 
invoked in every instance where it is 
applicable. Merchants must be shown 
that issuing a check without sufficient 
funds is an offense against the very 
integrity of eredits, and one of the 
most inexcusable things which could 
happen in the relations of debtor and 
creditor. Wherever the dishonored 
check has obtained value of one kind 
or another, the Bad Check Act will apply 
without reservation and should be made 
to apply. We have not felt it would 
apply in instances where the bad check 
did not not obtain an immediate value, 
that is, where the check was given for 
an existing account. It seems now, 
however, that in two districts—a part 
of Pennsylvania and in _ Boston— 


drawers of dishonored checks where 
no values were obtained have been 
held under the Bad Check Acts of 


Pennsylvania and Massachusetts. If 
this extension of the Act were made to 
apply to all instances, further curtail- 
ment of the evil would be possible. 
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that camera lens. Someway, it had the 
musie in it that was in the little water 


fall playing on the moss-covered rocks 


behind them. Surely God foresees 
some things—some things he 


wants 
left like he made them. 
Sounds float out very easily on airs 


stirred by a waterfall. But the words 


came brokenly. John seemed to be 
doing most of the talking. 
“Oh, no!” he was saying, snuggling 


her dark-brown curls close to his check, 
“the ledge is solid ... solid as granite— 
— just paid the onions $5.00 to say 
it wasn’t. I had to think of 
way to get you alone—even .. 


some 
. even if 
it—even if you have to make the shot 
all over. I wish you would ... ” 

Director Clutchbill suddenly leaned 
forward with one hand cupped back of 
his best ear. This was what he had 
been waiting for—to hear John ask her 
for the big account. And now a fitful 
air current of the little gorge had snatch- 
ed both question and answer from him, 
Nor was he able to get near John in the 
confusion after the scene was shot. 

The next morning, however, Director 
Clutchbill was waiting at the entrance 
when John arrived to open the bank. 
He followed John into the front office 
and sat down on the edge of a chair 
where he waited stoicaliy for the news. 

“She will open the account,” 
John briskly, “for $25,000.” 

Mr. Clutehbill leaped to his feet, 
violently rubbing his hands together. 

“She wants to give her personal noie 
for $25,000 and deposit the proceeds,” 
stated John, speaking rapidly in a 
fever to get the awful information on 
record. 

Director Clutchbill’s muscles clinched 
and held him tense and fully extended. 
He seemed to be stung outwardly and in- 
wardly at once. Slowly he relaxed and 
bent over John as though examining a 
new and.stange object. 


began 


“She’s a wonderful girl—a — 


business woman,” breathed John with- 
out moving his mouth. 

“Wonderful!” exclaimed Direetor 
Clutehbill, seating his hat firmly with 
both hands and starting for the door. 








Arthur T. Kahn, vice-president of 
the Commercial National Bank, Shreve- 
port, Louisiana, has resigned to enter 
the stock and bond business. 





The Mechanies’ Bank, Court and 
Montague streets, Brooklyn, New York, 
will enlarge and remodel its present 
banking rooms:at an early date. The 
new quarters will be three stories high 
and occupy ground 28 x 41 feet. 


G. M. Smith has retired as chairman 
of the board of the Commonwealth Na- 
tional Bank, Kansas City, Missour!, 
being succeeded by this brother, L. C. 
Smith. R. M. Cook has been elected 
president. 

















mre Ty BS 


BANKERS MONTHLY for MARCH, 1922 





BURTON J. HOLLISTER 








Burton J. Ho'lister has been elected 
viee president of the Phoenix National 
Bank of Hartford, Conn. Mr. Hollister 
was formerly connected with the 
Bankers’ Trust Company and the Na- 
tional City Bank of New York City. 








J. E. Kinsey has tendered his resig- 
nation as president of the Gunter State 
Bank, Gunter, Texas, and has been sue- 
ceeded by Harve C. Sperry. H. E. 
King, cashier, has resigned and was suc- 


ceeded by J. H. Kinsey. 











W. S. DAVIS 


W. S. Davis, for fifteen years con- 
nected with the Fort Dearborn National 
Bank of Chicago, and at the time of 
the recent merger with the Continental 
and Commercial Banks of that city, as- 
sistant cashier, is. now associated with 
the investment house of Hyney, Emer- 
son & Company of Chicago. 


A. Barton Hepburn, chairman of the 
board of the Chase National Bank, New 
York, died on January 25th from in- 


juries received when struck by an auto- 
mobile, 





















and bankers. 





FRANK O. WETMORE, President 
First National Bank of Chicago 














A new $50,000 building has been 
erected by the Farmers and Merchants 
Bank, Menominee Falls, Wisconsin. It 
is of Grecian design and of red-brown 
matfaced brick and Bedford stone con- 
struction. 


A new Federal Reserve bank in Den- 
ver, Colorado, is planned. A site for 
the proposed building has already been 
purchased. 





The Marion National Bank, Marion, 
Ohio, has remodeled its banking rooms 
at a cost of $100,000. An auditorium 
with a seating capacity of 500 has been 
built on the second floor of the building. 
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PON the foundation of more 

than half a century’s experience 
and growth is based the present organi- 
zation of the FIRST NATIONAL 
BANK of CHICAGO and the FIRST 
TRUST AND SAVINGS BANK. 


This experience has developed 
a highly specialized service in both 
banks, applicable to the needs of eet 


Calls and correspondence are 
invited relative to the facilities afforded 
for the transaction of domestic and in- 
ternational financial business of every 
conservative character. 


Combined Resources exceed $300,000,000 


JAMES B. FORGAN, Chairman 
Board of Directors of Both Banks 































MELVIN A. TRAYLOR, President 
First Trust and Savings Bank 


The stockholders of the State Bank 
of Canastota, New York, have elected 
Kirk B. DeLane, formerly cashier, to 
the presidency. 


Don E. Gayer was chosen president 
of the National Bank of Monmouth, 
Illinois, a few weeks ago. He sue- 
ceeds the late W. C. Tubbs. 


The Farmers and Merchants State 
Bank of McCook, Nebraska, opened for 
business not long ago. 





The National Bank of Baltimore, 
Maryland, is planning the expansion of 
its banking quarters in the near future. 
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EDMUND D. FISHER 


A newly created bank to be known as 
the Hamilton National Bank of New 


York, is now being organized. It will 
have a capital of $1,000,000. Edmund 


D. Fisher, formerly deputy comptroller 
of New York, and former vice-pres- 
ident of the Bank of Detroit, is one of 
the organizers. 

The Capital City branch of the Cit- 
izens Trust and Savings Bank, Columbus, 
Ohio, has been merged with the Central 
Bank branch, at High and Town streets. 


The Commercial and Savings Bank, 
St. Clair, Michigan, is planning the 
erection of a $60,000 bank edifice. It 
will be one story high. 


CONVENTION DATES 





Delaware = (semi-annual 
March 2, Wilmington. 

Tennessee, April 27-28, Knoxville 

Mississippi, May 9-10, Charleston 

Missouri, May 16-17, Excelsior 
Springs. 

Maryland, May 16-18, Atlantie City, 
N. J. 

Texas, May 17-19, Fort Worth. 

Kansas, May 18-19, Wichita. 

Alabama, May 18-20, Montgomery. 

Oklahoma, May 23-24, Oklahoma 
City. 

Pennsylvania, May 24-26, Pittsburg. 

Georgia, May 24-26, Atlanta. 

Iowa, June 6-7, Davenport. 

North Dakota, June 15-16, Minot. 

Utah, June 16-17, Salt Lake City. 

Wisconsin, Week of June 19, Mil- 
waukee—followed by boat trip on 
Great Lakes. 

New York, June 19-21, Lake Placid 
Club. 

Minnesota, June 20-21, St. Paul. 

Illinois, June 22-23, St. Louis, Mo. 

Indiana, Sept. 13-14, Indianapolis. 


meeting), 





Spring Meeting Executive Council, 

American Bankers Association. 
May 8-12, White Sulphur Springs, 
We. “Va. 

National Foreign Trade 
May 10-12, Philadelphia. 

Chamber of Commerce U. 8S. A. Week 
of May 15, Washington. 

American Bankers Association, Oct. 
2-6 New York City. 

Investment Bankers Association, Del 
Monte, Calif. 


Council, 
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J. G. GEDDES 


J. G. Geddes, vice-president of the 
Union Trust Company of Cleveland, 
and head of its foreign department, 
has gone to Europe on an extensive 
business trip through England, Franee, 
Switzerland, Italy, Czechoslovakia, Aus- 
tria, Germany, Holland and Belgiun. 

The purpose of Mr. Geddes’ trip is to 
confer with European banks with which 
the Union Trust Company has alread; 
established connections and to study 
conditions in Central Europe. He wil 
also establish new banking connection: 
in Czechoslovakia and Germany. 





Preliminary plans have been draw 
for remodeling the building of the Far- 
mers State Bank, Wellington, Kansas. 













Chicago Store 
122 So. Wells St. 





BANK VAULT EQUIPMENT 
OF QUALITY 


construction. 


This applies to everything in Diebold’s complete line of 


Bank Vault Equipment. 


CANTON, OHIO 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


HE greatest security combined with the most attractive 
appearance— That is the recognized feature of Diebold 


Submit your Safe and Vault problems to us. 


DIEBOLD SAFE & LOCK COMPANY 


Detroit Store 
27 Jefferson Ave. W- 
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W. R. ALLAN 

W. R. Allan, who succeeds John Galt 
as president of the Union Bank of 
Canada, like his predecessor, has been 
aresident of the Canadian West for a 
great many years. His business life 
has been lived entirely in Western 
Canada, a fact which makes him pecu- 
liarly well fitted to dircet the affairs of 
the only Canadian bank whose head 
office is located west of Toronto and 
most of the branches of which are lo- 
eated in the Canadian West. 

Mr. Allan went to Winnipeg in ’82, 
several years before the completion of 
the Canadian Pacifie Railway in the 
days when most of the city’s develop- 
ment lay before it. A son of the late 
Andrew Allan, who with his brother, 
Sir Hugh Allan, built up the famous 
Canadian line of steaniships which for 
the greater part of the century plied 
between Great Britain end Canada, Mr. 
Allan inherited the business capacity of 
his ancestors. He has played a prom- 
inent part in the commercial and 
social life of the Canadian West 
throughout his career and is to-day 
senior member of the firm of Allan, 
Killan and McKay, general brokerage 
and steamship agents, as well as being 
associated with a number of other 
Canadian industrial and financial enter- 
prises. 

Mr. Allan has been a director of the 
Union Bank of Canada for a great 
many years and early in 1921 became 
Viee-president of the bank. 

New Manager in Command 

Fred N. Shepherd, who was elected 
executive manager of the American 
Bankers Association at the Washington 
meeting of the Administrative Commit- 


tee last month, began his work for the . 


association on January 16th. 





Boston Clearing House 
The Boston Clearing House Associa- 
tion has adopted the clearing house 
system of examination and D. C. Mul- 
loney, formerly Chief National Bank 
xaminer for the First Federal Reserve 
District, has been appointed examiner. 


COMMERCIAL BANKING 
BOND DEPARTMENT 
FOREIGN DEPARTMENT 
SAVINGS DEPARTMENT 
TRUST DEPARTMENT 


FRED A. CRANDALL, Vice President 


© 


=| 

REPRESENTATIVE of this [E& 
BANK calls upon our cor- 

respondents from time to time and 

this personal acquaintance enables 

us to better understand and fulfill 

their requirements. = 


She NATIONAL GTY BANK 
of CHICAGO 


| 
= 
S."P. JOHNSON, Assistant Cashier 
R. V. KELLEY, Assistant Cashier 
UU REET 








DAVID R. FORGAN, President 


Banks and Bankers Department 





TAKES OVER THE 
LINCOLN TRUST 


NTERESTS identified with the Me- 
chanies & Metals National Bank, 
New York, have purchased the control- 
ling interest in the stock of the Lincoln 
Trust Company of that city. Frank J. 
Egan, chairman of the board and Alex- 


ander S. Webb, president of the Lincoln 


Trust Company, will continue in their 
respective official positions and, with 
the other members comprising the official 
staff, will continue in charge of the 
management of the business under the 
general banking policy of the Mechanics 
& Metals National Bank with the ulti- 
mate object in view of merging both 
institutions and continuing the head 
office and branches of the Lincoln Trust 
Company as branches of the Mechanics 
& Metals National Bank. This will give 
the bank twelve or more branches 
throughout the city instead of nine at 
present. 


New Orleans Clearing House 


James P. Butler, Jr., president of the 
Canal Commercial Trust & Savings 
Bank, and its eighteen branches, was 
elected president of the New Orleans 
Clearing House Association, at its an- 
nual meeting. 


R. S. Hecht, of the Hibernia Bank, 
was elected vice-president, and John E. 
Bouden, of the Whitney Bank, L. M. 
Pool, of the Marine Bank and Charles 
J. Theard, of the Citizens Bank, were 
elected as the committee on manage- 
ment, the president and vice-president 
completing the committee. 


J. H. Peterson was re-elected bank 
examiner and Charles A. Morgan was 
re-elected manager of the Clearing 
House. 
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The office associates of Mr. Guy E. 
Bowerman, retiring executive manager 
of the A.B.A., presented him with a 


.water color sketch in appreciation of 


his leadership and co-operation over a 
period of two years. 


Andrew H. Phelps, formerly district 
secretary, has been appointed to suc- 
ceed F. N. Shepherd as manager of the 
field department of the chamber of 
Commerce of the United State America. 


A. B. A. Convention 


The first week in October has been 
selected as the date for the A. B. A. 
Convention in New York instead of the 
last week in September. A meeting of 
representative New York bankers was 
held on January 18, for the discussion 
of plans. Seward Prosser, president of 
the Bankers Trust Company, was 
elected chairman of a general commit- 
tee and is authorized to appoint a com- 
mittee of one hundred members to at- 
tend to all necessary details. 


Alfred H. Smith, president of the 
New York Central Railroad, has been 
elected a director of the Fifth Avenue 
Bank of New York. 


The Edwardsville National Bank, 
Madison County, Edwardsville, Illinois, 
will erect a handsome $200,000 build- 
ing’ on the site of the old Leland 
Hotel. It will be six stories high and 
will be of gray brick and terra cotta 
construction with granite base, and ab- 
solutely fireproof throughout. Work 
will begin about April 1. K. M. Vitz- 
thum & Company, Inc., of Chicago, are 
the architects. Charles Boeschenstein, 
formerly president of the Bank of Ed- 
wardsville, is president of the bank. 
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At the monthly. meeting of the board 
of directors of the Reliance State Bank, 
Chicago, Clarence E. Stimming was 
elected an assistant cashier. 








NEW BUSINESS GETTERS 


The Elkhart County Trust Company, 
Goshen, Indiana, has changed its name 
to the Salem Bank and Trust Company. 















Allan T. Bowler, has assumed the 
duties of a full-time Secretary of the 
North Carolina Bankers Association. 





Owing to its inereasing business, the 
savings department of the Mechanics 
Savings Bank, Des Moines, Iowa, 
moved into new and enlarged quarters 


which adjoins the old quarters. 










Man Knows 


that his success 
is dependent upon 
the prosperity of 
his customers. 
Many banks and 


financial houses 
today have depart- 
ments devoted to 
promoting the busi- 
| ness interests of their 
clients. That is not 


paternalism; it is 
— business 
— is a 
| 
| 
| 
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Best Customer 
and the develop- 


ment of her re- 
sources has — only 
commenced. Can- 
ada needs settlers 


to cultivate her 
broad areas—to in- 
crease her output—to 
multiply her demands. 
She offers attractive 
returns. She affords 
Americans an oppor- 
tunity for far-sighted 
business service. Pros- 
perity in Canada pro- 
motes prosperity in 
the United States. 


Advertisement inserted by the Cana- 
dian Department of —— & 
Colonizatzon, Ottawa, Cana 








Every Business 
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A group of the leading bank advertising men of the country, all members of the Financial 


Advertisers’ Association, met recently in Chicago. 


sessions held in the Union League Club. 


This photograph was taken at one of the 





At the time of the merger of The 
New York Trust Company with the 
Liberty National Bank of New York 
various adjustments were made affect- 
ing capital, surplus and_ undivided 
profits, which might not be understood 
in studying any comparative statement 
of the two banks at that time, or of the 
combined institutions thereafter. 

The actual total capital, surplus and 
undivided profits of the two institu- 
tions, as of December 31, 1920, after 
giving effect to the adjustments sub- 
sequently made at the time of the merg- 
er would amount to $25,939,489.43. 
This figure is arrived at after provid- 
ing for a $2,000,000 stock dividend 
paid from the surplus of the The New 
York Trust Company to the stock- 
holders of The New York Trust Com- 
pany, and an additional distribution of 
$1,872,700 to The New York Trust 
Company stockholders from The New 
York Trust Company surplus for the 
purpose of equalizing the book value 
of the two institutions in connection with 
the exchange of the stock of the merging 
institutions and a dividend of $989,- 
073.04 to the stockholders of the Liber- 
ty National Bank from the undivided 
profits of the Liberty National Bank, 
for the purchase of their common stock 
holdings of the Liberty Securities Cor- 
poration. 

As compared to this figure, $25,939,- 
484.43, as of December 31, 1920, the 
combined capital, surplus and undi- 
vided profits of the consolidated insti- 
tution, as shown by the published 
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statement of the company as of De. 
cember 31, 1921, was $26,572,484.26, 
or an increase during the year 1921 of 
$632,999.83. This figure is net after 
the payment of all expenses, taxes, 
$1,965,000 in regular dividends and 
after charging off all bad or doubtful 
items. 

No additional capital was paid in as 
the results of the merger, nor during 
the year. 








Announcement is made by the Lib- 
erty Trust & Savings Bank of Chicago 
of the election of Benjamin Levinson, 
as trust officer. Mr. Levinson grad- 
uated from Yale College in 1915, and 
the Yale School of Law in 1917. He is 
a member of the Bar of the District of 
Columbia and of the State of Illinois. 
Prior to coming to Chicago, he was 
attorney with the United States Rail- 
road Administration at Washington, D 
C. 

The Chase National Bank, New York, 
has leased part of the ground floor of 
the Maiden Lane Building for the new 
quarters of its Maiden Lane Braneb. 
The new banking room will be occupied 
about May Ist. 

Fred W. Mathison, for fourteen 
years connected with the Security Bank 
of Chicago, has been promoted assistant 
eashier in charge of the new business 
and service department. John L. 
Brichetto, formerly chief clerk, was ad- 
vaneed to an assistant cashiership. 
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National Banks 


May Now Declare Stock Dividends 


FOR DETAILS INQUIRE 


A.S. PRATT & SONS, Inc. 


NEW YORK BANKS IN 
BIG MERGER 


THE Seaboard National Bank, which 

was founded in 1883, and the Mer- 
cantile Trust Company, which began 
business in the early part of 1917, will 
be merged about April 1, according to 
an announcement recently made by 
Chellis A. Austin, president of the 
Mereantile Trust Company. 

The new bank, which will retain the 
name of the Seaboard National Bank, 
will have total resources of about $80,- 
000,000. Chellis A. Austin will be 
president of the consolidated institution, 
while §. G. Bayne, president of the Sea- 
board National, will become chairman 
of the board of directors. The di- 
rectorate will consist of thirty-three 
members, twenty-three of whom will be 
from the Mercantile board. 

Committees composed of directors 
representing the two banks nego- 
tiated the transaction. S. G. Bayne, 
president of the Seaboard; C. C. 
Thompson, a director of the Sea- 
board, and Howard Bayne, vice-pres- 
ident of the Columbia Trust Company, 
acted for the Seaboard. John McHugh, 
president of the Mechanics and Metals 
National Bank; Herbert P. Howell, 
viee-president of the National Bank of 
Commerce, and Elliott Averett, vice- 
president of the United Cigar Stores 
Company, represented the Mercantile 
Trust. 

The business of the two banks will be 
tonducted in the present offices of the 
two institutions at Broad and Beaver 
streets, 115 Broadway and 20 East 45th 
Street. The headquarters of the bank 
will be located at Broad and Beaver 
streets, where the Seaboard recently 


erected a ten-story modern bank build- 
ing, 


503 WILKINS BUILDING 


WASHINGTON, D. C. 





JOHN McHUGH 


At the annual organization meeting 
of the board of directors of the 
Mechanics & Metals National Bank, in 
New York, for the purpose of electing 
and appointing officers, John McHugh, 
heretofore vice-president, was elected 
to the presidency, and* Gates W. Me- 
Garrah, who has served the bank as 
president for many years, was elected 
chairman of the board of directors. 
William E. Lake and Osear E. Dooly 
were appointed vice-presidents and 
Robert J. Kiesling was appointed an 
assistant cashier. All other officers were 


. re-appointed. 


The First National Bank, Woods- 
field, Ohio, has moved into a beautiful 
new banking room. 


The National Savings and Trust 
Company, Washington, D. C. has elect- 
ed Frederick A. Fenning a member of 


.the board of directors. 


Cleveland Banks Merge 

The Lake Shore Banking & Trust 
Co., the Garfield Savings Bank and the 
Cleveland Trust Co., all of Cleveland, 
O., have been merged. The name of the 
merged institutions will be the Cleve- 
land Trust Co. 

Merger of these three long’ estab- 
lished community banks will give Cleve- 
land a banking institution with forty- 
nine offices, a number larger than that 
found in any other city of the United 
States. 

The combined unit will have 364,- 
000 depositors. 

Total resources of the combined 
banks will be $165,000,000, while capi- 
tal and surplus will total $13,000,000, 
and deposits will aggregate $145,000,- 
000. 

As a result of this merging of inter- 
ests the fifth and sixth largest trust 
companies in the country will be in 
Cleveland. The four largest of these 
institutions are in New York, while the 
fifth and sixth are the Union Trust Co. 
and the Cleveland Trust Co. of Cleve- 
land. 

From a standpoint of savings de- 
posits the Cleveland Trust Co. will 
have a total of $85,000,000, and will 
rank seventh largest in this respect in 
the Union. All but one of the larger 
savings banks are in New York, the 
other being in Philadelphia. 


The Society Savings and Loan Com- 
pany, Akron, Ohio, recently held the 
formal opening of its new banking 
rooms. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 








100 


The Union Trust company, Spokane, 
Wash., announces the appointment of 
Harold R. Vogel as assistant manager 
of its insurance and surety bond de- 
partment and the election of Fred S. 
Graff, former auditor, as assistant sec- 
retary of the company. 

The Bankers Life Company of Des 
Moines, Ia., has leased offices in the new 
Insurance Exchange building which is 
to be ereeted on the site of the Welling- 
ton Hotel at Fifth Street and Grand 
Avenue. The new building which is 
expected to be ready for occupancy by 
March 1, 1923, will oceupy a quarter 
block and will be thirteen stories high. 


Goes With Pierce Oil 

Harold B. Thorne, vice president of 
the Metropolitan Trust Company New 
York, has been elected a director, vice- 
president and member of the finance 
committee of the Pierce Oil Corporation. 
He will remain with Trust Company for 
the present, but will shortly take up 
active work with the Pierce Oil Corpora- 
tion in charge of its finances. He will 
continue to act as a director of the trust 
company and a member of its executive 
committee. 

Mr. Thorne has had a long experience 
as a banker, having entered the bank- 
ing field as a junior clerk with the old 
Mercantile Trust Company of New 
York in 1895, serving respectively as 
assistant treasurer, treasurer, and vice- 
president until 1911, when the Mercan- 
tile Trust Company was absorbed by 
the Bankers Trust Company of New 
York. He served as vice-president of 
the Bankers Trust Company until June, 
1916, when he was elected vice-pres- 
ident of the Metropolitan Trust Com- 
pany of New York, and from May 27, 
1921 until December 27, 1921, was act- 
ing president of the latter company. 


The Peters Trust Company, Omaha, 
Nebraska, has appointed C. J. Claas- 
sen, secretary and vice-president; Judge 
Howard Kennedy has been elected a 


vice-president and trust officer; Herbert ~ 


W. Potter has been advanced from as- 
sistant secretary to a vice-president 
and Reed C. Peters has been appointed 
a vice-president. 


Morris Kurtzon, president of the 
Garden City Plating & Manufacturing 
Co., Chicago, has been elected a di- 
rector of the Liberty Trust & Savings 
Bank, Chicago. 


The new George D. Harter Bank 
building, Canton, Ohio, will be ready for 
occupancy about May Ist. 


The St. Paul Federal Land Bank, St. 
Paul, Minnesota, will move into its new 
quarters soon. 
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CLEVELAND’S NEW SKYSCRAPER 














































































































The new home of the Cleveland Discount Company, opened poet the highest and at 


the same time one of the most attractive office buildings in Cleveland. 


e picture at the left 


gives an idea of the size of the building and that at the right shows the richness and beauty of 


the appointments in one of the lobbies. 


Resignation of James E. Fickett 
as vice-president in charge of the credit 
department of the Bank of Italy, San 
Francisco, effective March 1st, has been 
announced. L. L. Mulit, for many years 
first vice president and a director of the 
Northwestern National Bank at Port- 
land, Oregon, and who has been as- 
sociated with the Bank of Italy for sev- 
eral months succeeds Mr. Fickett. 


The stockholders of the People’s 
Bank, Senatobia, Mississippi, have 


elected W. W. May president, J. R. 
Johnson, vice-president and J. H. Crow, 
cashier. 

The Midland Bank, Cleveland, Ohio, 
has leased additional space in the Wil- 
liamson building now oceupied by the 
Federal Reserve Bank. Plans contem- 
plate extensive improvements which are 
now under. way. 


The First State Savings Bank, Hills- 
dale, Michigan, has taken bids on its 
new bank and office building. The 
new structure will be two stories high 
and oceupy ground 100x50 feet. 





Announcenient was recently made by 
the Central National Bank, St. Peters 
burg, Florida, that its name has been 
changed to the Central National Bank 
and Trust Company. Some time ago 
this bank was authorized by special 
permission from the United States gov 
ernment to act in a fiduciary capacity, 
and on January 10 the stockholders re- 
quested the Federal Reserve Board to 
change its title in order to advertise 
this authority. This change in no way 
affects its status as a national bank. 
but on the other hand adds to 18 
present facilities the powers and duties 
of a trust company. 


The Phoenix National Bank, Hart- 
ford, Connecticut, recently announeed 
the appointment of Burton J. Hollister 
to the vice-presidency. 


Work will start soon remodeling the 
present quarters of the People’s Bank, 
Waukegan, Ill., at a cost of $60,000. 
The remodeled banking rooms will be 
one story high. Weary & Alford Com- 
pany, Chicago, are the architects. 
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The Heart of the Nation 


A great triangle with Glacier 
Park, Niagara Falls and the 
mouth of the Mississippi for its 
corners— 


The heart and bread basket of 
the United States— 








A well rounded financial and trust 
institution which aims to meet 
| the needs of this valley. 


























Clears your desk for action 


The Kleradesk automatically sorts and 
routes mail, memos, orders, etc., for all 
to whom mail is distributed. It holds 
reference papers out of the way but 
immediately at hand when needed. 

A Steel Sectional Device 

Add compartments as required. Sections $1.20 
each. Six compartment model illustrated above 
$8.40. Indexed front and back. Write for free, 
instructive, illustrated folder, ‘“‘How To Get 
Greater Desk Efficiency.’’ 


Ross-Gould Co., 


275N. 10th—St. Louis (5) 
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Mississippi Valley Trust Co. 


Organized 1890 









ee Capital, Surplus and Profits 
Ri over $8,000,000 
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Fowler, Carlson, Furber & Johnson 
Attorneys at Law 


Suite 817-825 New Yerk Life Bldg. 
Minneapolis, Minn. 
Attorneys for Minnesota Bankers Association 


















Quaintance, King & Quaintance 
« Ernest and Cranmer Bldg. 
Denver, Colo. 


Fordyce, Holliday & White 


506 Olive Street 
St. Louis, Mo. 



































Edward*H. Brink 


Fourth Nat'l Bank Bldg. Cincinnati, Ohio 
General Practice 


Reference: Chemical National Bank of 
New York. All Cincinnati Banks 














Cuthell, White, Hotchkiss 
and Mills 


Counsellors at Law 
Munsey Building Washington, D. C. 


Grant and Grant 
Attorneys and Counsellors 
Lee W. Grant Barton N. Grant 
Carleton Bldg. St. Louis, Mo. 



















Carl H. Langknecht 


Fidelity Trust Building 
Kansas City, Mo. 





William L. Symons 
Attorney and Counselor at Law 


700 Tenth Street | 
Washington, D.C. 


Nathaniel H. Maxwell 


Attorney and Counselor at Law 









Suite 904 First National Bank Building 


Cincinnati, Ohio 





Carl H. Langknecht E. G. Penland 
R. O. Casemore 


Patent, Trade-mark and Corporation Causes 








“CANADA” 












McLanahan & Burton 
Union Trust Bldg., Washington, D. C. 









Lamothe, Gadbois & Nantel 
Advocates, Attorneys and Counselors 
Montreal Trust Building, Montreal, Canada 
Commercial, Civil and Corporation Law 


Suites 1112-13 Commerce Bldg. 
Kansas City, Mo. 
Attorneys for South Side Bank 
Corn Exchange Bank 








Humphrey & Boxley | 






Cable Address: Counsel 
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CALIFORNIA BANK IN 
NEW BRANCH HOME 


N an effort to meet the increased 

demand of its business and to 
sustain its standards of service, the 
Anglo-California Trust Company of 
San Francisco at the close of 1921 
opened another new branch and 
enlarged and remodeled one of its other 
branches. 

The new bank was the Market-Jones 
Branch, at the intersection of Market, 
MeAllister and Jones streets. The re- 
modeled bank was the Mission Branch 
at Mission and Sixteenth streets. 

The opening of these two banks 


Your Vaults 


need thorough testing and 
inspection by competent 
engineers. 


We specialize in consultation and 
inspection service upon bank vaults. 
We test all classes of building 
materials, supervise the erection 
of buildings, make examinations 
and prepare reports on properties, 
operations and processes of all 
kinds. 


Let Us Serve You 
ROBERT W. HUNT & CO. 
Engineers 


2200 Insurance Exchange 
Offices in Principal Cities 


Chicago 





marked the close of an exceedingly pros- 
perous year for the Anglo-California 
Trust Company, notwithstanding the 
fact that 1921 was a year of marked 
financial disturbances. The success of 
year largely reflected in a report ren- 
dered by Mortimer Fleishhacker, pres- 
ident, to the Board of Directors. 

This report covered a statement of the 
bank’s business for the year ending 
December 31, 1921, and among other 
things that statement disclosed the bank’s 
resourees as totaling $38,328,387 and 
its deposits $35,285,642, an increase of 
$6,231,198 in resources and $6,526,058 
.in deposits for the year. Ineluded in 
the resources shown are $11,682,889 
in United States bonds and ceztificates 
and other bonds and $6,120,789 cash 
on hand. During the last three years 
the number of depositors and deposits 
in the bank have practically doubled. 
The bank today has more than 65,000 
depositors. 

In the spring of 1921 the Anglo- 
California Trust Company started its 
expansion by remodeling and enlarging 
its main bank at Market and Sansome 
streets. The capacity of this bank was 
practically doubled with the addition 
of another floor devoted to a bond 
department, women’s department, new 
business and other bank activities. 

This was followed later in the year 
by the decision to serve the growing in- 
terests in the vicinity of San Fran- 


ciseo’s civie center. A strategic site at 
Market, McAllister and Jones streets, 
one of the busy intersections of the 
downtown district was selected and 
here in three months’ time the Anelo- 
California Trust Company completed 
and opened a bank which ordinarily 
requires at least a year to construct. 

This bank, which is the sixth bank 
of the Anglo-California Trust (Com- 
pany, like all of its other branches, js 
a complete bank. It is an example of 
the very latest in scientifie banking ar- 
rangement and construction. <A pleas. 
ing scheme of architecture and decora- 
tion is used throughout. 

The public enters the bank through 
a central entrance that leads both to 
the main floor and the lower floor, 
where the safe deposit vaults are sit 
uated. The entrance is so arranged 
that the banking department proper 
can be closed off and still permit of 
aceess to the safe deposit vaults. 

On the first floor are commodious 
officers’ quarters, note and loan depart- 
ments, and domestie exchange, con- 
mercial and savings departments and a 
complete bond department. 

On the lower floor, in addition to 
safe deposit, coin and storage vaults, 
there is a woman’s rest room. Sim- 
ultaneously with the opening of the 
Market-Jones Branch the remodeling 
and enlargement of the Mission Branch 
was completed. This bank, situated in 
its own four story building, oceupies 
the greater part of the first and lower 
floors. It has all the banking features 
in the Market-Jones branch, such as 
commercial and savings departments, 
exchange and collections, and a_ bond 
department. Downstairs is a safe de 
posit vault and a comfortable women’s 
rest room. 


Erects New Banking Quarters 


The Seattle National Bank is just 
completing a handsome new bank build- 
ing three stories high, with basement, 
to be used exclusively by the bank for 
its own quarters. This will represent 
one of the most complete and up-to-date 
banking houses on the Pacific Coast. 

The interior of the lobby will be fur- 
nished throughout with Travertine Ital- 
ian Marble, and there will be ground 
floor space of one hundred six by 
one hundred ten feet. The exterior of 
the building will be entirely of a rich 
Tennessee marble. 
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- MIDIAND 
ERRATA 


FOR BEAUTY AND INDIVIDUALITY 
IN BANK EXTERIORS 





QUALITY AND SERVICE 
Our Motto 





“= presen ; - ae Semel 
TEFFERSON PARK NATIONAL BANK 
Milwaukee and Lawrence Aves., Chicago, I). 


Clarence Hatzfeld, Architect 


MIDLAND TERRA COTTA COMPANY 
Chamber of Commerce Bldg., Chicago 
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HE LEWISTON 


of Indiana Limestone. 


We shall welcome the opportunity to discuss 


your building plans. 


TRUST COMPANY’S 
new home in Lewiston, Me., as designed by 
us, is shown in the illustration below. 














It is built 
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Thomas M. James Company 


Bank Architects and Engineers 


3 Park St., Boston, Mass. 
Fuller Building, Springfield, Mass. 
511 Blackstone Building, Cleveland, Ohio 
31 East 27th St., 
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New York 




















Bids have been taken on a $100,000 


banking home for the Beloit State 
Bank, Wisconsin. It will be of brick, 


granite, stone, reinforced conerete and 


steel construction. 


Contract has been awarded for the 
home for the First 


erection of a new 
National Bank, East Liverpool, Ohio. 
Plans are nearing completion. It will 


be one story high and will be of Indiana 
eray limestone construction. 





Contracts will be awarded soon for 
the erection of a new building for the 
Jefferson Bank, Jefferson and Franklir 
avenues, St. Louis, Missouri. The 
strueture will cost about $200,000. 





The Seeurity Savings and Commer- 
cial Bank, Washington, D. C., has pur- 
chased its present quarters and ad- 
joining property for $265,000, which 
gives 100 feet frontage on G Street, 
with 80 feet on Ninth. 





Remodeling the present quarters of 
the Riggs National Bank, Washington, 
D. C. will begin about April 1. Ap- 
pleton P. Clark, W en De C538 
the architect. 


Sketches have been prepared for a 
building to house the City National 
Bank of Binghamton, New York. It 
will be of stone construction when 
erected. 
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The Broadway National Bank, Rich- 


mond, Virginia, will erect a side addi- 
tion at a cost of $100,000. 
building will be three stories high with 


The hew 


mezzanine floor, 


The Calhoun County Bank, Grants- 
ville, West Virginia, will bates bids in 
the early spring on its new home. The 
building will occupy ground 28 x 70 feet, 






A $500,000 bili. and offiee building 
is to be ereeted for the Elyria Savi ings 
and Trust Company, Elyria, Ohio 
Work will start on excavation at onee. 





Bids will soon be taken on a $250,- 
600 bank and office building to house 
the Ashland, Kentue ky, National Bank. 


It will be eleven stories high when com- 
pleted. 





The Conant and Caniff avenue branch 
building of the First State Bank, Ham- 


tramek, Detroit, will be erected soon 


It will be of brick 
tion. 


and stone econstrue- 





Remodeling of the buil ling occupied 
by the National Bank of Assumption, 
Illinois, has been completed. It is of 
stueeo and stone construction. 





Plans are nearing completion for the 
new home of the Brainerd, Minnesota, 
State Bank. The building will cost 


$70,000 and will be fireproof through- 
out. 





Hotel space will be turned into bank- 
ing quarters for.the Robesonia State 
Bank, Robesonia, Pennsylvania. Pre- 
liminary plans are now being prepared. 









The Morris Plan Bank, Greensboro, 
North Carolina, is to have store space 
remodeled into additional quarters. 
Wrecking is now under way. 










Work will start soon on the Grand 
River avenue and 14th street branch 
office of the Peoples State Bank, 
Detroit, Michigan. Contracts have been 
awarded. z 

R. J. Harrison, president of the First 
National Bank, Mitchell, South Dakota, 
was elected president of the Citizen’s 
State Bank, Alexandria, South Dakota, 
at its annual meeting. John Flanagan 
was elected vice-president. 





The First National Bank, Williams- 
port, Pennsylvania, will make altera- 
tions to its banking quarters. Sketches 
are now being drawn by architect. 





Benjamin Levin has been elected trust 
officer of the Liberty Trust & Savings 
Bank of Chicago. He is a graduate of 
Yale and has been a member of the 
bar since 1917. 














the 
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At the annual meeting of the First 
National Bank, Okeana, Ohio, J. A. 
Butterfield was chosen president. 


















The First National Bank, Marshall- 
town, Iowa, has commissioned its 
architect to prepare plans for a new 
eight-story fireproof building. 

The new home of the Bank of La 
Mesa, California, was formally opened 
for business not long ago. 





Architect bas been selected to draw 
plans for a banking home to house the 
Berwick, Pennsylvania, National Bank. 
Actual work will start in the summer. 


The First National Bank, Manchester, 
Towa, Has elected Robert D. Graham 
president. He succeeds A. R. LeRoy. 





~ - = - Se SS 








: = = — ~ —— Charles Ulin was elected president of 
Anew and beautiful type of directors’ room in one of the largest banks in the South. Note the 3oston National Bank, Boston 
the unique yet simple arrangement of the appointments. ’ 

Massachusetts, to sueceed Graydon 


The Hibernia Bank & Trust Com- shown in the photograph. pry — a became ee 
pany of New Orleans which recently At one side of the room is a desk Of the Salem Trust Company of Salem, 


moved into its new twenty three story for the presiding officers. The chairs Massachusetts. 

building has a board room which isone of for the directors are arranged in a. Sart. oT 

the few of its kind in the country. In- semi-circle as in a Council or Senate Bids will be taken about May 15 on 
stead of being furnished with the usual Chamber. All who have seen this new the new home for the Merchants and 
table surrounded by dignified chairs, idea in the treatment of a bank board Miners Bank, Welch, West Virginia. 
the room is fitted wp after the fashion room have commented most favorably The building will be six stories high 
of a miniature Senate Chamber, as_ on its simplicity and practical utility. with basement. 













|RANO MNALLY| 


Are Your Present Bank Quarters 
Retarding Your Growth? 


fe xX RE your fixtures and equipment 
ip% obsolete? Is the arrangement 

of departments impractical or 
inconvenient? Why not. rearrange 
the various departments and offices 
to meet modern conditions? Send us 
a rough sketch of your present floor 
plans and let us suggest ways to 
achieve greater efficiency and econ- 
omy. We offer you the co-operation 
of a group of bank building, bank 
equipping experts, whose valuable 
advice is yours for the asking. 













PUBLISHED IN 
MARCH and 
SEPTEMBER 













RAND McNALLY 


BANKERS DIRECTORY 


Established in 1872 



















{tis HONESTLY revised twice a year. It is 
COMPLETE, UP-TO-DATE and is published 
nearer to the date of the information it con- 
tains than is any other similar publication. It 
is printed in TABULATED FORM, all SIM- 
ILAR ITEMS being placed in the SAME 
COLUMN for the purpose of comparison— 
more expensiye for us, more satisfactory for 
your purpose. It is BEAUTIFULLY 
PRINTED in clear readable type. 


You constantly have occasion to consult a 
bank directory and as conditions are changing 
daily, unless you have an up-to-date book you | 
will get old and inaccurate information. You 

should have the latest and best and that is what 
you get in the Rand McNaliy BLUE BOOK. 
























Write also for a copy of a new booklet we 
have just printed, in which some of our 
latest bank buildings and interiors are beau- 
tifully illustrated from actual photographs. 




















RAND McNALLY & COMPANY, Publishers 
Rand McNally Building 
536 S. CLARK STREET 
CHICAGO, ILLINOIS 













ST. LOUIS BANK EQUIPMENT 


AND FIXTURE COMPANY 
SAINT LOUIS, U.S.A. 
807-809-811 WALNUT STREET 





The Bankers Directory is a Business Necessi:y 
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CURTIS TRUST COMPANY, GRANT PARK, ILL. 


FREDERICK J. TEICH 
ARCHITECT AND 


BANK ENGINEER 


Suite 205-206 Traders Building 
305 South La Salle Street 
CHICAGO 


Booklet on Request 


INTERIORS 
VAULTS 


Bids have been taken on the south- 
side branch building of the First 
Trust and Deposit Company, Syracuse, 
New York. Contracts will be awarded 
shortly. 


The Schuylkill Trust Company, Potts- 
ville, Pennsylvania, is having prelim- 
inary plans drawn for a one-story bank 
edifice. The structure will be of stone 
construction, 

New bids have been taken on a bank 
building to be erected for the Palmyra, 
Pennsylvania, National Bank. It will 
cost $50,000 and will be three stories 
high. 


BANK BUILDINGS 


COMPLETE 
EQUIPMENT 


Work has started on additional quar- 
ters for the Bank of Lake Placid, New 
York. The new quarters will be two 
stories high when completed. 


The Derby 
Connecticut, 
banking home. 


Savings 
will 


Bank, Derby, 
erect a handsome 


Remodeling the présent quarters of 
the Brocton Savings Bank, Brocton, 
Massachusetts, will begin at an early 
date. The improved quarters will be 
of brick construction. Thomas M. 
James Company, New York, are the 
architects. 


A $40,000 rear addition to the present 
quarters of the Miners and Merchants 
Bank, Carbondale, Pennsylvania, is to 
be erected. The new building will pe 
two stories high and occupy a site 40 x 
61 feet. 


Work has started on the erection of 
a bank and office building for the 
Fidelity Savings Bank, Frostburg, 
Maryland. The structure will be two 
stories high with basement when com- 
pleted. 


Remodeling the banking rooms of the 
International Exchange Bank, Washing. 
ton, D. C. will begin shortly. Plans 
are now being drawn. 


Contracts for the erection of a $40, 
000 bank and office building with stores 
for the Hamilton Savings Bank, Wash- 
ington, D. C. have been awarded. It 
will be two stories high. 


Exeavation has started for the new 
home of the Commercial Bank of Blue- 
field, West Virginia. The structure 
will eost $175,000 and will he seven 
stories high with basement. 


Plans have been drawn for a $2,500,- 
000 new building for the First National 
Bank, Youngstown, Ohio. It will be 
a sixteen-story skyscraper and will 
oceupy ground 42 x 200 feet. 


Contracts have been awarded for a 
$1,000,000 bank and office building to 
he oceupied by the Warranty Secured 
Discount Company, Akron, Ohio. The 
structure will be seventeen-stories high. 
Exeavation is already under way 

Preliminary plans are being drawn 
for remodeling and enlarging the bank- 
ing rooms of the Peoples Natiohal 
Bank, Langhorne, Pennsylvania. The 
new addition will be one story high. 

Work has started on additional quar- 
ters to be erected for the First Na- 
tional Bank, Forest City, Pennsylvamié. 
Work will cost about $25,000. 


The People’s Savings and Trust Com- 
pany, Leetonia, Ohio, will erect a new 
banking house. The building will be 
one story high. 


The Delaware Trust Company, Fred- 
erica, Delaware, will make extensive 
improvements on its banking rooms. 
Plans are being drawn. 


Sketches are being prepared on 4 
one story building for the Commercial 
Bank and Trust Company, Brideport, 
Connecticut. The structure will occupy 
a site 45 x 150 feet. 
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THE EDWARDSVILLE NATIONAL BANK 
EDWARDSVILLE, ILL. 
OFFICERS 
CHARLES BOESCHENSTEIN... President © WILLIAM AHRENS ........ Asst. Cashier 


WILLIAM C. KRIEGE Vice President WILLIAM G. MARTIN... Asst. Cashier 
EDWARD A. FRESEN Cashier JOSEPH M. PYLE..... .... Trust Officer 


BANK SPECIALISTS 


ENGINEERS ARCHITECTS DESIGNERS 
BANK BUILDINGS INTERIORS COMPLETE EQUIPMENT VAULTS 


Write for Our Beautifully Illustrated Portfolio on Bank Art Showing Our Work 


K. M. VITZTHUM & CO., INc. 


-VITZTHUM—BURNS 


Architects 


21 E. Van Buren Street, Chicago, Illinois 
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Beautiful Bank Buildings 


TRENGTH, character and durability 
are symbolized in the banking house 
constructed of Georgia Marble. 


The public instinctively relies on the 
impression of security and strength of- 
fered by a modern building of beautiful, 
durable, Georgia Marble. 


Georgia Marble retains its clearness and 
brightness, because it is non-absorbent 
and purely crystalline. 


The Georgia Marble Co. 
TATE, GEORGIA 


Georgia Marble 


































































































































Remodeling of the Home State Sav- 
ings Bank building in Grand Rapids, 
Michigan, will be started at onee. Plans 
have been drawn. 


The Merchants National Bank, Platts- 
burg, New York, will erect a one story 
building at an early date. Bids are 
now being taken. 


EK. P. Davis, vice-president of the 
Northwestern Trust Company, St. Paul, 
Minnesota and James W. Lusk, have 
been elected directors. 


The new Holt State Bank, Holt, 
Michigan, is being organized. Permis- 
sion to organize was approved by the 
banking department. 





Architects are working on sketches 
for a two story bank edifice to be oc- 
cupied by the People’s Bank, Enola, 
Pennsylvania. 


Bids are being taken on a $100,000 
building to be erected for the First Na- 
tional Bank, Danville, Pennsylvania. It 
will be one story high with basement 
and will oceupy a site 40x85 feet. 





An industrial real estate department 
was recently established in the Central 
Manufacturing District Bank, Chieago. 
The functions of the department are 
to buy, sell, lease, appraise, and make 
loans upon industrial real estate prop- 
erty. 





Readers will confer a favor 
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The Peewauahie Trust Company 
Newark, New Jersey, has taken bids a 
its new $75,000 home. The structure 
will be one story high when erected, 


The Slaton State Bank, Slaton, 
Texas, is to erect a new two story 
building. It will be of brick constrye- 
tion. 








Plans are being drawn for a $150, 
000 bank and office building for the 
La Salle State Bank, La Salle, Mlinois, 
It will be of brick and stone construe- 
tion. 


An ornate bank building is to be 
erected for the Citizens Bank and Trust 
Company, Ruthledge, Tennessee. It 
will be on the site of the present strue- 
ture and is expected to be completed by 
April 1. 


Work is in progress on a_ six-story 
addition to the Citizens National Bank, 
South Bend, Indiana. 

The Oteen branch of the Baltimore 
Bank, Asheville, North Carolina, was 
opened a short time ago. 


Foundation has been laid for a $200,- 
000 banking home to house the Sun- 
bury, Pennsylvania, Trust and Safe 
Deposit Company. Work on _ upper 
structure will start soon. 









Additional quarters will be erected for 
the First National Bank, Grove City, 
Pennsylvania, at a cost of $75,000. 
The new quarters will be two stories 
high with basement. 





The Citizens State Bank, New Castle, 
Indiana, will take bids on a bank and 
office building in the early spring. It 
will be erected at a cost of $85,000 and 
will be two stories high. 











Bids are being taken on the Trumbull 
and Holden avenue branch of the 
Wayne County and Home Savings 
Bank, Detroit, Michigan. The new of- 
fice will be of brick and stone construc- 
tion. 

Work will start soon on a new build- 
ing for the First National Bank, Spring 
Mills, Pennsylvania. Bids have been 
taken and contracts awarded. 





The First National Bank, Osakis, 
Minnesota, has commissioned its ar- 
chiteet to draw revised plans for 4 
handsome banking home. It will cost 
$30,000 when completed. 

Otto Hill, cashier of the Davenport 
Savings Bank, Davenport, Iowa, has 
been elected active vice-president. He 
is succeeded as cashier by Smith Black- 
man. Roy Krabbenhoeft was elected 
assistant eashier. 








Bids are being taken on an $8,000,000 
bank and office building to house the 
Union Trust Company of Cleveland, 
Ohio. It will be a twenty-story sky- 
seraper and will be of brick, terra 
cotta, steel and reinforced concrete 
construction. 


Store space is to be converted into 
banking quarters for the Union Trust 
Company, Pittsburgh, Pennsylvania. 
Plans are now being drawn, 





The Momenee, Illinois, State and 
Savings Bank will soon take bids on 
its new banking home. The structure 


will be one story high and will oceupy 
ground 31 x 50 feet. 


The Blair County National Bank, 
Tyrone, Pennsylvania, will remodel its 
present quarters, at a cost of $75,000. 
Work will start at an early date. 


Sketches are being drawn for a new 
one story building for the Commercial 
Bank and Trust Company, Bridgeport, 
Connecticut. The structure will be of 
stone. 


Architect has been selected to prepare 
plans and specifications for a new home 
to be occupied by the Citizens Savings 
Bank, New York. 

Contracts have been awarded on a 
$75,000 bank edifice to house the 
Citizens National Bank, Freeport, 
Long Island, New York. Work will 
be rushed for early occupancy. 


The Bank of Niagara County, 
Niagara Falls, New York, is having 
bids taken on its new bank building. 
It will be of brick and stone construe- 
tion. 


Contracts for the erection of a two 
story ornate bank building for the 
Walpole Trust Company, Walpole, 
Massachusetts, have been awarded. 
Work is well under way and is pro- 
gressing rapidly. 





The interior banking rooms of the 
Marshfield, Wisconsin, State Bank were 
recently destroyed by fire. The loss is 
estimated at about $50,000. 


Contracts have been awarded for re- 
modeling the banking quarters of the 
First National Bank, Bellefonte, Penn- 
sylvania. Work will start immediately. 

Elwood S. Bartlett, member of the 
Executive Council of the American 
Bankers Association, is now director 
of the Union National Bank, Atlantic 
City, N. J. He recently resigned his 
Position with the Atlantic City National 
Bank. 
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SEABOARD NATIONAL BANK 


COLUMBIA TRUST COMANY 


FIRST NATIONAL BANK, 


VIRGINIA TRUST COMPANY 


FIRST NATIONAL BANK 


The following is,a partial list of Bank Buildings 
designed and equipped recently by 


ALFRED C. BOSSOM 


BANK ARCHITECT AND 
EQUIPMENT ENGINEER 


680 Fifth Avenue 
NEW YORK 


NATIONAL BANK OF COMMERCE IN NEW YORK 


Mr. James S. Alexander, President 
Mr. S. G. Bayne, President 


Mr. Willard V. King, President 
MERCANTILE TRUST COMPANY 


Mr. C. A. Austin, President 


GREENWICH TRUST COMPANY 
Mr. A. W. W. Marshall, Vice-President 


Mr. John M. Miller, Jr., President 


Mr. Herbert W. Jackson, President 


CHARLOTTE NATIONAL BANK 
Mr John M. Scott, President ° 


AMERICAN EXCHANGE NATIONAL BANK, DALLAS, TEXAS 
Mr. E. M. Reardon, President 


Governor E. I. Edwards, President 
. . ' 
We invite correspondence. 


Consultation without obligation, 
in regard to your building plans. 
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Contract has been awarded for re- 
modeling the Keith building, Nashville, 
Tennessee, as a new home for the Nash- 
ville branch of the Federal Reserve 
bank. 





The Logan Trust Company, Kensing- 
ton, Pennsylvania, has selected an ar- 
chitect to prepare plans for enlarging 
and remodeling its present building. 
The work will cost $250,000. 








The Jefferson County National Bank, 
Watertown, New York, is planning the 


_ erection of additional quarters and re- 


modeling its present banking rooms. 
The new building will be of brick and 
stone construction with exterior trim- 
mings. 
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Evanston, IIl.,is to have another mon- 
umental bank building. The Evanston 
Trust and Savings Bank recently bought 
the northwest corner of Chicago ave- 
nue and Main street, 188x88 feet im- 
proved with stores and flats, and when 
present leases expire will erect a new 
home for its quarters. The bank was 
organized in 1914. 

































































The Bay View Commercial and Sav- 
ings Bank, Milwaukee, Wisconsin, 
which has been rebuilt and remodeled, 
held its opening recently. 
































The Ithaca, New York, Savings Bank 
is having sketches drawn for a new 
home. The building will be six stories 
high and fireproof throughout. 
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D ADVERTISEMENTS 





. Advertisements will be accepted under this heading at FIVE CENTS per word, signatures, | 
address, name and heading to be counted. Send cash with your order. Answers addressed | 
eare of the BANKERS’ MONTHLY will be forwarded promptly. 
| | 
! | 
! | 

BANKS FOR SALE FOR SALE PRINTING 
" Safes—Burglar and fireproof, Secondhand, Omaha Printing Company, 13th and Faraan 
Seuthern California Banks. Business and every size, style and make. Cheap. John Sts., Omaha, U. A. Lithographers, E 
living cenditions warrant investigation. Write | Murray 126 E. Pearl St. Cincinnati, Ohio. Stationers, Office ‘Furniture. 6*12ti 
the Anderson-Thompson cog = Suite 210 1*-12 ti —----= a 


Stery Building, Los Angeles, Cali 


COLLECTIONS 


Ft. Wayne, Indiana, Hottest Adjustment Oo., 
134 E. Berry, 2nd floor. . J. Robinson, Mer. 
8*-12ti 


Bugene, Oregon, L. M. Travis Collection 


Agency. 6*-12ti 
Kansas—Middlewest Mercantile Agency, Wi- 
chita. 6*-12ti 


SAFETY DEPOSIT BOX RECORD 


BANK and INSTITUTIONS which have 
SAFETY DEPOSIT BOXES for rent must re- 
tain accurate record of customers. OUR CARD 
SYSTEM provides clear, complete record, pro- 
tects institution regarding liability and releases 
bank when customer checks out. Send for 
sample mentioning number of boxes in use. 
SAFETY DEPOSIT RECORD SERVICE, ou 
101, Chicago, Il. -tf 


_ Solid Steel Diebold Bank Safe, 4 inch ‘door, two 
inner compartments 15 inches by 22 inches, with 
combinations. J. Baum Safe & Lock OCo., 
Chicago, Ill. 3*-1ti. 


FREE BOOK ON BANKING 





Tells how you can prepare to une the oniaet 8 
place by studying at home in spare time. Write 
American School of Finance, Edgar G. Alcorn, 
President, 107 McLene Bldg., ae by 

-9 ti. 


INCORPORATION: 


Incorporate Your Business; Avoid enone 
ships; protect private property from business 
ventures; information free. Phillip Lawrence, 
former Assistant Secretary State, Huron, South 
Dakota. 6*-12 ti. 


PATENTS 


a jus — 


Bankers and Mien having mane who 
wish to patent inventions are invited to write 
for particulars and terms. 


WATSON E. COLEMAN, Patent lawyer, 624 
6*-12ti. 


F Street, N. W., Washington, D. O. 


p. bag rene 





SALESMAN acquainted with bankers and 
who can obtain orders for bank depesit slips, 
can make favorable commissiea arrangements 
with leading Chicago concerm im this line, 
CHICAGO SALES BOOK CO., 387 W. Madison 


12*-12 ti. 


SITUATION WANTED 


Lawyer, specialized on n federal ‘taxes, desiree 
permanent position in a bank. Thirty-two years 
old, college and law degrees, six years with 
Chicago law firm (present empleyer), one year 
in military service, and one year with the Gov. 
ernment as attorney on federal taxes. Address 
Box 9 care of Bankers Monthly. 3*-1ti, 





EXECUTIVES 1 WANTED 





Executives seeking superior positions find our 
confidential service extremely satisfactory. Let 
our Mr. H. H. Harrison confidentially negotiate 
for you suitable positions with proper employers, 
as he has successfully done for thousands of 
others since 1909. Inqtiries invited. THE NA- 
TIONAL BUSINESS BOURSE, Inc., Confiden- 
tial Negotiators, 19 So. LaSalle St., Chicago. 
2*2ti 
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Something to Make the Kiddies Happy 


R. Banker, it will put you under no obligation to clip 


and mail the attached coupon for a free examination. 


of CHILD LIFE—Rand M¢Nally’s new magazine for 
children. 


Here is a magazine that will g give your children the new- 
est, freshest, most entertaining and iristructive stories, plays, 
pictures, cutouts, nature studies and other features they 
have ever enjoyed—the best that money can buy. 


CHILD LIFE is issyed every month. It will cultivate 
in the little tots and in older boys and girls—children from 
2 to 10 years of age—a taste for the finer and better things 
of life and give them many new avenues for self expression 
through heart, head and hands. 


Every reader of The Bankers Monthly is invited to clip 
and mail the FREE EXAMINATION coupon below. 


CHILD LIFE will help to pa out the best in the 
growing child. 


RAND MCNALLY & COMPANY 
536 S. Clark St., Chicago, Illinois 


RAND MSNALLY & COMPANY 
538 South Clark St., Chicago, III. 


Read This List 


of departmenis which CHILD 
LIFE is to contain every issue. 


HAPPINESS STORIES 
PICTORIAL STORIES 
FAIRYLAND STORIES 
PLAYS AND PAGEANTS 
JOY GIVERS CLUB 
OUTDOOR SPORTS 
INDOOR GAMES 
BUSY FINGER WORK 
FILMLAND 
AMATEUR 
PHOTOGRAPHY 
NATURE STORIES 
TRAITS OF CHILDREN 
NURSERY NUGGETS 
MUSICLAND 
TYPES OF CHILDREN 
STORIES ABOUT FOOD 


» 
Many of the best children's 


writers and artists are among the 
contributing editors of CHILD 
LIFE. 


Please put my name and address on your list for one full year’s subscription 
to CHILD LIFE and send me the MARCH issue—FREE. If after examining 
the first issue, I am not satisfied, it is understood I may cancel this order and owe 
you nothing. Otherwise I will send vou $2.50 in full payment for a vear’s 


subscription. 


Child’s Name 


Your Name 


Address 


Relation to Child 


writing to our advertisers 


1il 
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Desk Every Morning 


LL the news you have time 

to read—quotations, market 

reports, articles and trade notes— 

keeping you informed in all lines 

of business affecting the values of 
securities and loans. 


Complete Financial, Commercial 
and Industrial Quotations, Foreign 
and Domestic Exchange, Bond 
and News Analyses, Live Stock, 
Grain, Produce, Iron and Steel, 
Lake and Ocean Shipping, Coal, 
Real Estate, Textiles, Insurance, 
Automobiles, Public Utilities and 
other market news. 


This paper on your desk every 
morning keeps you informed of 
those things which affect your bank 
and its customers. 


To you daily—$1.00 per month 


Chicago Journal of Commerce 


and Daily “Financial Gimes 
12 E. GRAND AVE., CHICAGO 


SIMPLY FILL AND MAIL THIS COUPON OR WRITE CIRCULATION MANAGER 


Che Chicago Fournal of Commerce 


and Daily Financial Gimes 
12 E. Grand Ave., Chicago 
Date. __1922 


Please enter my name for 


months’ subscription to The Chicago Journal of Commerce at your regular 
subscription rate at $1.00 monthly. 


Name__ 
Business 


Address. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 








